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In publications reaching a total of more than four and a half 
million families, the F. S. Webster Company is again telling 
your customers about the five extra features of Micrometric 
Carbon paper. Webster dealers enjoy these advantages: 1. 
The only carbon papers and typewriter ribbons consistently 
advertised to the public. 2. The patented five extra features 
of Micrometric Carbon paper. 3. Superior quality products 
which guarantee repeat business. 4. The power and experi- 
ence of an organization which has specialized in the manu- 
facture of carbon papers and typewriter ribbons for 48 years. 
5. Full cooperation with dealers, including extra sales helps. 
These are the things which make the Webster dealer fran- 
chise so worthwhile. Use them for your greater profit. 











F. §. WEBSTER COMPANY canto, mass. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 





ADVERTISEMENTS 








Because of the grounae 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 

Acco Products, Inc. peer 

Ace Fastener Corp. Ee | 

Acme Staple Co....... wow tae 

Adams, Henry T., Mfg. Co....... 167 

eee ee 160 


Allen-Wales Add. Mach. Corp... 167 


All-Steel-Equip Co. a 
Alma Desk Co. 124 
Amer. Number. Machine Co..... 163 
Amer. Writing Machine Co....... 145 
Ames Supply Company . 9 


Art Metal Construction Co.....80, 81 


Art Steel Co., Inc. - 169 
Artility Metal Products, Inc... 88 
Autmte. File & Index Co. .. 68 
Autopoint Company .. 93 
B 
Reames Bok Gi. ni 64 
Bankers & Merch. Stamp Wks. 139 
Barkley, C. L., & Co......... .... 140 
Bassick Company e ee 
Bates Manufacturing Co........... 105 
Beach Publishing Co...... ... 132 
Bentson Mfg. Co................---.--- 162 
Better Packages, Inc. 163 
Bickett, L. M., Co... Scenb encase 
Blaisdell Pencil Co...... . 128 
Bridges, F. W., Ltd....... . 169 
Bright Chair Co...... .. 120 
Bristow, Stanley R. we S08 
Browne-Morse Co. . --e 106 


Buckeye Ribbon & Carbon Co... 100 


Cc 
Cameron, Cal. . . 123 
Calas Com. 2-25... 162 
Chicago Sound Systems Co....... 162 
Clarotype Co., The . eames | | 
Clip-On Corp. i iddunee 
Cloyes Gear Works .................-.. 167 
Codo Mfg. Corp. . 154 
Collier-Keyworth Co. F . 142 


Columbia Rib. & Car. Mfg. Co. 113 
Columbia Steel Equipment Co. 87 


Comptodesk 90 


Consolidated Rib. & Car. Co... 115 
Cook, The H. C., Co. 136 
Corona Typewriter 59 


Corry-Jamestown Mfg. Corp... 111 
Yrown Ribbon & Carbon Co..... 140 
Cushman & Denison Mfg. Co... 135 


~ 


D 
Darnell Corp. 123 
Dawn Mfg. Corp., The 153 
Dick, A. B., Co. 57 
Doppelt, Charles, & Co. 150 
Downey, C. L., Co. 169 
Duplicator Supply Corp. 141 

E 
Eagle-Ottawa Leather Co. . 82 
Elliott Address. Mach. Co. 146 
Elliott-Fisher Back Cover 
Eraser Co., Inc., The 157 
Esterbrook Steel Pen Co........... 155 


Evansville Desk Co....... 
Ever Ready Calendar Mfg. Co. 134 


offer their 


through the journal. 
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Faber, A. W., Inc. 

Faries Mfg. Co. 

Fastener Corporation 

Faultless Caster Corp. 

F. B. Mfg. Co. 

Fox, George E., & Co. 

Fulton Specialty Co. 
G 

Gaylo Mfg. Co. 

General 

Gilson-Bolens Mfg. Co. 

Globe-Wernicke Co. 

Graff, Geo. B., Co. 

Greist Mfg. Co. 

Guide System & Supply Co. 
H 

H. A. Ink Eradicator Co. 

Hall-Welter Co. . 

Hampden Mfg. Co., Inc. 

Hanson Scale Co. 

Harding, Milo, Co., Ltd. 

Harriman-Welts Products Co. 

Harter Corporation, The 


Heyer Corporation 


Higgins, Chas. M., & Co. 
High Point Bd. & Chair Co. 
Hotchkiss Sales Co. 

I 
Imperial Desk Co. 
Imperial Mfg. Co. 


Imperial Methods Co. 
Indiana Desk Co. 


Ink Specialties Co. 


Invincible Metal Furniture Co. 


J 
Jasper Chair Co. 
Jasper Desk Co. 
Jasper Office Furniture Co. 
Jasper Seating Co. 

K 
Kellogg, A. W., Sales Co. 
Kilian Mfg. Corp. 
Koh-I-Noor 


Pencil Co., Inc. 


Fireproofing Co. 60, 


. 163 
. 161 


.. 163 


L 
Leopold Co., The 
Loose Leaf Metals Co. 


Lyon Metal Products, Inc. 


M 
Manifold Supplies Co. 
Markilo Co. 
Markwell Mfg. Co......... weed 
Marvel 
Mashek, Frank, & Co. 
Meilicke Systems, Inc. . 
Meilink Steel Safe Co. 
Metal Office Furniture Co..... 


Seale Co. 


Metalstand Co. .. 

Meyer & Wenthe 

Miami Systems Corp. .... 
Mimeograph, The 
Mitchell Binder Co. 
Mittag & Volger, Inc. 
Mohican Co.. 


Monroe Cale. Machine Co. 


Pencil 


Moore Push-Pin Co. 
Morse, J. S., Typewriter Co. 
Munson Supply Co. 

Chair Co. 

Desk Co. 


Murphy 

Myrtle 
N 

Nat’l Brief Case Mfg. Co. 

National Business Show Co. 

Nat’] 

Nat’l Office Cushion Co. 


Engraving Co. 


Neva-Clog Products, Inc. 
New 
Niagara 


Indiana Chair Co. 
Duplicator Co. 
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Old Town Ribbon & Carbon Co. 


Oxford Filing Supply Co. 


Pacific Cb. & Ribbon Mfg. Co. 
Parrot Speed Fastener Corp..... 


Peerless Key-Imperial Mfg. Co. 


Peerless Steel Equip. Co. 


Pelouze Mfg. Co. 








THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
furnishes 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


of its various 


pares advertising 


copy, 


In the execution 


this bureau calls upon 


list of desirable 


S. A. lines, and in many 





services in resolving any disagreements which 


69 


66 





result from relations established 


Perfect Rub. Seat Cush. Co..... 167 


Phillips Process Co. ...... ee 128 
cg ef. dO rE 
Pronto File Corp. jibieennsibiares 119 
Pruitt Co., The etatescecens, ae 
Q 
Quality Park Envelope Co....... 102 
R 
Reliable Tw. & A. M. Corp....... 162 
Remington Rand Ine. .............. 133 
Rishel, J. K., Furniture Co..... 154 
AIVOtCKD TARE: 00! Saree cicncscccvesnscine 167 
Rockwell-Barnes Co. .................. 89 
Royal Metal Mfg. Co....... Sat 
Royal Typewriter Co................. 170 
Ss 
Seat, Dr., Chemical Co............. 167 


Schwab Safe Co........................... 161 
Security Steel Equipment Cp... 99 
Sengbuseh Sf. Cl. Inkstd. Co. 116 


Sepra-File Spindles .................... 168 
GROW Weer C05 ince cssncccisnce 76 
Sheaffer, W. A., Pen Co........... 114 
Sheppard, C. E., Co. . 70 
Sherman-Manson Mfg. Co.......... 96 
Shipman-Ward Mfg. Co,............ 150 
Smith, Bradner & Co................. 139 
Smith, L. C., & Corona 
Typewriters, Inc. ................... 59 
Speed Key Mfg. Co..................... 166 
Speed-O-Print Corp. .............. 164, 5 
Spencerian Pen Co................... 16 
Stationers Loose Leaf Co......... 83 
Stein Bros. Mfg. Co................. 107 
Me Rey ee or 147 
Store; a1. Gi, C0i...2............ 160 
Sturgis Posture Chair Co......... 131 


Sundstrand .._Back Cover 


T 
TeehhyPraph, THe .<...-.c0<c--.000 166 
Pell City Desk Cos. sc-.:...0:... FBL 
Toledo Metal Furniture Co....... 98 
Triner Scale & Mfg. Co............. 157 
Troy Sunshade Co....................... 109 
Turner & Harrison Pen Co..... 169 
U 


Underwd. Elliott Fisher.Back Cover 

Union Rubber & Asbestos Co... 162 

U. S. Tw. Ribbon Mfg. Co....... 163 
Vv 

Vail Manufacturing Co.............. 85 

Veit Co., The seevers .. 144 

Victor Safe & Equipment Co... 118 


Ww 
Wabash Cabinet Co., The...... 108 
Wagemaker Co. .... is . 142 
Warshaw Mfg. Co. oid ee 
Webster Electric Co. ...... 168 


tb 


Webster, F. S., Co. 

Weis Mfg. Co.... 

Wiggins, John B., Co.................. 167 

Woodstock Typewriter Co...149, 161 
z 

Yawman and Erbe Mfg. Co..... 121 








For the benefit of the subscribers the lines advertised are here classified. 


Adding Machine Parts 
Ames Supply Co. EEE, 


Cloyes Gear Works................ 167 
Shipman-Ward Mfg. Co 150 
Adding Machine Rolls & Paper 
Rockwell-Barnes Co.........- 89 
Smith, Bradner, & Co. 139 
Adding Machines 
Allen-Wales Add. Mach. Corp. 167 
Monroe Cale. Machine Co. 65 
Remington Rand, Ince.. 133 
Sundstrand..............................back Cover 
Adding Machines (Stylus) 
Reliable Typewr. & A. M. Corp.....162 
Adding Machines, Rebuilt & Used 
Morse, J. S., Typewriter Co 166 
Pruitt Co., The ; 156 
Reliable Typewr. & M. Corp 162 
Adding Typewriters 
Underwood Elliott Fisher 


Co.. Sack Cover 


Addressing Machines 





Elliott Address. Mach. Co 146 
Adhesives 

(See Inks, Adhesives, etc.) 
Arch and Clip Boards 

Cushman & Denison Mfg. Co 135 

Globe-Wernicke Co. aes 101 

Rockwell-Barnes Co........ 89 

Shaw-Walker Co. 76 
Autographic Registers 

Miami Systems Corp. 158 
Banker’s Note Cases 

Art Steel Co... a ...159 

General Fireproofing Co 60, 61 

Globe-Wernicke Co................:c0--0-----101 

Victor Safe & Equipt. Co 118 
Billing Machines 

Remington Rand, Inc 133 

Underwood Elliott Fisher 

iy waaiectpnceacrvasnroiarasltinasvoues Back Cover 

Binders, Catalog and Periodical 

Acco Products, Ince......... ianastnslacses ae 

Mitchell Binder Co........ oe $7 
Binders, Permanent Storage 

Bankers Box Co...............- 64 
Binders, String 

Bankers Box Co... 64 
Blank Books 

Rockwell-Barnes Co. 89 
Blotting Paper 

Smith, Bradner, & Co. 139 
Blueprint and Plan File Cabinets 

All-Steel-Equip Co. . -. 95 

Art Metal Construction Co 80, 81 

Art Steel Co.. 159 

Browne- Morse Co. esseniickecsoessinies 106 

Columbia Steel Equip. Co 87 

Corry-Jamestown Mfg. Corp. 111 

yeneral Fireproofing Co.. 60, 61 
Globe-Wernicke Co......... 101 

Shaw-Walker Co. 76 

Yawman and Erbe Mfg. Co. 121 
Bond Boxes 

Art Steel Co. . 159 

General Fireproofing Co. 60, 61 
Globe-Wernicke Co........ 101 
Book Cases 

All-Steel-Equip Co..... 95 

Alma Desk Co....... 124 

Art Metal Construction Co 80, 81 

Browne-Morse Co............... 106 

Corry-Jamestown Mfg. Corp 111 

General Fireproofing Co. 60, 61 

tlobe-Wernicke Co. 101 


Shaw-Walker Co. : i 


Wabash Cabinet Co..... : 108 

Weis Mfg. Co 71, 2, 3, 4 

Yawman and Erbe Mfg. Co 121 
Book Rings 

Adams, Henry T., Mfg. Co. 167 
Bookkeeping Machines 

Underwood Elliott Fisher 

irc caiainitesceesen ..Back Cover 

Box Letter Files 

Art Steel Co.. : 159 

Globe-Wernicke Co. 101 

Rockwell-Barnes Co....... . 89 

Weis Mfg. Co.... 71, 2, 3, 4 


Brief and Zipper Cases 


Doppelt, Charles, & Co ...150 

Mashek, Frank, & Co 120 

National Brief Case Mfg. Co. 144 

Stein Bros. Mfg. Co. 107 
Business Shows 

National Business Show Co..... 138 


obligation. 
Calculating Devices Cushions and Pads, Chair 
Meilicke Systems, Inc. ...168 Bickett, L. M., Co 148 
Reliable Tw. & A. M. Corp 162 Fox, George E., & Co 160 
Calculating Machines Nat’l Office Cushion Co 166 
Allen-Wales Add. & Mch. Corp.....167 Perfect Rubber Seat Cushion Co. ...167 
Monroe Calc. Machine Co. ag Polar Mfg. Co oe 
Sundstrand... Back Cover Shipman-Ward Mfg. Co .. 150 
Calculating Machines, Used Caspider aoe . 
Pruitt Co., The 156 Polar Mfg. ( : . s se 
Reliable Tw. & A. M. Corp 162 yma Weed Ste. Co ave 
Carbon Papers Cuepiders 4 159 
(See Ribbons and Carbons) ~_ Steel Co. = 
Card Index Boxes and Trays Dating Stamps M : 163 
All-Steel-Equip Co. é/ 95 Amer. Number ) achine Co. 63 
Art Metal Construction Co.... 80, 81 Fulton Specialty _ > 
Soe Mined Co 159 Meyer & Wenthe 163 
Bentson Mfg. Co. 162 Rivet-O-Mfg. Co ...167 
Cameron, Cal e 123 Desk Bumpers 
Columbia Steel Equip. Co. 87 Fox, George E., & Co 160 
Corry-Jamestown Mfg. Corp 111 Polar Mfg. Co 86 
Globe Wernicke Co : 101 Desk Calendar Pads 
peat gents — bennacean Ever Ready Calendar Mfg. Co.........134 
iperial Methods " Sioeinsennaaiciinee a ie ‘ ‘ 
Invincible Metal Furn. Co. 129 Es ee Be SS sae 
Metal Office Furn. Co..... _ 84 Desk Lamps 
Security Steel Equipment Corp... 99 Faries Mfg. Co 97 
a di > cen ae cere 76 Greist Mfg. Co 62 
Warshaw Mfg. Co...... ame | Desk Pads 
Weis Mfg. Co... inci hg te: a Fox, George E., & Co. 160 
Yawman and Erbe Mfg. Co............. 121 Polar Mfg. Co 86 
Cash Boxes Desk Pending-Letters Holders 
Art Steel Co. 159 Acco Products, Inc 143 
General Fireproofing Co. 60, 61 Desk Pen & Ink Sets 
Casters, Caster Bearings, Slides Sengbusch Self Cl. Inkstand Co.....116 
Bassick Co 130 Desk Trays 
Darnell Corp. 123 Art Metal Construction Co 80, 81 
Faultless Caster Corp. 168 Art Steel Co., Inc 159 
Kilian Mfg. Corp. 161 Autmate. File & Index Co 68 
Celluloid Envelopes Corry-Jamestown Mfg. Corp 111 
Markilo Co. 162 Fox, George E., & Co 160 
Chair trons General Fireproofing Co. 60, 61 
Bassick Co a 130 Globe-Wernicke Co 101 
Collier-Keyworth Co. 142 Imperial Methods Co - 
Gilson-Bolens Mfg. Co. 152 Shaw-Walker Co = 76 
: Weis Mfg. Co 71, 2, 3, 4 
Chair Mats Yawman and Erbe Mfg. Co 121 
Bickett, L. M., Co 148 
Fox, George E., & Co. 160 Desk Work Distributors 
Globe-Wernicke Co 101 Art Steel Co., Inc 159 
Polar Mfg. Co. R6 Bristow, Stanley R 163 
Shipman-Ward Mfg. Co 150 Fox. George E., & Co 160 
Chairs Globe-Wernicke Co 101 
Artility Metal Products, Ine. 88 es Mistal Preduete, oo as 
Cameron, Cal 123 Polar Mfg. Ve. " 86 
Gaylo Mfg. Co. 158 Tee mew & Rema. ‘Ce eae 
General Fireproofing Co 60, 61 We's Mfg. Co 71, 2, 3, 4 
Harter Corp 137 Desks 
High Point Bd. & Chair Co 124 Alma Desk Co 124 
Jasper Chair Co. 99 Art Metal Construction Co 80, 81 
Jasper Seating Co 159 Autmte. File & Index Co 68 
Lyon Metal Products, Inc. 154 Bentson Mfg. Co 162 
Murphy Chair Co 126 Browne-Morse Co 106 
New Indiana Chair Co. 149 Cameron, Call. .................--0-re-ssesennseee 123 
Royal Metal Mfg. Co 117 Columbia Steel Equip. Co 87 
Sturgis Posture Chair Co. 131 Comptodesk 90 
Toledo Metal Furn. Co _ 98 Corry-Jamestown Mfg. Corp. 111 
Troy Sunshade Co., The... "109 rence ye 4 Desk Co 127 
a 7 General Fireproofing Co 60, 61 
Chairs, Folding : }lobe-Wernicke Co. 101 
Gaylo Mfg. Co. 158 Imperial Desk Co 103 
Lyon Metal Products, Inc. 154 Indiana Desk Co ; 149 
Chairs (Posture) Invincible Metal Furn. Co 129 
Artility Metal Products, Inc. 88 Jasper Desk Co 146 
Gaylo Mfg. Co ee Jasper Office Furn. Co 136 
General Fireproofing Co. 60, 61 Leopold Co., The 134 
Harter Corp. 137 Metal Office Furniture Co. R4 
High Point Bd. & Chair Co. 124 Myrtle Desk Co 125 
Jasper Chair Co. ... 92 Rishel, J. K., Furn. Co. 154 
Jasper Seating Co..... ...159 Royal Metal Mfg. Co 117 
Murphy Chair Co. ...126 Security Steel Equipment Co... 99 
Roya! Metal Mfg. Co 117 Shaw-Walker Co 76 
Sturgis Posture Chair Co 131 Tell City Desk Co . 131 
Toledo Metal Furniture Co 98 Troy Sunshade Co., The 109 
Check Protectors and Writers Victor Safe & Equipt. Co 118 
Hall-Welter Co 158 Wagemsher Co. 143 
‘ = Weis Mfg. Co 71, 2, 8, 4 
Check Protectors & Writers, Used Yawman and Erbe Mfg. Co 121 
Pruitt Co., The 156 
Reliable Tw. & A. M. Corp. 162 Duplicating Ink Stain Remover 
Checks, Stamped Metal Consolidated Ribbon & Carb. Co...115 
Meyer & Wenthe 163 Duplicating Machines 
Coin Bags, Trays and weeseme Dick, A. B., Co . —g 57 
Art Steel Co. 159 Duplicator Supply Corp. 141 
Downey. C. L.. Co 169 Elliott Address Mach. Co. 146 
dig he : Heyer Corporation, The 171 
Compass, Pocket Mimeograph, The 57 
Hampden Mfg. Co., Ine 154 Niagara Duplicator Co.................... 122 
Copyholders Rivet-O-Mfg. Co 167 
Acco Products, Inc. 143 Shipman-Ward Mfg. Co 150 
Dawn Mfg. Corp., The 153 Smith, L. C., & Corona Type......... 59 
Costumers Speed-O-Print Corp......... 164-5 
Royal Metal Mfg. Co.................00-.117 Duplicating Machines, Used 
ee RN TI Ci aan ccecccoencintn 131 Pruitt Co., The es 


Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Duplicating Machine Supplies 





Columbia Rib. & Carb. Co..............113 
Dick, A. Tig B Geri veccons ; 57 
Harding, Milo, Co., Ltd......... 148 
Heyer Corp., The 171 
Ink Specialties Co. 158 
Manifold Supplies Co. dpisetinisiieliins 63 
Mimeograph, The ? 57 
Mittag & Volger, Inc ’ eee | 
Niagara Duplicator Co......................122 
Shipman-Ward Mfg. Co. 150 
Smith, L. C., & Corona Type. 59 
Speed-O-Print Corp.. 164-5 
Technygraph, The ...166 
Victor Safe & Equipt. Co. 118 
Engraving, Cepper Plate 
Wiggins, The John B., Co 167 
Envelope Sealers 
Elliott Addressing Machine Co. 146 
Envelopes 
Globe-Wernicke Co 101 
Quality Park Envelope Co. 102 
Envelopes, Celluloid 
Markilo Co. ...162 
Eradicators, Ink 
H. A. Ink Eradicator Co = 168 
Heyer Corp., The soe 171 
Erasers, Rubber 
Blaisdell Pencil Co.. : 128 
Eraser Co., Inc., The 157 
Faber, A. W., Ine. ‘ ee 
Koh-I-Noor Pencil Co., Ine........... 163 
Exhibitions 
National Business Show Co..... 138 
Expense Books 
Beach Publ. Co. 132 
Eyelets & Eyelet Fasteners 
Bates Manufacturing Co 105 
Markwell Mfg. Co 132 
Rivet-O-Mfg. Co. 167 
Fan Fold Forms 
Miami Systems Corp. ..158 
File Boxes, Collapsible Corrugated 
Bankers Box Co. seeker in 
Barkley, C. L., & Co. 140 
Globe-Wernicke Co. _ 101 
Guide System & Supply Co. 78 
Oxford Filing Supply Co. 66 
Pronto File Corp. 119 
Weis Mfg. Co. 1 2: & 4 
File Boxes, Metal 
Art Metal Construction Co. 80, 81 
Art Steel Co. ree a oO pinch 159 
Corry- Jamestown Mfg. COP canna kee 
Prente File. Citih ccieceeccncmnenod he 
Rockwell-Barnes Co. <a 89 
Victor Safe & Equipt. Co. 118 
Filing Cab. Ball & Roller Bearings 
Kilian Mfg. Corp.. 161 
Filing Cabinets, Insulated 
Shaw-Walker Co..... ae 
Victor Safe & Equipt. Co. 118 
Filing Cabinets, Metal 
All-Steel-Equip  Co.............---.cse00----. 95 
Art Metal Construction Co. 80, 81 
Art Steel Co.. as 159 
Autmte. File & Index Co... 68 
omnes WE Ge sain cneente 162 
Browne-Morse Co........---..c00++.0- 106 
Cameron, Cal. ; 133 
Columbia Steel Equip. Co. . 87 
Corry-Jamestown Mfg. Corp. 111 
General Fireproofing Co....... 60, 61 
tlobe-Wernicke Co. 101 
Invincible Metal Furn. Co. 129 
Metal Office Furn. Co. 84 
Peerless Steel Equip. Co. 145 
Pronto File Corp. 119 
Remington Rand, Ine. 13% 
Security Steel Equipment Corp.. 99 
Shaw-Walker Co.. ie 76 
Victor Safe & Equipt. Co... sii 118 
Yawman and Erbe Mfg. Co a 121 
Filing Cabinets, Wood 
Globe-Wernicke CoO..........-...0..-.--......101 
Imperial Methods Co. ............c.00--s0<00 156 
Wagemaker Co. y 
Weis Mfg. Co. 
Yawman and Erbe Mfg. Co. 121 
Filing Supplies 
Acco Products, Ine. eiilastitienmeilan «143 
Art Metal Construction Co. 80, 81 
Bashkieg, G.. Ta, @ QOiictass 
Browne-Morse Co...............-- 
Came, COON scccerseiaticsivilicinctniiniitnsiiijanttiba 





THE CLASSIFICATIONS 
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THE CLASSIFICATIONS 


(Continued from page 


Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke (o 

Guide System & Supply Co 
Imperial Methods Co 
Metal Office Furniture Co 
Oxford Filing Supply Co 
Pronto File Corp 

Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co 

Victor Safe & Equipt. Co 
Wabash Cabinet Co 
Warshaw Mfg. Co 

Weis Mfg. Co 71, 
Yawman and Erbe Mfg. Co 


Finger Pads 
Parrot Speed Fastnr. Corp 


Folders (See Filing Supplies 


Fountain Pens 
Autopoint Company 
Esterbrook Steel Pen Co 
Sheaffer, W. A., Pen Co 


Gummed Cloth Rings 
Graff, Geo. B., Co 
Warshaw Mfg. Co 


Index Card Signals 
Cook, H. C., Co., Inc 
Graff, Geo. B., Co 
Victor Safe & Equipt. Co 


Index Tabs 
Barkley, C. L., & Co 
Cel-U-Dex Corp 
Globe-Wernicke Co 
Guide System & Supply Co 
Markilo Co : 
Parrot Speed Fastener Corp 
Shaw-Walker Co 
Veit Co., The 
Victor Safe & Equipt. Co 
Inks, Adhesives, Etc. 
Harriman-Wells Prod. Co 
Higgins, Chas. M., & Co 
Ink Specialties Co 
Rivet-O-Mfg Co 


Sheaffer, W. A., Pen Mfg. Co 


Union Rubber & Asbestos Co 


Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch Self-Cl. Inkstand ¢ 


Intercommunicating Systems 
Chicago Sound Systems Co 


Webster Electric Co 


Leads for Mechanical Pencils 
Autopoint Company 
Sheaffer, W. A., Pen Co 


Leather Goods 
Doppelt, Charles, & Co 
Mashek, Frank, & Co 
National Brief Case Mfg. Co 
Stein Bros. Mfg. Co 


Leather Upholstered Furniture 

Bright Chair Co 

Jasper Chair Co 

New Indiana Chair Co 
Leathers, Upholstering 

Eagle Ottawa Leather Co 
Letter Trays (See Desk Trays 
Letterheads 

Wiggins, The John B., Co 


Library Equipment 
All-Steel-Equip Co 
Art Metal Construction Co 
Art Steel Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 
Globe-Wernicke Co 
Security Steel Equipment Corp 
Shaw-Walker Co 


Lockers and Storage Cabinets 
All-Steel-Equip Co 

Art Metal Construction Co 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Lyon Metal Products, In 
Metal Office Furniture Co 
Security Steel Equipment Corp 
Shaw-Walker Co 

Yawman and Erbe Mfg. Co 


Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co 
F. B. Mfg. Co 
Sheppard, The C. E., Co 
Stationers Loose Leaf Co 


Loose Leaf Envelopes, Celluloid 
Markilo Co 

Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co 
Loose Leaf Metals Co 
Stationers Loose Leaf Co 


Matched Office Suites 





Memorandum Books 


Memorandum Devices 


Numbering Machines 


Office Partitions and Railings 


Cushman & Denison 


Paper Fastening Machines 


Victor Safe & Equipt 


Pencils, Wood Cased Lead 


Pins and Pin Containers 


Platens, Typewriter 


Ribbons and Carbons 


Consolidated Ribbon & Carb 
162 Crown Ribbon & Carbon Co 


Imperial Mfg. Co 
18 Manifold Supplies Co 
Mittag & Volger, Inc 


Old Town Ribbon & Carbon 


Pacific Carbon & Ribbon 
Phillips Process Co 
Remington Rand, In 





Royal Typewriter Co., Ine 
Shipman-Ward Mfg. Co 

Smith, L. C., Corona Tws 
Spencerian Pen Co 
Storms, H. M., Co 

dod Underwood Elliott Fisher 

Co . 

ag I S. Typewriter Rib. Mfg 
Webster, F. S., Co 

10 Rubber Bands 

162 Faber, A. W., Inc. 
Shipman-Ward Mfg. Co 

7 Rubber Stamps 
Bankers & Merchants Stamp 

16 Works 

163 Meyer & Wenthe 

os Rubber Type Outfits 


Fulton Specialty Co 


Safes 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 
Meilink Steel Safe Co 
Remington Rand, Ine 

89 Schwab Safe Co., The 

Security Steel Equipment 

Shaw-Walker Co 

Victor Safe & Equipt. Co 


Yawman and Erbe Mfg. C 


143 Scrapbooks 
135 Globe-Wernicke C 


) 


Secretary Desks 


Art Metal Construction Co 


i General Fireproofing Co 

é Globe-Wernicke Co 

sae Wabash Cabinet Co., The 

15 Shelving 

168 All-Steel-Equip Co 

8 Art Metal Construction Co 
Art Steel Co 

17 Browne-Morse Co 

189 Corry-Jamestown Mfg. Corp 

ca General Fireproofing Co 

: Globe-Wernicke Co 

5 Lyon Metal Products, Inc 

127 Security Steel Equipment 

162 Smoking Stands, Office 

153 Royal Metal Mfg. Co 

¢ 


118 Stamp Pads 
Bates Manufacturing Co 
Fulton Specialty Co 
Meyer & Wenthe 


seed Rivet-O-Mfg. Co 
a Rockwell-Barnes Co 

Victor Safe & Equipt. C 
one Stands for Office Machines 
15] All-Steel-Equip Co 

Art Steel Co 

: Corry-Jamestown Mfg. Corp 

ts General Fireproofing Co 
: Globe-Wernicke Co 


Harter Corp 

Metalstand Co 

128 Pruitt Co., The 
Sherman-Manson Mfg. Co 
Shipman-Ward Mfg. Co 


15 . 
114 Sturgis Posture Chair Co 
; Toledo Metal Furniture ¢ 
69 Staple Extractors 

Ace Fastener Corp 
166 Markwell Mfg. Co 

Staples and Stapling Machines 

8 Ace Fastener Corp 

Acme Staple Co 
14 Cameron, Cal. 


an Fastener Corp 
: Hotchkiss Sales Co 


ai Markwell Mfg. Co 
Neva-Clog Products, Inc 
161 Parrot Speed Fastener Corp 
168 Vail Manufacturing Co 
~ Stationery, Engraved, Lithogr. 
National Engraving Co 
Wiggins, John B., Co 
Stenographers’ Note Books 
143 Rockwell-Barnes Co 
105 Stick Files 
a Sepra-File Spindles 
Storage and Transfer Cases 
7 All-Steel-Equip Co 
or Art Metal Construction Co 
Art Steel Co 
160 Bankers Box Co 
79 Barkley, C. L., & Co 
100 Bentson Mfg. Co 
154 Browne-Morse Co...... 
113 Columbia Steel Equip. Co 
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Corry-Jamestown Mfg. Corp...........111 
General Fireproofing Co. 60, 61 
Globe-Wernicke (Co............. em | | 
Guide System & Supply Co. 78 
Imperial Methods Co.......... ; 156 
Invincible Metal Furn. Co 129 
Metal Office Furniture Co. . 84 
Oxford Filing Supply Co .. 66 
Peerless Steel Equip. Co.. 145 
Pronto File Corp............. ek AD 
Rockwell-Barnes Co hoon 89 
Security Steel Equipment Corp . 99 
Shaw-Walker Co. 76 
Weis Mfg. Co.... Fite: ae TG 

Yawman and Erbe Mfg. Co 121 


Strong Boxes 


Meilink Steel Safe Co 104 


Swinging Typewriter Stands 


Globe-Wernicke Co.. .....101 
Weis Mfg. Co i, & 2 4 
Tables 
Art Metal Construction Co 80, 81 
Art Steel Co. 2-1 59 
3rowne-Morse Co. sense 
Corry-Jamestown Mfg. Corp. 111 
General Fireproofing Co 60, 61 
Globe-Wernicke Co. Fe eee | i 
Lyon Metal Products, Ine : 154 
Shaw-Walker Co . 76 
St. Johns Table Co , 147 
Victor Safe & Equipt. Co.. 118 


Tabulating and Statistic. Machines 
Remington Rand, Inc meee 


Telephone Accessories 
Bates Manufacturing Co. : 105 
Victor Safe & Equipt. Co 118 


Telephone Stands 


Art Metal Construction Co. 80, 81 
Art Steel Co 159 
General Fireproofing Co 60, 61 
Globe-Wernicke Co. : 101 
Shaw-Walker Co : 76 
Yawman and Erbe Mfg. Co 121 


Thumb Tacks 


Graff, George B., Co 168 
Moore Push-Pin Co 166 
Vail Manufacturing Co 85 


Type, Typewriter 


American Writing Mach. Co 145 
Ames Supply Co 79 
Shipman-Ward Mfg. Co. 150 
Typewriter Cleaning Material 
American Writing Mach. Co 145 
Clarotype Co m 157 
Mittag & Volger, Ine..... pee ff 
Rivet-O-Mfg. Co me | 
Dr. Scat Chemical Co 167 
Shipman-Ward Mfg. Co 150 
Webster, F. S., Co 2 


Typewriter Cushion Keys 


Munson Supply Co .-.152 
Peerless Key-Imperial Mfg. Co 110 
Shipman-Ward Mfg. Co 150 
Speed Key Mfg. Co 166 


Typewriter Cushion Knobs and Bases 


American Writing Mach. Co wesc £0 
Ames Supply Co ‘ 79 
Sickett, L. M., Co ..-.148 
Fox, George E., & Co..... 160 
Peerless Key-Imperial Mfg. Co. 110 
Shipman-Ward Mfg. Co 150 


Typewriter Parts and Tools 
American Writing Mach. Cc 
Ames Supply Co 
Shipman-Ward Mfg. Co. 150 

Typewriters, Mfrs. of 


Corona Typewriter 59 
Remington-Rand, Ine 133 
Royal Typewriter Co..... 170 
Smith, L. C., & Corona Tws 59 
Underwood Elliott Fisher 
Co. . 3 Back Cover 
Woodstock Typewriter Co 149, 161 
Typewriters, Rebuilt and Used 
American Writing Mach. Co 145 
Morse, J. S., Typewriter Co 166 
Pruitt Co., The 156 
Reliable Tw. & A. M. Corp 162 
Shipman-Ward Mfg. Co 150 
Visible Systems Equipment 
Art Metal Construction Co 80, 81 
Autmate. File & Index Co 68 
Globe-Wernicke Co. onsen 
Shaw-Walker Co " 76 
Sheppard, C. E., Co 70 
Victor Safe & Equipt. Co. 118 
Yawman and Erbe Mfg. Co 121 
Waste Baskets 
Art Steel Co 159 
Cameron, Cal. 123 
Corry-Jamestown Mfg. Corp.............111 
Fox, George E., Co ...160 
General Fireproofing Co 60, 61 
Globe-Wernicke Co. . w.--101 
Metal Office Furniture Co. a. 84 
Shaw-Walker Co. Spshiiaionibionstes' a 





WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


FEBRUARY, 1938 
SITU ATIONS WANTED 

SALESMAN with fifteen years experience calles loose leaf onchheiant 
both direct and to dealers is open for new connection. Thoroughly 
familiar with visible record and machine posting equipment, qualified 
to manage and supervise sales of loose leaf department for established 
dealer. Address B-228, care Office Appliances, Chicago. 

YOU NG ” STATIONERY SALESMAN, located in South seeks connec- 
tion. Is experienced in accounting, office procedure, selling, filing, and 
execution of orders. Has university training and is available only 
because former employer found it necessary to reduce his staff. First 


Appliances, Chicago. 


class references. Address B-232, care of Office 


HIG H- Cc LASS SAL ES Pp RODUCER with fifteen years as often wedleley 
branch manager in Los Angeles is open for a new connection. Inter- 
ested particularly in a specialty line to be sold direct to users. Prefers 
quality product to price. Send full particulars to B-233, care Office 
Appliances, Chicago. 

STATIONERY ‘SAL ESM AN with nine 
connection. Has served as store salesman, 
Located in the Middle West. Will consider any 
references. Address B-235, care Office Appliances, 


years experience is open for new 
outside man and manager. 
section. Age 29. Good 
Chicago. 

in retail stationery 
represent 
references. 


years experience 

location. Interested to 
connections. Good 
Chicago. 


YOUNG MAN with five-and-a-half 
is open for new connection any 

pe miami or make new dealer 
Address B-231, care Office App liances, 
TYPEWRITER ‘AND ‘ADDING M AG HINE MECHANIC 
tion with reliable concern. Six years experience on all 
dress B-229, care Office Appliances, Chicago. 


desires connec- 
makes. Ad- 


typewriters, 
Have 
Fr. ©. 


all makes 
factory men. 
A. Kennedy, 


MECHANIC: Married, 14 
adding machines and cash registers. 
own tools including Burroughs and R. C. 
Box 526, Alexandria, La. 


years experience on 
Trained under 
Allen. G. 


SALESMEN WANTED 
high grade Type- 
Protection 


IF You SEL L DIREC T to offices, you can sell our 


writer Specialty profitably. Liberal profit on each sale. 

given. Quickly becomes a major line. Write for details, giving terri- 
tory you cover. Address 0-172, care Office Appliances, Chicago. 
SALESMEN WANTED-—-to sell filing and mailing supplies direct to 
banks, lawyers, accountants, insurance companies, etc. Exclusive terri- 
tory arrangement. Liberal commission paid. Write today. Send full 
particulars about yourself. Ames Safety Enve! ope Co., Boston, Mass. 


BANK SUPPLY ‘'SALESMEN Still howe: a ew territories open for 
salesmen calling on banks who want to sell a complete line of ready- 
made bound and loose leaf bank records. State what you are now 
selling, what territory you cover and any _ references—confidential. 
The Fred Procter Co., 324 E. Ninth St., Cincinnati, Ohio. 

Local Salesmen by Duplicating Ma- 


WANTED: State Distributors and 





chine and Stencil Manufacturer. The Stencil is unexcelled for Type- 
writing and very good for Mimeoscope work. Samples free. Address 
O-171, care Office Appliances, Chicago. 

REPUTABL E EASTERN CORPORATION specializing in Loose Leaf 


of Visible 
men, selling 
Likeral commission. 


Record Books has opening for 
direct to the consumer. 
Address O-169, 


Equipment including a full line 
experienced Office Appliance 
Either full or part time basis. 
care Office Appliances, Chicago. 





MECHANICS WANTED 


adding machine 


Chicago. 


MECHANICS WANTED 
mechanic. Pruitt Corporation, 


mechanic, also 
LaSalle St., 


Typewriter 


172 N. 


TWO TYPEWRITER MECHANICS WANTED—Must be competent on 


all makes of typewriters. Good salary and working conditions, Middle 
West location. Address O-166, care Office Appliances, Chicago. 
WANTED TYPEWRITER MECHANIC competent also on Mimeo- 


Apply giving references 
Chicago. 


by New York State dealer. 
to O-168, care Office Appliances, 


graph, Dictaphone, 
and salary _ expected 


REPRESENTATIVES AVAILABLE 


York wishes ex- 
out- 


REPRESENTATIVE with warehouse facilities in New 
clusive distribution of line in Metropolitan area on commission or 





right purchase. Address B-230, care Office Appliances, 100 B. 42nd St., 
New _York, i Fae ae 
SALESMAN calling on office furniture dealers in New York, Phila- 


line advantageously 
Appliances, 100 E. 


another 
Office 


delphia, Radttnaee, Washington can handle 
on commission basis. Address B-236, care 
42nd St., New York City. 

SAL ES ORGANIZ ATION covering 

to Sacramento and headquarters in 
from manufacturer of product to be 
one eastern specialty manufacturer. Has plenty of time for one addi- 
tional line. Will consider mechanical equipment or other specialties 
which will respond to intensive direct selling efforts. Address B-234, 
care Office Appliances, Chicago. 


Northern California from Fresno 
San Raacmes desires to hear 
sold direct to user. Represents 








BRITISH M ANU F ACTURER DESIRES AMERICAN AGENCY 

British Manufacturer with energetic selling and distribution organiza- 
tion having valuable connection with retail stationers in Great Britain 
and throughout British Empire, can consider agency for high-class 
product, preferably to sell retail in units around fifty-cent level. Reply 
to R. W., care Roovers Bros., Inc., 3611 14th Ave., Brooklyn, N. Y. 


WANTED 
DISTRIBUTOR WANTED for new, effic ient letter opener retailing at 
59 cents. Sells readily to offices and stores. For detailed information 


REPRESENTATIVES 








on this profitable item, write R. L. O. Sales Company, Dept. 13, 6717 
North Ave., Oak Park, IIl. 

DEALERS WANTED 
IF YOU HAVE SALESMEN calling on country banks you will be 
interested in our complete line of ready-made bound bank records. The 
Fred Procter Co., 324 E. Ninth St., Cincinnati, Ohio. 





BUSINESS OPPORTUNITIES 


ACTIVE ASSOCIATE, on acount of rapid increase in my 
business. Have surpassing location and connections. Profits very good 
and gaining fast. $3,000 wanted, secured, and, profits divided weekly. 
Address O-165, care Office Appliances, Chicago. 

BUSINESS OPPORTUNITY, Stationery Store. Pacific North West 
town 18,000. Old store well established, clean stock. Fine lease and 
location, coming town. Address O-170, care Office Appliances, Chicago. 


WANT 








SALES LETTERS 


letters that 





LETTERS WILL BUILD SALES: For years I have built 


pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
N. Mex. 
FOUNTAIN PEN REPAIRING 

WELTY’S REPAIR ALL MAKES Selnadalinn Pens, Desk Pou, 
“Vakuum” Pens, Pencils, ete. Repaired at standard prices. Mail all 
makes to ONE place for better service. (Established 1904). We fea- 


Points and Repairing. Welty Pen and Repair Co., 38 


Chicago. 


ture Gold Pen 
S. State St., 


ADDING MACHINE PARTS, TYPE, ETC. 





NEW PRICE LIST of adding machine parts, ribbons and type now 


ready. Send for yours. The Pioneer Adding Machine Parts Man 
I. A. Dehn, Jr.—1450 102nd Ave., Oakland, Calif. 

FOR SALE AND WANTED TO BUY 
EL LIOTT-FISHER | MACHIN ES— Burroughs Moon Hopkins- Adding 


Calculating Machines—bought and sold. Chicago Office Ap- 


Machines 








pliance Co., 533 S. Dearborn, Chicago. 

ELL IOTT-FISHER. Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Sister Wana Co., 849 N. 3rd St., Milwaukee, Wis. 
BURROUGHS—Several Model 111714 and 131714, Serial, 1,300,000- 
1,400,000, full cycle machines. A-1l condition. Can be bought right. 
Will take calculators in trade. New Bngland Adding Machine Co., 


129 Federal St., Boston, Mass. 
MOON HOPKINS, Elliott-Fisher, Remington Account- 
and everything in the office machinery line. State 

number and we — quote highest cash prices. Inter- 

Appliances, Inc., 26 Broadway, New York City. 








age te HS, 
ing Machines, 
model, serial 

national Office 


office 








ELLIO TT-F ISHE R mac iene toner writers, adding machines—all 





equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bldg., Milwaukee, Wis. 

NEW RESERVOIR FOUNTAIN PEN ‘DESK SETS AND POCKET 
PENS. Extra large visible ink capacity. Fully guaranteed. Satin- 
finish Chromium-plated metal base. Chain attachment for public use. 





Single set $2.75—with chain $3.00. Double set $5.00 Pocket Pen $1.50. 
Attractive discounts to responsible representatives and dealers. Reser- 
voir Pen Company, 4813 3 Montrose Ave., Chicago. 

DICTAPHONES, EDIP HONES, SUPPLIES—headquarters—machines 


bought, sold—-Wholesale, Retail—Write us. Chicago Dictating Machine 


Co., 19 S. Wells St., Chicago. 





DICTAPHONES, EDIPHONES all models, select machines, prompt 
deliveries, profit-making prices. Sole distributor rights to our Clear- 
tone cylinders being granted to dealers. American Dictating Machine 
Co., 1141 Broadway, New York City. 














ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 


Folders, Typewriters, Adding Machines. Write for FREE Money 
Making Circular. Pruitt, 527 Pruitt Bidz., Chicago. 
KARDEX, ACME, POS’ TINDEX, etc., visible filing equipment of all 


in this field and offer full co- 
Card System, 401 Broadway, New 


We specialize 
Commercial 


types bought and sold. 
operation to dealers. 
York City. 
MULTIGRAPH RIBBONS ‘wentebiaini 
writer ribbons. Established over ten years. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 


‘ ‘Desiieiie inks and type- 
Write us, save money. 





OFFICE 


Export Statistics by United States Department of Commerce 





APPLIANCES 


The statistics here presented are preliminary and subject to revision in the annual published reports. 


Countries 


Austria. . 
Belgium... 
Bulgaria.... 
Czechoslovakia 
Denmark 
Estonia 
Finland . 
France 
eny 
Gibraltar 
Greece. ... 
Hungary . 
Irish Free State 
Latvia...... 
Lithuania...... 
Malta, Gozo and 
Cyprus.... 
Netherlands... 
Norway 
Poland and Danzig 
Portugal... 
Rumania 
U.S8.8.R.(Russia 
Sweden ae 
Switzerland , 
United ~~ rar, 
Yugoslavia.... 
Canada 
British Honduras 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador. 
Mexic a 
Newfoundland and 
Labrador 
Bermuda 
Barbados. . 
Jamaica... 
Trinidad and Tobago 
Other British West 
eee 
Cuba 
Dominican Republic 
Netherlands West 
Indies... 
French West Indies 
Haiti, — of 
Argentina 
Bolivia. . 
Brazil.. 
Chile 
Colombla 
Ecuador... 
British Guiana 
Paraguay.... 
Peru 
Uruguay 
Venezuela ; 
British India . 
British Malaya..... 
Ceylon...... oeee 
China... 
Netherlands Indies.. 
Hong Kong 
Iraq.. 
Japan... 
Palestine 
— Islands 


oy 

Turkey 

Other Asia 

Australia 

French Oceanta 

New Zealand 

Belgian Congo 

British East Africa 

Unionof South Africa 

Other British South 
Africa.... 

Gold ¢ ‘oast 

Nigeria 

Egypt 

Algeria 

Tunisia. . 

Madagascar. 

Other French Africa 

Italian Africa.... 

Liberia... 

Morocco.. 

Mozambique 

Other Port. Africa 

Canary Islands 


Total 


Shipments to: 
Hawall 
Puerto Rico 


781 


Typewriters 


Countries No 


Germany. . 
Sweden. 





United States Exports of Typewriters—November, 1937 
EXPORTS 
7770 7772 7774 7775 
Standard Portable Used rype- 
ty pewriters, typewriters and rebuilt writer 
new new typewriters parts 
No Value No. Value No Value Value 
28 $ 2,031 129 $ 3,071 256 $8,017 $ 281 
194 17,277 31 927 37 1,173 77 
l 75 3 
183 13,130 S84 21,937 138 3,128 197 
48 2,702 20 572 210 
10 O05 35 1.079 
110 23 156 5,079 24 575 125 
634 5 279 6,900 1,329 1,866 961 
21 »722 : 32 
. : 3 158 
9 434 36 940 25 330 68 
s 20 686 
6 417 11 142 
10 718 10 295 
1 214 11 306 
3 225 6 156 
153 13,001 48 1,814 108 2 493 924 
185 =12,196 132 4,218 65 2,328 107 
44 2,810 89 1,972 884 
26 1,716 11 327 27 1,288 322 
0 1,500 ‘ 
4 290 6 245 1 15 
972 52,058 520 15,113 34 1,924 874 
171 11,144 187 5,817 25 1,155 2,074 
1,701 112,503 737 =13,590 755 19,857 15,077 
20 1,387 13 512 i 
36 5,001 20 678 214 5,631 61,241 
2 186 : 
26 2.039 20 640 24 
8 558 2 94 3 137 120 
8 600 11 261 1 50 
1 102 1 50 
21 1,616 21 711 6 216 7 
3 234 2 72 
292 18,018 31 965 93 2.738 824 
2 135 - 104 
2 150 1 40 * 
2 130 2 72 4 195 
1 40 
9 735 12 390 77 
4 263 1 41) 3 66 
27 9,653 123 3,902 229 7,164 902 
11 902 3 195 73 
6 498 15 554 1 39 
2 139 4 : 1 75 
3 264 inte . 23 
610 40,533 187 5,645 34 1,317 1,465 
52 2,774 38 1,339 68 
545 38,749 234 8,544 120 5,365 229 
87 3,512 76 2,377 39 1,717 779 
43 3,433 245 6,669 154 
15 1,417 
; : 1 15 
10 6Al . 
62 4,373 174 5,987 42 1,585 927 
48 2,022 41 978 6 252 175 
171 14,169 186 1,449 13 507 31 
648 33,838 302 7.993 110 3,106 9 3256 
29 2,129 30 RA0 10 385 117 
8 459 15 450 ; 
41 
142 8,217 72 2,331 92 
27 2,246 33 1,146 622 
13 1,046 
6 623 3 81 26 871 15 
1 49 13 535 60 
61 3.940 21 897 1 47 190 
2 81 20 
4 200 216 
23 1,534 142 3,575 46 
2 200 153 
126 »,758 160 3,089 4.319 
1 R5 4 112 
23 1,444 23 665 5 67 218 
3 174 
3 243 29 7RA 
157 10,463 102 3,097 89 3,181 874 
1 65 77 
3 221 ; 
2 190 S 241 
163 10,919 37 928 819 
9 606 
2 126 5 1328 1 50 
3 216 3 89 
13 1,014 6 192 
5 85 9 302 6 
4 309 
50 2,917 17 561 
9 908 5 142 
23 1,126 11 350 117 
1 146 
8,327 $548,323 »,837 $158,921 3,916 $129,664 $100,101 
116 $ 7,409 82 €$ 2.043 69 $2624 $ 5Al 
42 2,673 39 1,174 4 115 122 
709.23 780 86 
Calculating Calculating 
machines machines 780 .92 
having an not having an Calculating 
electric motor electric motor and aecounting 
6 as an as { machines 
essential feature essential feature n.e.8, 
Value No. Value No Value No. Value 
2 $ 281 
16 $1,878 
16 $1,878 2 $ 281 


Total 


United States Exports of Adding, Calculating, Billing Machines and 


Countries 


Austria... ° 
Azores and Madeira 
Islands. _ 
Belgium. . 
Bulgaria... 
Czechoslovakia 
Denmark.. 
Finland 
a; eee 
Germany...... 
Greece e 
Hungary. 
Iceland 
Irish Free State 
Italy... 
Latvia 
Lithuania ; 
Netherlands 
Norway 
Poland and Danzig. 
Portugal ; 
Sweden 
Switzerland...... 
United Kingdom 
Yugoslavia 
Canada 
British Honduras. 
Costa Rica : 
Guatemala........ 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico. 
Newfoundland and 
Labrador. 
Bermuda........ 
ae 
Jamaica. 
Trinidad and Tobago. 
Cuba ee 
Dominican Repub.... 
Nether. W. Indies 
Argentina ; 
Bolivia. 
Brazil. . 
Chile... 
Colombia 
Ecuador..... 
British Guiana. 
Surinam. -. 
Peru. 
Uruguay 
Venezuela...... 
British India... 
British Malaya..... 
Nether. Indies. . . 
Hong Kong ; 
Philippine Islands. . 
Turkey.... 
Other Asia 
Australia 
New Zealand 
Belgian Congo. . 
British E. Africa 
Un of So. Africa 
Other British South 
Africa 
Nigeria. . 
Egypt 
Other French 
Morocco . 
Mozambique. ‘ 


apes 


Total. 
Shipments ‘to: 
Hawaii 
Puerto Rico...... 
Virgin Islands... 


Countries 


Austria... 
Belgium.. 
Bulgaria 
Czechoslovakia 
Denmark.... 
Finland 
France...... 
Germany. 
Hungary.. 

Irish Free State 

Italy 
Netherlands. 
Norway 
Poland and Danzig 
Portugal 
Sweden 
Switzerland.. 
United Kingdom 
ee 
Costa Rica 
Honduras 
Nicaragua 

-anama 
Salvador. . 
Mexico.... 


EXPORTS 


7 de 
Listing- a 
bookkeeping- 
machines 








Cash Registers—November, 1937 


7753 


Ty pewriter- 
bookkeeping- 
billing machines 





No. Value No. Value 
2 2,241 “10 7,966 
“10 8,311 
"5 3,089 
11 12,406 35 27,082 
1 2,423 2 1,476 
; 1 649 
1 651 
| "996 
1 986 3 1,761 
ease 1 1,616 
. 1 773 
629 5 5,468 
4 4,424 13 5,756 
ea 3 530 
i4 8,847 “19 9,855 
4 2,687 er 
36 38,108 149 54,309 
954 anes 4 
579 11 
2 "205 
3 1,591 6 5,975 
1 1,008 1 "851 
2 4,302 2B "392 
°"3 3,589 “S 4.357 
22 35,696 ‘16 ~=—-:10,895 
; 26 1,162 
2 1,564 
1 851 ee aos 
y “990 g 841 
1 2.664 3 3,245 
. ‘ 1 1,026 
1 850 s 
wan 6 1,044 
7 6,982 A 
1 1,669 1 892 
5 3,847 "83 34,430 
1 621 14 9,304 
2 2,192 9 4,517 
2 1,068 i ‘ 
. 1 252 
2 1,632 
"429 $142,204 452: $216,124 
1 1,259 3 2,823 
1 816 1 219 
EXPORTS 
7759 
Card- 
punching, 
7757 sorting, 
Calculating and tabulating 
machines machines 
No. Value No. Value 
4 $ 1,240 eons : 
56 7'828 3 $ 3,961 
34 4,256 a4 post 
26 4.340 , 
104 19,316 81 33,708 
3 166 6 7.250 
2 1,900 
3 681 ‘ acne 
#4 13,027 5 8,429 
23 4,823 2 1,280 
2 715 : 
14 2,322 12 8,189 
85 2 6,480 
10 4 6,327 
939 40 20,392 
93 5 5,672 
2 os ~ 
1 
1 7 - ee 
97 9,285 1 983 


7756 








Listing- 
adding machines 
No. Value 
11 
2 
85 
1 
92 
15 
143 10, 383 
168 
5 
1 
3 
1 
46 
2 
58 
192 
32 
Rg 
344 
60 
246 
5 
26 
5 
12 
3 
2 
12 
19 
49 4,680 
2 247 
1 98 
2 134 
1 270 
2 78 
46 2,590 
4 313 
5 238 
47 2,766 
358 
108 11,640 
52 178 
54 4,058 
3 255 
1 90 
3 554 
11 780 
12 1,139 
55 7,535 
7 1,451 
2 225 
23 2,055 
2 168 
29 4,422 
15 709 
2 326 
138 16,287 
11 2,824 
22 1,156 
1 47 
7 668 
2 156 
2 198 
40 3,365 
3 140 
2,371 $219,894 
48 $ 6,766 
24 2,770 
1 31 
7760 
Other 
adding and 
calculating 
machines, 
including 
used and rebuilt 
No. Value 
9 $ 1,128 
1 27 
27 2,462 
3 81 
27 2,633 
79 21,118 
28 47 
13 2,128 
1 96 
1 27 
16 710 
6 1,000 
28 15,224 
25 1,059 
2 5 
2 127 
15 389 
18 876 
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EXPORTS EXPORTS 
7760 
7759 Other A 8 
Card- adding and ‘metal 
adh punching. ons 6129 shelv- 6132 
Ret sorting, machines, Sheet-metal i ing 6131 Sheet- 
soar ne ae Sr a peepee nt lockers and and Sheet-metal metal 
F ‘ § * ised and rebu svorage wall filing cases, cabinets 
Chasis No Value - Value No. _— cabinets bins not insulated insulat 
Trinidad and Tobago. . 2 360 Countries No. Value Value No. Value No. Value 
Other British West ; aed > ae pie: Greece... fa ree 30 911 
Indies........ : ; 4 132 _ Irish Free State 1 12 $1,990 
Cuba..... we 7 1,061 3 958 1 14 = Italy..... 2 ay Ps a ts 1 31 
Dominican Repub ; ae 1 66 Latvia... és eek i 
Nether. W. Indies 3 1.163 oan hak Netherlands tis 650 32 5 319 
Haiti, Republic of 1 ) ne. eae Norway .. . ‘ 14 280 «1,998 90 154 6,306 
Argentina ee 14 19 19,398 46 7,656 —— . ° ‘ 11 25 1,156 
a : é ‘ 5 2 Sweden... : : 41 26 35 5 ‘3! 
ae 29 26 27,591 21 2,209 Switzerland ; ; ae (3 : eee 
Chile... : 4 United Kingdom 43 5 6 57 "4 243 
Colombia. ; : ae a . 4 1,234 Qanade ae 355 2,837 3,833 270 125 3,115 
: : 1 25 sosta Rica. ii os 984 14 7 334 
a he eee. 10 1.510 5 4.127 ‘aan — ‘ . 15 44 oe 12 4 190 
Spe ; 3 2 Nicaragua. . 3 52 5 
Venezuela..... 8 2.671 1 1,640 15 4.234 Panama... 52 1,219 24: 37 if "649 
British India 24 3,509 ; 1 "27 ~~‘ Salvador "1 “33 = 3 H 108 
eee . ~ « Ps ‘ & “*. ° oe e 
British Malaya. 4 743 Mexico. 187 1,838 29 50 97 5 853 
Hong Kong... : 1: aches Newfoundland and Labrador 7 72 asee 22 . ge 
Philippine Islands am 4 203 ed ey 16 123 4 
ania. » } 7 976 8. vee . . 2 
ong: on TT hla 53 . : Trinidad and Tobago. |. 4 ee 10 
a) of So. Africa 5 24 24 1 53 — British West Indies. . . 30 eee 14 
> : ee rene uba..... 37 41 424 —=«iw 80 { 28 
Cee 1 3,583 Lois Dominican Republic....... 14 114 “sae 18 i oa “ 
Morocco. . Loe ; ; l 3.579 ‘ : Netherland W. Indies. . ; 28 247 date 13 5 492 
Other E ortuguese Argentina. . ae 20 aor 8 40 1,636 
‘africa. ae oe ba ; ~ 2 71 ~+~S&Bolivia.. ng ee 1 a 7 7 ‘664 
- i 2 ssiuataaaienian: iia _-_ ——— Brazil... : 10 273 73 2 
re 1,090 $193,224 243 $165,471 419 $ 70,168 Chile Be haps , sahil “35 ee 
Colombia... . . Liane 1 6 66 "372,431 
Shipments to: Ecuador... wee } aa 
"ie a es oe , 28 627 |. SAPs 3 ay ah aga * "98 23 3 83 
Puerto Rico........ oe ie 3 $ 6,373 me vere Uruguay... esses eee ee 3 ee 7 . ae 
FMB So cceccvsess i 162 2,291 774 122 Shc 
British India.............. 3 71 une a on . 
British Malaya. ‘ees isk -avane’ Hie ee 6 Pete 
Eat Netherland India.......... jase). =eengt ee 28 “4A 186 
Parts for _ French Indo-China <<<... i swaahhieees 4 oe 
accounting and 7764 Cash registers J —*: Re OATS "9 147 . we 
calculating Cash registers, used and Pales tine... a Bc conde as ra she "203 1 35 tad 
machines new rebuilt — a anbe cae 27 164 1,002 148 3, 356 
z P 2 . , i, SEO eee ‘ or o% cee 6 9 
Countries Value No. Value No. Value SE, bn cu caesdeene as 95 831 5 su , odiibere 4 
Austria io Ie alec 44 . $ . 195 12 $ 2,347 15 $ 2,849 ay OR BE ee a eee 3 g 
Belgium... 0.02... Sareea! 3,498 re — 17 -:2'957_~—Ss Belgian Congo ort, =e roy 1 51 
oon Se ee on rte “tee Peds nie Union ot South Africa..... 234 1,510 58 79 2,657 
anata aaa 96 bac ’ a! tie — iseen ‘ on er er 2 34 oe ogee 
BURRS coc 56<c0cs5000 145 64 = 12,521 4 -— et ; i io (a8 
Gem) serrereeee 29,518 88 7.113 26 5,449 TARGUB, 6.5005 s.. ca A eae oe me eget: nike EP 
io" a eo : 22 as ; ‘eg "1440 $15.220$12.535 1.486 
tonne eoaeaeasree ys aa re. en Ey ee eenade ownes . 1,440$15,220$12,535 1,486 $40,026 630 $29,177 
ere _“— 3,168 
‘ ; : eae Rie Shipments to: 
Maita, ‘Gozo, and Cyprus....... 3 302 
Netherlands ae vues yD Pie tease 786 6 2 a sae 537 acy Th oe ee ee 220 90.500 © 18 88.0 7 91,07 
ng alle tla 40 3 1044 23 3 088 Puerto Rico......... ine 103 938 345 126 61,760 4 176 
Poland and ‘Danszig.......- ney 367 atch Lee e ~——e 
Sa See 158 eas os “s "190 
ch oc iwheaxewt eee ‘ 781 4 2,857 11 3,633 
SWIMOIENO.. 5. ose none 3,204 20 8,314 3 *999 
United Kingdom Sa POL UES sos SOEAR 42 9/237 8 642 
—*: ee Pree er ye 1 498 
OO ee ; 42,088 19 1,53 746 
CIR oo cai s seSeeus 1 re 7a " 4 i 
ee SE ee a er Ee - 1 77 fake Dek 6134 
Boas occa ie athaigaee’s ; 107 1 630 ae “458 : 
MN Soe oc ae antes nee it 3 4 240 a a 
lalalaliii 547 23. 4,167 "340-2979 po a 
Newfoundland and Labrador... . 2 ; ee 3 "289 —, p oe 
amaica eae 15 ; meh pases vel te 
Trinidad and Tobago...... Base “""9 "64 Cet eR vaults office 6137 Chief 
ee ee os $73 5 593 "95 2 i74 and furni- Chief value 
Dominican Republic a aa 1 60 83 ie ‘ vault ture value of 
Netherland West Indies 3 281 et "120 core — = — 
Argentina hoe 49 8.845 40 4.536 Safes ment tures metal stery 
ron” RR ie al 128 13,551 26 © 3,443 ; I , , 
a: Sipe 1 "R71 = 0,44 Countries No. Value Value Value Value Value 
Colombia. osteitis: dos 30 3,653 “4 532s Austria. $ 90 
gael eae 9 1388 eree re pe owas yer cae ¢ eatie 
Uruguay... |... hiseheateee 19 9'180 te 913 RG dio Kawa Kae +4 em cane ‘ose ae 317 $ 12 
Vana hemos an 7398 Jie Czechoslovakia...........-: awne aves eee 98 06s 
cope aa ee 39] = * tees Finland. ... van kdaeeen ihre seer oene 341 oh 
British Malaya....... camee xs 70 3 186 pete ae PFOMCO. «++ 22-000 at mietees et! hte 620 430 
Netherlands indies....... Nias 24 4 1.188 8 450 Germany. “ wTeererr. 7. o eeee 16S. , > saeoee oe eees 
ens Kone............ puse 94 z 9° 238 ~ ‘ Greece ererryy eee ace nexe ones 35 
—...,.. Sena 806 $ ite cece tere Tran Pe Stave rer ris cove 08 ese 9 
"uaa say oes . aly ns cane aoa cent 30 
estine ieaapcebrebia ‘ie . 2 215 Malta, Gozo, and C yprus i. . eH? as cate ; sea 
Philippine I Islands. |||... ... 376 22 «1,955 wie MeN ~~ --oyeqabipnegon es ee 
Turkey . : Reet oe 42 * tee tae NOrWAY.... 2. ++ ee eee eeeee 41 $ 1.570 1,220 601 
Australia. . : 3.453 1 1,070 ree rac Sweden es esereees 2 235 reve 2,224 ais 
N Son 4 4 tht sees . Switzerland. . nahh mia aaah or ah ee 325 72 
ew Zea Se leat 1,412 16 6,675 T > 
Unton of South Africa. . 2)... 759 33 6,270 ee — Jaa ae. >} ce (ae + Se 
Egypt 59) ad ae 95: Canada... achkuawang 93 3,744 deat 5,135 7,865 $ 818 
Meenseo . 75 British Honduras......... ; Foes tent * ; 
| ee niaas aaa a 129 Costa Rica.......... pasta 4 ere " 285 vee 
FORE ok oeccde $187,856 = ae a Cae cee EY? «6 aa e'a ng 0 4%. o.8crd me es age 1,644 1,350 
PO POR + $187,856 667 $116,308 370 $ 38,97 Honduras LPN RE ade 1 25 ea) Ce ce 
mei eee ae 142 19 $ 2.709 a 7 ae ine iesstuc ces ta ‘ind none 17 188 
PUGH TEIOD: 52 occ pace cccees 1,156 29 3/681 10:3 “842 Gane °°” weed : 5 hd 4 at 
Mexico. 34 1,448 1,924 3,443 1,636 
Newfoundland and Labrador. 4 185 aie 14 145 244 
at oe = mie I ; oe aa 1,461 100 
3arbados. sib aoimae aSaty: ne wee 773 ee ones 
United States Exports of Metal Office Furniture—November, 1937 Jamaica Rgess's sas 30 8,205 140 
Trinidad and Tobago 1 50 484 146 scot 
ther British West Indies. . . 1 95 10, 172 ‘ 1,539 ate 
EXPORTS 2" SRR Ber 4 134 590 = 3, 669 55 
Dominican ee : / aude 822 27 ise oe 
6130 Netherland West Indies..... 1 160 ooes ees 110 
Sheet- French West Indies......... 1 53 sou 17 62 
6120 pet wy e199 se — of oer a4 Sone iwica . ret nae 
2 shelv- 5132 Argentina 2 
Sheet-metal ing 6131 Sheet- Bolivia snd - q tae Ser ea 3 $63 ‘273 ‘229 
lockers and and Sheet-metal metal Brazil. . : bat nae? ack 1,584 280 ; 
storage wall filing cases, cabinets, SA re! ?, ae ae ba 
cabinets bins not insulated insulated oe es _ ‘ 36 2,069 SP xi 3,637 1,111 
. : é 3 ; cuador ; * inca 59 
Countries No. Value Value No Value No. Value British Guiana eicdev ude ; ‘ imac 87 ow, 
Austria... . . 1 $ 54 cae , Sing ita : ay ais ist ~ 
Azores and Madeira Islands 4 $ 200 Venezuela 17. ‘1,770  * gp oRt 327 
Belgium pe vase 5 $ 67 is “299 1...” .°.. British India. | eae = ry ne | eae 
Crechostovakia.... nas 11 2968 2. (i)! British Malaya “ge SBP ota” Seat ae 
ene ree oe ase 11 455 7 324 Netherland Indies ove Mia at ee 
finned ea eueaetewee oa 23 344 ; nt jake 6 620 Hong ane: - , re 63 
Bae Pee eee re Seis eae ae 54 ee ay 1. re enews ows ies 750 





10 
6134 
Bank 
and Other metal 
safety 6135 furniture 
deposit Other 6138 
vaults office 6137 Chief 
and furni- Chief value 
vault ture value of 
6133 equip- and fix- of uphol- 
Safes ment tures metal stery 
Countries No. Value Value Value Value Value 
ee eee ; ries 172 69 
Philippine Islands. 13 626 Site 1,560 603 30 
=e i: weeds as tice pase ans 20 
_ a i lees : ate 40) 
.. 2 aaa 1 399 el 
Australia.......... sate , eee “ 464 20 
New Zealand............ ae * - 245 14 
British East Africa. + ; ; . pean sie 
Union of South Africa ras 4,644 3,024 790 
Gold Coast.......... “ee 
Other French Africa 39 
SSeS pares Re ; 
Morocco..... 17 99 
Mozambique 
. ee nie 321 $17,515 $13,122 $51,223 $44,513 $ 2,510 
Shipments to: 
a i ars oo wb 8 $ 862 $ 12 $ 6,197 $6,078 $ 44 
Puerto Rico..... ce 5 585 1,545 7,763 482 
Virgin Islands... . : are a 57 
—_—_——_— 
Harmony 


The Irish Printer quoted Frederick W. Goudy thus: 

“The words of a song resemble not at all the music they are set to; 
neither is there any resemblance between the thought and the musical 
sounds, yet the emotions each arouses in the listener resemble each other 
in kind and bring about concordance between the words and music. There 
can be no physical resemblance between typography and the author’s 
thought, but just as with words and music, so the typography and matter 
may be brought into concord. 

———— 
Efficiency Exhibition at London 

The 1988 Business Efficiency Exhibition will be held September 20-29 in the 
new Earl’s Court exhibition building. The total area occupied will be 
more than twice that of any of the previous exhibitions organized by the 
Office Appliance Trades association of Great Britain and Ireland. Many 
new devices and equipment will be introduced at the forthcoming exhibition. 
One of the features will be evening lectures upon subjects of interest to 
business men. Some of the topics will include sales management, office 
management, staff grievances, production, costing and direct mail. 

—_——_—_—< 


Berlin Chamber’s Tuesday Luncheons 
Transatlantic Trade, the publication of the American Chamber of Com- 
merce in Germany, reports that the chamber holds luncheons weekly each 
Tuesday, in the Moselle Saal, Kempinski, Leipzigerstrasse 25. This hall is 
reserved Tuesdays for the exclusive use of the chamber. American tourists 
are invited to join members of the Chamber at the weekly gatherings. 
—_——__~>—_——— 


British Publication Urges Decimal System 

Business, a London monthly, counseled the use of the decimal system 
by business, for the reason that time and materials are saved. The point 
was made that much more work is required to type the familiar £ sd. The 
savings effected are largely in typing time, which amount to thirty-six 
per cent, typewriter wear and tear, thirty-six per cent, paper, forty per 
eent. The saving is forty-five per cent in typing time, sixty per cent in 
typewriter wear and tear. 

—_— > 

Antipodian Idea 

Ideas, Melbourne, reported this suggestion by a merchant. He said 
that he leaves the window dressing to one of his assistants, but during 
the week he always says, ‘“‘Are you selling anything from that window 
If she is not, the window is a failure, and the sooner it is out, the sooner 
we shall stop losing money by it.” 

—_—~—_—— 
Classes for Stationers’ Assistants 

The British Stationer drew the attention of employing stationers to the 
fact that classes are held regularly at the London School of printing for 
the benefit of members and their staffs. 


Money in Marking Devices 

Ideas (Melbourne) commented on the fact that the marking device is 
profitable business. Manufacturers in this trade give substantial discounts 
and supply sample cards. Not one-fourth of the rubber stamps are sold 
that could be. They are wonderful time savers, add an official appearance 
to many things, and can be made a wonderful advertisement for any 
business. They also have a hundred uses in the home. Think how many 
things we would save, if we had our possessions impressed with a marking 
device. If I were a suburban or country stationer I would arrange with 
a manufacturer to get samples and prices. Then I would always have 
these on display in the shop or window. I would make drives at business 
people and private users. For example I would have a window card writ- 
ten something on the lines of “you could have your note paper, books and 
other property stamped with a marking device like this. The Stamp and 
Pad at only...” 

ne 
Small Packet Service to Africa 

The United States Postal Authorities have been informed that a classifi- 
cation of ‘Small Packets’ is available to the French colonies in French 
West Africa (Dahomey, French Guinea, French Soudan, Ivory Coast, Mau- 
ritania, Niger and Sengal). Particulars can be obtained from United States 
Post Offices. 

Origin Indication to Tunisia 

Tunisia has established a requirement for the indication of origin for 
shipments made to Tunisia of non-French origin. Among the items indi- 
cated in this requirement of country of origin are letter paper, envelopes 
and similar articles, albums, dressings, boxes, wrappings, etc., and geo 
graphic globes. 


————. 


Germany to Participate in New York Fair 
Burghagen’s Zeitschrift fiir Biiro-Bedarf (Hamburg) reported that Ger- 
many will participate in the 1939 world’s fair to be held at New York. 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 
The following detailed inquiries, received direct from readers of OF¥Fice 
APPLIANCES, are tangible business opportunities. 
Where inquirers submit references mention is made in the item. 





Wanted Here at Home 
San Francisco House Asks Catalogues.—The Rightway Distributing Com- 
pany, Sixteenth Utah Streets, San Francisco, Calif., wishes to receive 
catalogues of manufacturers of office and school supplies. Please mark 
mailings for the attention of Lew C. Irvine. 
——__~>_—_ 


Commerce Department Trade Opportunities 

Calculating machines and typewriter repair parts, London, England. No. 
4797; ask for No. 4797; purchase contemplated. 

Air conditioning equipment; Cairo, Egypt; ask for No. 4943; purchase 
contemplated. 

Furniture, steel office, filing cabinets and shelving; ask for No. 4924; 
Guatemala City, Guatemala; agency contemplated. 

Furniture, steel; Capetown, South Africa; ask for No. 
contemplated. 

Guides, card index, celluloided; ask for No. 4974; Rio de Janeiro, Brazil; 
purchase contemplated. 

Ink, writing; ask for No. 4979; Bombay, India. 

Typewriter ribbons and carbon paper; ask for No. 4975; Bogota, Colom- 
bia; exclusive agency contemplated. 


5198; agency 





Miscellaneous West Coast News Items Received 
too Late to Classify. 











San Francisco, Calif.—Clyde Yungbluth, sales manager for the portable 
typewriter department of the Underwood Company of New York, has spent 
some time on the Pacific Coast, five days with the San Francisco office. 

San Francisco, Calif—The San Francisco branch reports that the new 
Master Model of the Underwood typewriter has been received with such 
enthusiasm by the western trade that they have not been able to get 
them from the factory fast enough to meet the demand. 

San Francisco, Calif.—George Longueville, who has for some time been 
in charge of the accounting machine division in San Francisco for the 
Underwood Elliott Fisher organization, has gone to Fresno, Calif., to take 
charge of the sub-branch there. L. A. Weitz has been transferred from 
the Fresno sub-branch to the management of the Oakland sub-branch. 

San Francisco, Calif.—O. H. Davison, Walter Willoughby, and Richard 
J. Franchi of the O. H. Davison Company, 788 Mission street, manufac- 
turers’ representatives, are now on the road in behalf of the Ful-Kleen 
daters, manufactured by the Fulton Specialty Company. The Neva-Clog 
Products Company line is also one of the numbers going over well with 
them as they are now able to give their customers the opportunity to 
compete with those placed on the direct list of competing lines. 

San Francisco, Calif—R. L. Smith, manufacturers representative, 900 
Battery street, recently returned from a visit to Hotchkiss Sales Company 
factory at Norwalk, Conn., and to the George B. Graff Company factory 
at Cambridge, Mass. He is now off for a trip to cover the Southwest part 
of his territory in behalf of these two firms. 

San Francisco, Calif.—L. J. Himes, manager of the Niagara Duplicator 
Company, 128 Main Street, San Francisco, is announcing that the new 
line of Niagara stencils and supplies, is now ready for delivery. The parent 
company is located at 87 Little West Twelfth street, New York, N. Y 

San Francisco, Calif.—John H. Griffith, secretary of the Carbon & Ribbon 
Dealers Association of Northern California, reports that meeting time has 
been changed from the second Friday of each month to the third Wednes- 
day of each month. Meetings will continue at the Plaza Hotel until fur- 
ther notice. 

San Francisco, Calif.—W. G. Huston, Pacific coast manager for Mittag 
& Volger, Inc., left his headquarters at 591 Mission street on January 2 for 
a trip through the Northwest. He expects to return about the middle 
of February; and will immediately leave on another trip to take in Los 
Angeles, Salt Lake City and Denver. He reports the past year the largest 
the branch has enjoyed since it started twenty-one years ago. 

Santa Cruz, Calif.—The consolidation of the Howe Stationery & Equip- 
ment Company, and Bowman's gives to Santa Cruz and the surrounding 
ceuntry a complete and up-to-the-minute commercial and social stationery 
store. The new firm is named the Bowman-Forgey stationery company. 
The new store retains the location at 146 Pacific avenue, previously occu- 
pied by Bowman’s, and the site of a stationery store for over fifty years. 
The commercial stationery and office equipment department is being 
managed by Paul Forgey, a veteran in the office equipment business. He 
purchased the stationery department of Howe’s a few months ago. 

San Francisco, Calif.—A recent visitor was Charles P. Schoen, Vice-Pres- 
ident of The Wahl Company of Chicago, who visited at the Pacific Coast 
branch here and in Los Angeles. 

San Francisco, Calif.—Trade circles here are much interested in the fact 
Tom Emerson has become sales manager for The Wahl Company, Chicago. 
While he was with The Conklin Pen Company in the West a number of 
years ago, he made himself a host of friends. 

San Francisco, Calif.—O. R. Pierce, West coast manager for The Conklin 
Pen Company, is back from the sales conference at Toledo with some new 
items to offer the trade, and prospects of the assistance of increased 
advertising allowance. 

San Francisco, Calif.—H. G. Konnersman, who has for some time been 
manager of the San Francisco office of the Eagle Pencil Company, located 
in the Rialto Building, has been promoted to District Sales Manager for 
the Pacific Coast. Konnersman, for eleven years has built up an excellent 
reputation on the Pacific Coast as a pencil salesman. 

San Francisco, Calif.—The sales meeting of The Parker Pen Co., Western 
division, held at the Palace Hotel, Jan. 2, was attended by all their sales- 
men in the western territory. In charge were C. L. Frederick, vice-presi- 
dent and geenral sales manager of The Parker Pen Company; J. Black, 
Sales Manager; W. A. Rucker, wholesale Sales Manager; and Carl Priest, 
Western Division Manager, 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 








2,104,007. Power Operated Typewriter. Raymond 
G. Bower, Detroit, Mich., assignor to Burroughs 
Adding Machine Company, Detroit, Mich., a corpora- 
tion of Michigan. Application April 28, 1933, Serial 2104 S62 
No. 668,347. Granted January 4, 38. 

2,104,046. Loose Leaf Binder. Erik L. Krag, 
Chicago, III., assignor of one-tenth to E. J. An- 
drews, Chicago, ill. Application July 10, 1930, 
Serial No. 467,098. Granted January 4, 1938. 

,051. Calculating Machine. Frederick A. 
Niemann, Chicago, III., assignor to Felt & Tarrant 
Mfg. Co., a corporation of Illinois. Application 
May 16, 1935, Serial No. 21,734. Granted January 
4, 
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1938. 
2,104,237. Method of Making Typewriter Ribbons. 
Samuel A. Neidich, Burlington, N. J., assignor, by 
mesne assignments, to Underwood Elliott Fisher Com- 
pany, New York, N. Y., a corporation of Delaware. 
Original application February 28, 1936, Serial No. 
66,239. Divided and this application June 30, 1936, 
Serial No. 88, (84. Granted January 4, {938. 

2,104,482. Typewriting Machine. William F. Hel- 
mond, West Hartford, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application ie ag i, 935, 
Serial No. 47,731. Granted omg Ae oe 

2,104,542. Automatic Punching achin Clair D. 
Lake, Binghamton, N. Y., assignor to Tateraational 
Business Machines Corporation, New York, ca) ae 
corporation of New York. Application October 9, 1934, 
Serial No. 747,524. Granted January 4, 1938. 

2,104,568. Loose Leaf Binder. Arthur W. McClure, 
Syracuse, N. Y., assignor to McMillan Book Company, 
Syracuse, N. Y., a corporation of New York. Appli- 
cation May 25, 1933, Serial No. 672,844. Granted 
—— 4, 1938. 

2,104,588. Cash Register. Charles W. Green, Ilion, 

Y., assignor, by mesne assignments, to The 
National Cash Register Company, Dayton, Ohio, a 
corporation of Maryland. Application September 19, 
= Serial No. 563,757. Granted January 4, 1{938. 

104,638. Fountain Pen. William R. Cuthbert, 
Fort Madison, lowa, assignor to W. A. Sheaffer Pen 
Company, Fort Madison, lowa, a corporation of Dela- 
ware. Application May 1{8, 1936, Serial No. 80,226. 
Granted January 4, 1938. 

2,104,659. Loose Leaf Binder. Harold C. Len- 
hart, Syracuse, N. Y., assignor to McMillan Book 
Company, Syracuse, N. Y., a corporation of New York. 
Application May 27, 1932, Serial No. 613,905. 
Granted January 4, 1938. 

2,104,676. Fountain Pen Desk Stand. Oscar Senf, 
Fort Madison, lowa, assignor to W. A. Sheaffer Pen 
Company, Fort Madison, lowa, a corporation of Dela- 
ware. Application May 28, 1936, Serial No. 82,213. 
Granted January 4, 1938. 

2,104,747. Listing Mechanism for Addressing Ma- 
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chines. Carl J. Tueber, Cleveland Heights, Ohio, 2107, 033 

assignor, by mesne assignments, to Addressograph- r 5 

Multigraph Corporation, Cleveland, Ohio, a corporation 

of Delaware. Application February 25, 1936, Serial 

No. 65,596. Granted January II, 1938. ° 
2,104,935. Brief Case or the Like. Samuel Solo- 

mon, New York, N. Y. Application April 9, 1936, 

Serial No. 73,445. Granted January {1, 1938. 

2,104,953. Manifolding Device. Jesse A. B. Smith, 408 014 

Stamferd, Conn., assignor to Underwood Elliott Fisher 408, 02 

Company, New York, N. Y., a corporation of Delaware. 10J BF stn 

Original application April 22, 1933, Serial No. 667,324. 

Divided and this application September 5, 1935, Serial 

“. by pages January {f1, 1938. 

en Point. h 

., assignor to Point, Arthur W. Lungren, Evanston. gg A James aoe ge pai Bae 7 Oat Serial No. 133,494. Granted January 25, 

corporation of Dela Appl 9, 1935 sai rentice assignor to sai ano. pplication q . 

Serial No 45.716. Granted daation October 9 1935. August 24, 1935, Serial No. 37,727. Granted Jan- 2,106,765. Attachment for Writing Machines. John 
og A gt a A gg liga, RY uary 18, 1938 Q. Sherman, Dayton, Ohio. Application April 21 
» 105,189. ountain en. Benjamin W. Hanle, ’ . q ae ’ . , 

Elizabeth, N. J., assignor to Eagle Pencil Company, a 2,105,836. File Fastener. William Lang, West 1933. Serial No. 667,210. Granted February |, 1938. 

corporation of Delaware. Application August 13, 1935, Orange, N. J., assignor to The Bates Manufacturing 2,107,030. Combined Tabulating and Punching 

Serial No. 35,907. Granted January I1, 1938. Company, West Orange, N. J., a corporation of New Mechanism. Elmer H. Dreher, Brooklyn, N. Y., 

ig 0 Desk Blotter Holder and Method of Jersey. Application May 23, 1936, Serial No. 81,448. assignor to Remington Rand, Inec., Buffalo, N. Y., 

pron ew dl ry ey sk bak Gee ea Granted January 18, 1938. o expe 2 as Application _— 14, 1934, 
, ; S uirare, 2,105,868. Typewriter Stand. Arvine N. Thomas, erial, We Jiveg Mee reece , 

oo Sse Sead ae rites eee Canton, Ohio, assignor to James P. Ward, Jr., Chicago, 2,197,033. Cash Register. Max Garbell, Chicago, 

January 11, (998. : ene il. Application June 14, 1937, Serial No. 148,198. ill., assignor to Vietor. Adding Machine Company, 
2,105,232. Bookbinder Casing and Method of Mak- Granted January (8, 1938. Chicago, Ill., a corporation o elaware. pplication 

ing Same. Frank Stanley Schade, Holyoke, Mass., 2,105,983. | Money Drawer and Locker. William C. Coe a ee ee 

assignor to National Blank Book Company, Holyoke, iller an ert L. ott, Canton, io, assignors , : 

Mass., a corporation of Massachusetts. ‘a lication to Diebold Safe and Lock Co., Canton, Ohio, a cor- 2,107,134. Card Punch Feed Mechanism. Hermann 

pp 

May 5, 1937, Serial No. 140,783. Granted January poration of Ohio. Application October 25, 1934, Adalbert Weinlich, Berlin-Charlottenburg, and Ulrich 

ye 1938. Serial No. 749,968. Granted January 18, 1938. Kolm, a, elgg = wy gat 9 to = 
105,279. = Multiple Duplicating Apparatus for 2,106,165. Manifolding. Carl W. Brenn, Mont- ational Business Machines Corporation, New York, 

Pa sah Joseph J. Weber, Chicago, Ill. Appli- clair, N. J., assignor . Autographic Register Com- Ln Vs a nana gar Agee to Oa 

a ae ott ruary 27, 1933, Serial No. 658,792. Re- pany, Hoboken, N. J., a corporation of New Jersey. we Fag 954.232, Di ged a. thi a —, 
ewed October 27, 1937. Granted January !!, 1938. Application August 22, 1936, Serial No. 97,307. a ener 1k. tae, Sates ee Ge yo 

waale’ w — std yy Cmne —. Granted January 25, 1938. pr mes = on } weiter 1 Breen ;. +e, ermary, 

’ . J., assignor to avi ahn, Ine , . 

North Bergen, N. J.. a corporation of New Jersey. ,,2/06.174. Chair Iron. Walter F aesany, Bridge. 2,107,150. Fountain Pen. William F. Helsing, 

Application October 29, 1936, Serial No. 108,269. port, Conn.. a corporation of Connecticut. Application Fort Madison, lowa, assignor to W. A. Sheaffer 

Granted January I1, 1938 Pen Company, Fort Madison, lowa, a _ corporation 


June 12, 1936, Serial No. 84,837. Granted January 25, 


2,105,448.  Manifolding Pile. Carl W. Brenn, 1938. of Delaware. Application naar a 1935, Serial 


No. 41,565. Granted February |, 


Montclair, N. J., assignor to Autographic Register 2.106.389 Mechanical Pencil William H. Blake 
Company, Hoboken. N. J.. a corporation of New Jersey. Brooklyn, N. Y. Application October 20, 1936, Seriai 
Original Application March 22, 1930, Serial No. No. 106.508. Granted January 25 DESIGN PATENTS 
438,063. Divided and this application March 12, 1937, 2 106.419 Method of Bindi B k Carl J. H 107,813. Design for a Pencil. Raymond A. Weis- 
Serial No. 130,439. Granted January 11, 1938. PR nigga agg re sleeti a his 1937. senborn, Montclair, N. J. Application October 8, 
2,105,520. Calculating Machine and the Like. Benat Sujal No. 131,577. Granted January 25, 1938. | '936, Serial No. 65,200. Granted January 4, 1938. 
Cameron snd ley Menon, Atitesers, Deere, 2,106,477. Accounting Machine. James W. Bryce, 108,014. Design for a Platen Frame for Type- 
By Ale to Aktiebolaget Facit, Atvidaberg, Sweden, Bloomfield, N. J., assignor, by mesne assignments, to writing Machines. Jacob N. Hoffman, Bridgeport, 
i719 “ee a of Sweden. Application August International Business Machines Corporation, New  Conn., assignor to Underwood Elliott Fisher Company, 
1936 a — No. 159,483. In Germany, August 18, York, N. J., a corporation of New York. Application New York, N. Y., a corporation of Delaware. Appli- 
$56. Granted January 18, 1938. August 26, 1932, Serial No. 630,513. Granted Jan- cation June 18, 1937, Serial No. 69,896. Granted 
one te. Pa sagg lt — E. — and uary 25, 1938. January 18, 1938. 
iffor - Sublette, Denver, Colo. Application Sep- ~ i inati 
F - 2,106,544. Desk Structure. Peter M. Wege, East 108,024. Design for a Combination Blotter and 
Se ee ee er. Ce ey le ee, ee, ee © Metal. Office Pad Holder for Desks. Gloria Stone, Buffalo, N. Y. 
: ; Furniture Company, Grand Rapids, Mich., a corpera- Application June 23, 1936, Serial No. 63,440. Granted 
2,105,673. Cash Register. Bernis M. Shipley, Day- tion of Michigan. Application June 13, 1935, Serial January 18, 1938. 
ton, Ohio, assignor to The National Cash_ Register No. 26,390. Granted January 25, 1938. 108,111. Design for a Pencil. Martin E. Trollen, 
Company, Dayton, Ohio. A corporation of Maryland. 2,106,675. Repeat Printing Attachment for Address- St. Paul, Minn., assignor to Brown & Bigelow, 
Application July 29, 1935, Serial No. 33,666. Granted ing Machines. Harmon P. Elliott, Watertown, Mass., St. Paul, Minn., a corporation of Minnesota. Appli- 
January 18, 1938. assignor to The Elliott Addressing Machine Company, cation April 9, 1937, Serial No. 68,639. Granted 


2,105,732. Flatbed Typewriting Machine. Edward a corporation of Massachusetts. Application March January 25, 1938 
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President 


The Sanford Manufacturing Company 
Chicege; Mask 
Distinguished by Sixty Years of 
Continued Connection With 
the Company 
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The Trends of Trade 


to farther fades the idea of a 
revival of the old NRA, the more 
significance attaches to the prog- 
ress of the Trade Practice Confer- 
ence. If the old dream is out, of 
trade-by-trade codes administered 
by viceroys appointed by the Fed- 
eral Government, business men 
are bound to look about for the 
logical substitute. And the Trade 
Practice Conference is precisely 
that. Furthermore, there is every 
evidence that whereas the NRA 
cripple is sick unto death, its less 
militant successor is coming 
strong. 

Even the Trade Practice Con- 
ference may be an intruder un- 
welcome to business men who 
cherished a forlorn hope that they 
could recapture a state of inde- 
pendence. Perhaps a complete 
hands-off policy was too much to 
expect of Uncle Sam, once bureau- 
cracy had reached over the fence. 
Anyway, Federal supervision, or 
cosupervision, in one form or an- 
other, appears to be here to stay. 
At that, there is nothing static in 
the set-up of business relations. 
Proof of which is the circumstance 
that before legalized resale price 
fixing has gotten into full stride, a 
lobby is busy in Congress plugging 
for repeal of the Tydings-Miller 
Act. 

What renders the Trade Practice 
Conference doubly interesting at 
this juncture is that this vehicle 
of codperative business regulation 
has dug in for what appears to be 
a long-tenure job, just at the time 


Practice Rules 


By WALDON FAWCETT 


when there is a prospect of fur- 
ther reshufflings of business eth- 
ics. The promise of revision of the 
anti-trust laws, for better or worse, 
has worn thin by repetition. But, 
sooner or later, the cry of “Wolf” 
is likely to come true. And not 
only will the Sherman Act be re- 
shaped but the Clayton Act and 
the Federal Trade Commission Act 
will almost certainly be amended. 

When all this comes to pass, the 
Federal Trade Commission will be 
the mentor-conciliator maintain- 
ing the contacts between Govern- 
ment and business. And the 
Commission’s fair-haired boy, the 
Trade Practice Conference, will be 
the approved instrumentality. All 
of which may well make us cu- 
rious as to the Rules of Practice 
which are the constitution of this 
particular confederation. What 
adds to the interest is that this 
constitution, alike to some others 
rooted at Washington, is subject 
to change. 


Rules Vary With Conditions 


Trade Practice Rules vary, and 
will doubtless always have to vary 
with environment. The code pre- 
scribed by mutual agreement for 
one trade line or business com- 
munity will be at some variance 
with codes for other groups, in 


order that each set of rules may 
be accommodated to the condi- 
tions peculiar to its industry. On 
top of that, and far more signifi- 
cant, is the fact that even the 
basic pattern or standard nucleus 
of Trade Practice Rules is con- 
stantly changing to keep step with 
the evolution of business and the 
rotating fashions of competition. 

This last-mentioned state of af- 
fairs makes it well worth while for 
business men to have an eye for 
the set of the Trade Practice tide. 
Trends—notably general and con- 
tinuing trends—in the progress of 
the codes give plain signals of the 
course that is being charted for 
business policies and practices. The 
business bystander who maintains 
a lookout will be spared rude sur- 
prises. Better yet for his pocket- 
book and his peace of mind, he 
should be enabled to foresee, and, 
perhaps, discount, shifts in pre- 
scribed business standards or busi- 
ness manners. 


Enforcement Up to the Trade 


An additional reason why busi- 
ness men who are to live by code 
may do well to watch the trade 
practice weather vane is that it is 
up to each branch of the business 
community to enforce its own Fair 
Trade Practice Program. Indeed, 
in the lines where this method of 
regulation has gone farthest, pen- 
alties are already being imposed 
for violation of Trade Practice 
Rules. Fines or assessments are 
imposed for first or second of- 
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fenses. Ultimate penalties for con- 
tinued infractions are suspension 
and even expulsion from the trade 
association. Complaints of viola- 
tions of rules are handled by a 
Grievance Committee designated 
by the trade body. 


Compacts Outlaw Practices for 
Which the Law Affords Slow 
Remedies 

One very definite and rather 
broad trend in the building of 
Trade Practice platforms is repre- 
sented by the planks which seek 
to outlaw, by compact, practices 
for which there are already reme- 
dies in law. But slow and costly 
remedies. Typical of the trans- 
gressions thus placed beyond the 
pale are piracy of trade marks, 
counterfeiting or near-duplication 
of labels, borrowing of product de- 
signs, or package dress, and imita- 
tion of color plans, advertising 
layouts, etc. Misrepresentation of 
seller-status by misuse of the 
terms “Laboratory,” ‘“Manufac- 
turer,” “Mill,” “Factory,” “Primary 
Marketer,” “Direct Shipper,” and 
“Exclusive Agent” come in the 
same category. 

As has been said, an owner 
robbed of valuable good will can 
usually obtain redress. If not via 
the Patent, Copyright, and Trade 
Mark laws, then by recourse to the 
common law. The trouble is that 
punishment of trespass is a game 
not always worth the candle. Mus- 
tering of witnesses and court costs 
run up a formidable bill. Then the 
victim is apt to find that he has 
sniped one poacher only to be con- 
fronted by others springing up in 
various quarters. Worst of all, the 
processes of the law are so slow 
and so framed for stalling that the 
average plot for substitution can 
have worked its havoc ere an in- 
junction is obtainable. 

Illustrative of how a challenged 
enterprise may drag along to the 
disaster of honest trade was the 
recent episode of a man who was 
charged with misrepresentation in 
statements that his fountain pens 
and pencils were worth from $8 to 
$10, the pen points being allegedly, 
made of 14-carat gold and tipped 
with iridium. He was also accused 
of pretending that he was a 
manufacturer who operated a large 
mail-order concern, and that he 
saved for his customers the mid- 
dleman’s profit. By carrying his 
case to a U. S. Circuit Court he 
was able to stave off for many 
months the final decision which 
prevented his continuance of these 
misrepresentations, 


In order to study intelligently 
the slant of Trade Practice Rules, 
it is necessary to bear in mind 
that these rules fall into two gen- 
eral groups or classes—some of 
each type being on the list for 
every trade or industry. In the 
first group of practices destined 
for the thumbs-down gesture by 
concerted action are those which 
have been formally condemned as 
unfair methods of competition or 
illegal practices within the deci- 
sions of the Federal Trade Com- 
mission or the courts. These in- 
clude such code crimes as the false 
disparagement of competitors or 
their product and the employment 
of lotteries and gift enterprises 
(involving an element of chance) 
as stimulants to sales. 

If such instances of bad be- 
havior are brought to the atten- 
tion of the Federal Trade Com- 
mission, that board can usually 
cope with the situation single- 
handed. So, the inclusion of these 
practices in the list of don’ts pre- 
scribed by a Trade Practice Con- 
ference is by way of warning to 
young tradesmen or those who 
have not heard the news. 


Uneconomic and Unethical 
Practices 


The second group of rules is of 
more moment on the side of con- 
structive cooperation within a 
trade circle. The second group 
embraces the practices that are 
indicted by trade ideals of con- 
duct as unethical, immoral, or in 
the twilight zone of business pro- 
priety. 

The doubtful practices vary with 
each trade group. In no case do 
they, in and of themselves, consti- 
tute violations of law. But they 
are considered by the best senti- 
ment of the particular industries 
involved to be uneconomic or 
otherwise objectionable. Or to be 
at variance with the sound busi- 
ness methods which the average 
industry desires to encourage and 
promote. By way of sample of the 
species of rules that come into this 
picture, there may be cited the 
regulations which have been set 
up in various quarters to govern 
the return of goods. Another 
source of inspiration which has 
lately been working overtime is 
that which has induced sundry 
systems for standardized allow- 
ances on trade-ins. In the case of 
all Class II practices, observance 
depends upon and must be ac- 
complished through the codpera- 
tion of the members of the indus- 
try concerned. The Federal Trade 
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Commission plays the role of next 
friend to each Fair Trade Practice 
group. But does not turn police- 
man unless an offending practice 
comes within the range of the law. 


Definitions of Trade Terms 


An accented trend in the later 
reaches of Trade Practice progress 
is that which seeks for agreed 
definitions of trade terms that are 
susceptible of misconstruction by 
customers, consumers, or the gen- 
eral public. This is a proposition 
which has bothered the office 
equipment industry very little. 
Other than occasional debates, 
such as that over the drawing of 
distinctions between “rebuilts” and 
“overhauled.’’* But, in many fields 
—the rayon industry, for example 
—the riddle What’s in a name? 
has brought heartburnings. And, 
of course, the responsibility for 
honest and accurate definitions is 
likely, always, to interlock with 
the interpretation of commodity 
specifications. 

Perhaps it is worth mentioning 
that the later disposition in rule- 
making in the interest of fair 
competition and consumer protec- 
tion is to allow the use of words, 
terms, phrases, statements or rep- 
resentations which truthfully and 
accurately designate or describe a 
process of manufacture. Provided, 
however, that there is no wrong 
emphasis or misleading display in 
label copy which might lead the 
casual buyer to believe, from the 
process notation, that the product 
or material was otherwise than 
the facts allow. The broad intent 
of the latest rules-of-confession is 
not only to call a spade a spade, 
in merchandising, but to do it 
loudly or conspicuously. Some of 
the codes now specify that reveal- 
ing notations on the goods or in 
advertising must not be “decep- 
tively minimized, obscured or ren- 
dered inconspicuous.” 

A current drift in the fashion- 
ing of Fair Practice Rules is the 
disposition to include in the rules 
clinic all sections of the given in- 
dustry and trade. In other words 
to have distributors sit in with 
manufacturers. Oh, to be sure, if 


*The rebuilt typewriter business, however, 
as well as that of other designated rebuilt 
office machines, was placed on a sound basis 
some time ago when the dealers, through ef- 
forts of the National Association of Typewriter 
Dealers, adopted resolutions in a Trade Prac- 
tice Conference of the rebuilt typewriter indus- 
try defining the standards of requirements for 
machines within the classifications covered by 
the terms ‘‘rebuilt’’ and ‘‘overhauled.’’ Upon 
approval by the Federal Trade Commission, 
the definitions were made applicable to add- 
ing machines, duplicating machines, bookkeep- 
ing machines, and calculating machines. 
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manufacturers undertake to set 
up rules of business conduct which 
do not materially affect distribu- 
tors they may continue the old 
custom of keeping their own coun- 
sel. But the present attitude is to 
lean backward in calling in dis- 
tributors whenever rules are in the 
making that might, even indi- 
rectly, affect wholesale or retail 
dealers. The same formula of 
broad inclusion works the other 
way around when _ distributors 
initiate rules. 

Effects of Robinson-Patman and 
Miller-Tydings Acts on Rules 
The operation of the Robinson- 

Patman Anti-Price Discrimination 

Act has had an important influ- 

ence upon the latter-day routine 

of hammering out Fair Practice 

Rules. The new, so-called Equal- 

Opportunity-in-Business law bans 

favoritism in discounts and un- 

even terms or quotations as be- 
tween purchasers of commodities 
of like grade and quality. The ef- 
fect of the entry of a law to regu- 
late price policies has been to re- 
move from the “must” list of many 
trade groups problems of price 
disparity and secret concessions 
or allowances. At least the trade 
or industrial groups do not have 
to wrestle with these price dodges. 

Congress having supplied a statute 

prohibiting discriminatory pricing, 

the application of that remedy be- 
comes the job of the Federal 

Trade Commission. From now on, 

if Fair Trade Practice codes are to 

include any rules against jugglery 
of quantity discounts, etc., such 
mandates will fall within the 

Group I Rules which are, in effect, 

supplied ready made by the Trade 

Commission for inclusion in the 

bible of each commodity line. 

On the other hand the advent 
of the Tydings-Miller Act took 
away from the Federal Trade 


A STRIKING IN- 
STALLATION. — A 
blue and grey col- 
or scheme forms a 
fine setting for this 
installation of Yaw- 
man and Erbe 
Manufacturing 
Company equip- 
ment in the offices 
of the H. N. Craem- 
er Company, Cedar 
Rapids, Ia. Files, 


Commission the right to denun- 
ciation of resale price fixing as a 
cardinal principle of fair competi- 
tion. From now on, presumably, 
if any trade clan membership is 
of one mind with respect to retail 
price standardization by contract 
they must deal with price pegging, 
if at all, under the Group II Rules. 
Just here, however, it might be 
whispered that the Trade Com- 
mission does not promise not to 
interfere with rules contributed by 
trade associations if and when the 
approved practices are used in 
such manner as to become unfair 
methods of competition or viola- 
tion of any law over which the 
Commission has jurisdiction. Thus 
if and where legalized resale price 
maintenance got out of bounds 
the Trade Commission could insert 
a Group I Rule against it in a 
composite code. 
Other Trends Apply to Advertising 
and Identification of Mechanisms 
A straw which shows in which 
direction the wind is blowing for 
Trade Practice ruling is the 
sharper insistence in the later edi- 
tions of the specialty codes upon 
the ethics of advertising. Particu- 
larly in the case of machines, me- 
chanical devices, and accessories. 
Disallowed by the new morality 
are advertisements or representa- 
tions which directly or by implica- 
tion lead purchasers or prospective 
purchasers to believe that a mech- 
anism is capable of greater, or 
more consistent, or more satisfac- 
tory performance than is in fact 
true. In certain lines the Rules 
that cramp advertising style in- 
clude a ban on copy so worded as 
deceptively to cover or conceal de- 
fects or deficiencies in the adver- 
tised wares. While we are on the 
subject of mechanisms, it may be 
added that a recent addition to 
model Trade Practice Rules is one 
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which forbids the distribution or 
sale of mechanisms on which the 
name plate, serial number or other 
identifying mark of the original 
manufacturer has been altered, 
effaced or removed, with the effect 
of deceiving purchasers or the 
public. 

Because the hue and cry against 
commercial bribery has died down, 
at least in some quarters, not a 
few bystanders have gained the 
impression that there is a trend 
away from that reform as a major 
issue. That guess is wrong. The 
basic taboo still holds. It is an un- 
fair trade practice for any mem- 
ber of a treaty-making industry 
to give, pay or contract to pay 
premiums for preferential effort 
by sellers. If any clerk, sales- 
person, or customer-dealer is en- 
listed for plugging, when handling 
two or more competitive brands of 
merchandise, a summons is wait- 
ing for the giver of “push money,” 
“spiffs,” or other bonus or gratuity. 

A subject upon which Rules of 
Fair Practice have been silent but 
which is now coming into the pic- 
ture is the need of rules to govern 
the use of paid endorsements and 
testimonials. 

In some lines there is reported 
the need of a common under- 
standing with respect to consign- 
ment selling. 

Dealers and salesmen in lines 
distributed via exclusive agencies 
or allotments of exclusive territory 
continue to lodge suggestions at 
Washington that the fair practice 
rule book ought to include a recipe 
for equitably fixing and enforcing 
the boundaries of sole agency 
grants or closed territories. These 
and other symptoms show that 
other Rules trends are in the mak- 
ing. And they are bound to mul- 
tiply wherever and whenever com- 
petition is sharpened. 


desks and tables 
are of thegrade“A” 
type and are fin- 
ished in “Y and E” 
640 grey finish with 
blue linoleum tops. 
The installation 
was planned and 
made by the Hol- 
den-Kahler Com- 
pany, Yawman and 
Erbe agents in 
Cedar Rapids. 








@ Executives responsible for supervision of the credit activities in 

commercial stationery and office equipment establishments will find 

interest in the three succeeding articles, starting below, which relate 
to various phases of credit in the stationery business. 





Credit Man Needs Financial 
and Operating Statements 


As Well as to Look Into the Paying Habits of the Debtor 


A FARMER, to be _ successful, 
has to have Knowledge of soil, its 
treatment, and how to plant crops 
and protect them, if he is to reap 
a harvest as a reward for his 
efforts. 

The same is true of the credit 
man. He should know the kind 
of soil he is planting in, and be- 
fore planting he should make tests 
to determine the fertility of that 
soil. In other words, he should 
make sure that he is planting for 
a healthy crop of receivables. 

What I want to talk about is 
the need for financial statements, 
and to raise the question as to 
how much confidence there can 
be placed in the average state- 
ment—as well as to prove the need 
for operating statements. 

Each and every credit man will 
do well to remember that there 
is no substitute for character, no 
proxy for capacity, and no alter- 
nate for capital. 

We can follow these thoughts 
through and quite accurately de- 
termine, when analyzing a finan- 
cial statement, whether or not at 
least two of the “three C’s of 
credit” are in evidence — pro- 
vided, of course, we have state- 
ments that are accurately com- 
piled; and when I say accurately 
compiled, I mean just that! 

Today, I believe that there is a 
greater need for credit men to 
develop intestinal fortitude than 
ever before — and by this I mean 
they must have the courage of 
their convictions and the will to 
stand by them — for we have too 
many men in business who really 
have no business to be in business. 


Why? 


A Stimulating Discussion 
of the Importance of Fi- 
nancial and Operating 
Statements and Credit In- 
terchange Reports 


By HOWARD S. SANDERS 


Secretary-Treasurer, Stationers 
& Publishers Board of Trade, 
New York, N. Y. 


Because credit is too cheap. And 
because credit is too cheap, old 
established businesses that are 
dying of dry rot are able to con- 
tinue in business until there is 
nothing left of the business but a 
shell. Because credit is too cheap, 
individuals and groups of in- 
dividuals who have been, or at 
least feel that they have been, 
successful producers for their em- 
ployers, are encouraged to start 
in business, without appreciating 
that they lack the executive abil- 
ity and proper training in the art 
of buying and in office and finan- 
cial management to properly con- 
duct their business. As a result, 
losses are incurred that could be 
avoided. 

Why is credit so cheap? Be- 
cause too many organizations to- 
day are keyed up for volume busi- 
ness, resulting in their sales execu- 
tives demanding sales. They want 


distribution of their product. They 
are fighting to get their merchan- 
dise in the hands of customers 
before their competitor gets his in, 
and as a result, they bring pres- 
sure on credit men to pass the 
order—while others need the 
business. The result is that the 
credit man has a weighty prob- 
lem on his hands to determine 
whether or not he should accept 
or reject the order. 


Look Into the Paying Habits of 
the Debtor 


Now, how can the credit man 
overcome the pressure of the sales 
department to pass orders in 
many cases? Well, he can only 
prevent it by having facts on 
which to base judgment. 

How is he going to know 
whether the order which he is 
called upon to pass is going to 
be paid or not? Well, his first step 
in the case of the average order 
is not always to demand a finan- 
cial statement, but to look into 
the paying habits of the debtor. 

This is possible through the me- 
dium of credit interchange re- 
ports. The reason I say that the 
first thing to do is to look into 
the paying habits of the debtor, 
through the medium of credit 
interchange reports, is that such 
information can be more quickly 
obtained than the financial state- 
ment. It is necessary to get the 
information quickly because the 
customer generally does not wish 
to be delayed by a more extensive 
credit investigation. 

Generally, the credit inter- 
change is a satisfactory key to the 
credit worthiness of the debtor. 
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However, later on I will prove to 
you that you cannot always rely 
on the credit interchange. 


Illustrating the Importance of 
Both Financial and Operating 
Statements 

Now let us take the case of Y, 
and let us see if we can prove the 
importance of insisting upon both 
financial and operating state- 
ments. 

Here is a business that was 
established a great many years 
ago, and was very successful dur- 
ing the life of its founder. 

For instance, in 1924 and in sub- 
sequent years until 1932, the busi- 
ness discounted its bills. In the 
latter part of 1932, for the first 
time, one of the forty creditors 
reporting showed a past-due ac- 
count against the debtor. In 1933, 
with a large number of creditors 
reporting, five reported the ac- 
count slow but good, five reported 
it prompt, seven reported it past 
due, ranging from 10 to 90 days, 
the rest reported the account dis- 
counting. In November, 1933, with 
approximately seventy firms re- 
porting, twelve reported the ac- 
count prompt, fifteen slow but 
satisfactory, sixteen reported it 
past due from 10 to 90 days, the 
rest discounting. In January of 
the following year, with approxi- 
mately the same number of cred- 
itors reporting, sixteen reported it 
prompt, fifteen slow but good, 
eighteen reported it anywhere 
from 20 to 120 days past due. 

This debtor became more 
cramped for funds. Apparently, in 
order to keep up appearances, the 
debtor started to take advantage 
of a certain few large suppliers. 
By not paying them, of course, 
they were able to take care of the 
major portion of their accounts in 
a fairly satisfactory manner. 

However, these few brought 
some pressure to bear, and because 
the account was an important dis- 
tributor, agreed to accept some 
notes which were to be paid within 
a short period. 

Now, this took place in the late 
Fall of 1934. These short-term 
notes were not paid, and later, 
they entered into an arrangement 
to accept 5% monthly on their 
accounts. 

But let us see what the inter- 
change showed later on. In March 
of 1936, with a portion of this in- 
debtedness still unpaid, an inter- 
change reflected that 48% of the 
total reported owing was reported 
as past due. At that time, the 


duration of days past due didn’t 
exceed in the main 90 days. But 
in June of 1936, we found a 59% 
past-due indebtedness, with 120 
days and 150 days creeping in 

In January of this year, we 

















HOWARD S. SANDERS 


"A STITCH IN TIME" 
At a recent creditors' meet- 
ing the father of a debtor— 
who, incidentally, had turned 
the business over to his son— 
asked at the committee meet- 
ing, "Gentlemen, who was re- 
sponsible for the creditors’ 
digging into this business?" 
When the credit man responsi- 
ble was pointed out, the old 
gentleman turned to him and 
said, ‘There isn't much that | 
can say, but | want you to know 
that | thank you from the bot- 

tom of my heart." 





found creditors with past-due ac- 
counts ranging anywhere from 30 
days to 6 and 9 months past due. 


I doubt if any credit man dur- 
ing the past few years had ever 
received a really proper financial 
and operating statement. Certainly 
not within a period of twelve 
months, for it was found that 
there had not been one entry 
made in the general ledger for the 
entire twelve months of the fiscal 
year which ended shortly before 
an examination of the books was 
finally made. 

It was necessary to bring pres- 
sure on the bookkeeper and man- 
agement to get those books up to 
date with the least possible delay. 
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And when the financial statement 
was presented, what did it reveal? 

A business bordering on the 
verge of bankruptcy! What was 
found in the examination of the 
individual items in the accounts 
receivable? Items that were frozen, 
items that were bad, and one item 
in particular the worth of which 
is yet to be determined. It is 
carried at $10,000, but probably is 
worth about $2,000! 

In other words, a financial state- 
ment which the debtor might have 
given to a creditor might not have 
caused the average credit man to 
do very much worrying—bui if 
that credit man were to have seen 
the operating statement for the 
accompanying year, and operating 
statement of the previous year, he 
would quickly have found that 
there was something wrong with 
the financial statement, because 
operating statements showed very 
substantial operating losses. 


Increasing Delinquency of an Ac- 
count Demands Fortitude of 
Credit Man 

The time to have become alert 
in this case was the day when the 
first delinquency appeared on the 
interchange report. The increas- 
ing delinquency shown by succes- 
sive reports demanded on the part 
of the credit executive the exercise 
of extreme caution in the exten- 
sion of further credit. 

The circumstance that increas- 
ing delinquency went on for a 
period of four years and that at 
the end of that period some of the 
creditors were caught in an em- 
barrassed situation was an indict- 
ment of the credit executives’ fail- 
ure to perform their functions 
adequately. 

I feel that Iam not harsh in my 
judgment in this case and that 
every credit executive will be 
benefited by a recognition of past 
failures and a resolution to take 
the necessary steps to avoid simi- 
lar loss in the future. 

My contention is that if credit 
men had demanded balance sheets 
and operating statements compiled 
by certified public accountants, 
and then, upon receipt of those 
statements, exerted some of that 
intestinal fortitude that I have 
mentioned, this business might not 
be in the hands of creditors! 

I say this because there is no 
more effective means of bringing 
a man or business to his senses 
than by making him thoroughly 
understand that credit is not a 
football to be kicked around at 
will. By restricting credit in this 
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case, management might have put 
its house in order before it was 
too late. 

I think that you will agree with 
me that one could not present a 
more striking example of the need 
for financial and operating state- 
ments than this particular case. 


Credit Interchange and Financial 
Statement Complement 
Each Other 

While I said at the outset that 
generally the credit interchange is 
a satisfactory key to the credit- 
worthiness of a debtor, I am going 
to prove to you that the credit 
interchange is not always a satis- 
factory Key. 

A credit man, to effectively 
check his credits, should have both 
a credit interchange and financial 
statement, for they complement 
each other. 

For instance, I have in mind a 
business on which the interchange 
reflected that all bills were dis- 
counted. The business had been 
losing money consistently for 
years. In this case, the president 
and majority stockholder was a 
man of considerable private means, 
and he kept loaning the business 
money so that it could pay its bills. 

Upon his death about a year 
ago, the business found itself un- 
able to pay its bills. And why? 

The business was not liquid, and 
it was found that the business 
owed the man’s estate a stagger- 


ing sum of money. Had the estate 
pressed the claim in its full 
amount, creditors would not have 
received as much as a plugged 
nickel. 

I say to you credit executives 
with all sincerity that when it ap- 
pears that a business is going to 
have continuous dealings with you, 
and that your credits are going to 
run into substantial amounts, it is 
absolutely necessary for you to re- 
ceive financial and operating de- 
tails of that business, if you are 
going to know why you are ex- 
tending credit! 


Good Financial Report Does Not 
Always Mean Good Paying 
Habits 


The case I have just cited was 
one that showed a good inter- 
change report. Now, let us turn 
around and prove that a good 
financial statement cannot always 
be relied upon as a means of de- 
termining paying habits. 

For instance, consider the case 
of a debtor who on January 1, 
1937, claimed to have cash in bank 
of about $8,000. Accounts receiv- 
able were about $12,500. Inventory 
was about $30,000—making total 
current assets of $49,000 odd. 
There were also listed the state- 
ment stocks, bonds, and invest- 
ments of over $20,000. 

Against this there were accounts 
payable of less than $4,000—and 
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this was all of the liabilities shown 
in the statement. 

A pretty fine looking statement, 
wouldn’t you say? They should 
pay bills promptly, if we could be- 
lieve the statement. 

But, as a famous governor of 
New York State used to say, “Let’s 
look at the record!”’ 

Thirty-odd suppliers reported on 
January 20, 1937. Of the amount 
reported owing, 67% was reported 
as past due. The days past due 
ranged from 30 days to 60, 90, 200, 
210 and 240 days. 

This is a business that is several 
years old. There must be some- 
thing wrong somewhere when a 
business that has a net worth of 
approximately $80,000 and owes 
less than $4,000 hangs its creditors 
up anywhere from one to eight 
months. 

This case demonstrates that the 
credit interchange and the finan- 
cial statement serve as lie detec- 
tors for each other. 


I could harp for hours on the 
importance of financial and oper- 
ating statements and credit inter- 
change reports. But actions speak 
louder than words. You know that 
these things should be obtained. 
What I would like to see is for all 
credit executives to resolve that 
they will enter into a real codpera- 
tive effort to improve the credit 
practices in their business com- 
munities. 


Credit Education Campaign 
Benefits Los Angeles Stationers 


_— cooperation of 
major Los Angeles stationery and 
office appliance stores in an ex- 
tensive educational campaign of 
twelve months’ duration, new be- 
ing conducted by the Retail Mer- 
chants’ Credit Association, is al- 
ready bringing good results, as 
evidenced in a general sizing up 
of the situation at the end of the 
first six months. 

Here is a campaign that is dif- 
ferent! 

The Retail Merchants’ Credit 
Association has undertaken in a 
large way to teach the general 
public the value of good credit 
practices. Wisely, it is doing this 
in a very businesslike way; that is, 


Retail Merchants’ Associa- 
tion Undertakes to Teach 
the General Public the 
Value of Good Credit 


Practices 


By J. EDWARD TUFFT 


it has placed the conduct of the 
campaign in the hands of an 
experienced advertising agency. 


Members of the association lend- 
ing support and cooperation in the 
stationery and office appliance 
field include The Grimes-Stass- 
forth Stationery Company, Schwa- 
bacher-Frey Company, The Pacific 
Desk Company, Remington-Rand, 
Inc., Fowler Brothers, The Station- 
ers’ Corporation, Barker Brothers, 
The May Company (department 
store) and several others. 

All recognized mediums of pub- 
licity are being employed. These 
include radio, newspaper display, 
street car and bus cards, bill- 
boards, direct-by-mail, and others. 
In order to give center and direc- 
tion to the campaign, to give 
something on which to tie pub- 
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licity, an emblem has been de- 
signed, made up of the four initial 
letters of Retail Merchants’ Credit 
Association; that is, “R.M.C.A.” A 
radio campaign of one month on 
these letters at the beginning of 
the year was intended to implant 
them in the minds of the people. 
They have been printed on cards 
and on glass for use in offices of 
members, in windows and in the 
stores proper. The emblem has 
been made into cuts of different 
sizes for use by members in their 
newspaper display advertising. It 
is intended to identify the busi- 
ness firm with recognized and 
orthodox credit practices. 


Definition of Credit 


J. A. Gross, manager of the 
R.M.C.A., has the following to say 
about credit in a pamphlet fur- 
nished the members for distribu- 
tion to their customers and 
through their mailing lists: 

“CREDIT,” he states, “is defi- 
nitely a convenience and is not 
something intended to give a man 
opportunity to secure that for 
which he cannot pay. It is in- 
tended rather to enable him to 
pay at a more convenient time for 
things he can well afford to buy.” 

It. can readily be seen that such 
a definition strikes right NOW at 
the competitive offering of un- 
qualified credit as a means of se- 
curing new customers. It places 
the credit idea in its proper set- 
ting, not in a distorted setting. 

The literature being used recog- 
nizes two forms of credit as per- 
fectly legitimate; that is, the 
monthly charge account without 
a carrying charge, and the long 
time term account with a carry- 
ing charge, but it opposes the 
abuse of either form. 


Four Purposes Outlined 


The four purposes of the cam- 
paign are briefly outlined by Mr. 
Gross as follows: 

(1) To establish the use of credit 
as a desirable, normal, daily ac- 
tion, and as a standard measure- 
ment of individual, financial, and 
social standing. 

(2) To encourage the practice of 
buying on monthly charge and 
reasonable term accounts. 

(3) To identify responsible mer- 
chants with proper credit prac- 
tices. 

(4) To create a wider and more 
general recognition of the value of 
maintaining personal credit on a 
sound basis by prompt meeting of 
all obligations. 

At the end of five months’ cam- 


paigning it is evident, Mr. Gross 
points out, that customers are now 
responding nicely to this educa- 
tional appeal. A slogan has been 
put over in a big way, particularly 
on strategically placed bill-boards, 
“DON’T MERELY ASK FOR 
CREDIT: ASK FOR R.M.C.A. 
CREDIT!” The stationery and 
office appliance stores are finding 
that customers are doing this very 
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associations in many other cities 
have turned their eyes toward Los 
Angeles. 

Some idea of the size of the ad- 
vertising drive can be gained from 
the newspaper display being used. . 
In the twelve months the intent is 
to put out at least 40,000,000 news- 
paper readership impressions. The 
number of people passing the bill- 
boards, particularly one on Wil- 


- ri, 


EDUCATING THE PUBLIC ON VALUE OF GOOD CREDIT—One 
of the huge billboards along the boulevards in Los Angeles, Cali- 
fornia, featured in connection with the twelve-months publicity 
campaign sponsored by the Retail Merchants’ Credit Association, 
in which a number of stationers are participating. Among the 
purposes are to encourage the use of credit, urge people to main- 
tain good credit by prompt payment of bills, and to identify 
responsible merchants with proper credit practices. The initials 
of the association are given prominence in the signs and also in 
window signs, display cards, and newspaper advertisements. 
Radio talks are also being given; all with the result that Los An- 
geles rates high in collection of credit accounts. 


thing. It is becoming more and 
more evident, it seems, that peo- 
ple, especially the great middle 
class of buyers (to whom the cam- 
paign is particularly addressed), 
are beginning to realize that losses 
through misplaced credits must be 
paid by someone and that some- 
one usually is the conscientious 
customer. The middle class buyer 
in Los Angeles is beginning to ask 
whether or not the store is an 
R.M.C.A. member before asking 
credit himself in such store. He is 
beginning to realize that the em- 
blem “R.M.C.A.” is intended for 
his protection as well as for the 
protection of the store. 

The campaign is attracting na- 
tional attention, according to 
George W. S. Reed, head of the 
Westamerica Company, advertis- 
ing specialist in whose hands the 
R.M.C.A. has placed the conduct 
of the publicity drive. Magazines 
with a businessmen readership 
have shown interest, and credit 


shire Boulevard, is beyond esti- 
mate, as this is one of the busiest 
automobile thoroughfares in the 
world. ? 

Formerly a retail merchants’ 
credit association served its mem- 
bers merely by gathering and dis- 
pensing credit information, but 
here is a credit association step- 
ping out into a larger field and 
doing it in a new way, spending 
thousands of dollars in direct ap- 
peal to its members’ customers 
with the thought of building a 
credit structure on a truly sound 
basis. Inasmuch as Los Angeles 
stands near to the top now among 
major cities in the collection of 
credit accounts, it seems likely 
that such a broad drive as this 
will make the record even better 
yet. It is logical to assume that 
the large number of stationery 
and office appliance stores lending 
cooperation and support are aim- 
ing at sounder and better spots in 
the business picture. 
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Modern Credit Management 
Aids the Sick Business 


= other day while I was in 
the office of the vice-president (I 
will call him Mr. Smith) of one of 
our larger firms, the credit man- 
ager presented him with a rather 
elaborate report on crop condi- 
tions in a certain adjacent area. 
Written across the bottom of it 
was this recommendation: 

“Mr. Smith: 

“Our present extension of credit 
in this territory runs about $50,000. 

“Due to this favorable report, it 
seems like we should increase this 
about $20,000.” 

Quite a change from the sour- 
faced gent who wore the eye shade 
and sleeve protectors, and whose 
vocabulary seemed confined to the 
two-lettered word “No.” And yet 
this situation is not unusual in 
today’s credit management. 


Yesterday and Today 

Time was when credit was ex- 
tended because of a life-long ac- 
quaintance, a family connection, 
or because the trading area 
seemed to preclude any other ar- 
rangement. 

Then, too, there was not the 
diversification in business such as 
occurs today. We need no better 
comparison than the old-fash- 
ioned grocery as opposed to the 
modern departmentized market, 
and the gasoline station of yester- 
day contrasted with the present 
one-stop super station. The stories 
told about buying lawn-mowers in 
drug stores simply emphasizes this 
diversification. 

Though the problem confront- 
ing credit management has in- 
creased ten-fold, there is no better 
answer than the constantly dimin- 
ishing credit loss. 


Credit Management’s Sales 
Concept 


Volume production, wide sales 
area, and diminishing profits have 
brought about a sales conscious- 
ness among the credit fraternity 
that did not exist previously. 

The manufacturer or wholesaler 
no longer assumes the position 
that he controls certain lines of 
merchandise which the retailer 
may be privileged to buy. Rather 
it is felt that an approved account, 
once placed on the books, consti- 


Cooperation among credit 
managers, through their 
credit interchange bureau, 
and other association facil- 
ities, saves many accounts 
from failure and maintains 
them as very worthwhile 
merchandising outlets. 


By S. P. CHASE 


Secretary-Manager, Los An- 
geles Credit Men’s Asso- 
ciation 


Reprinted from the _ publication 

“Profit,” by Special Permission of 

Charles R. Hadley Company, Los 
Angeles, Calif. 


tutes an outlet for merchandise 
that the credit manager and the 
firm must exert every effort to 
maintain. 


Pooling Facilities 


A business bankruptcy or an un- 
healthy financial position on the 
part of the customer is a serious 
Situation from three _ different 
standpoints: 

1. An outlet for merchandise is 
lost. 

2. Smaller profits make a credit 
loss more difficult to absorb. 

3. It is an indictment of our 
credit integrity. 

So, we find today’s credit man- 
ager making wide use of the fa- 
cilities provided for him through 
a nation-wide chain of credit as- 
sociations and concentrating his 
time on the larger problems (so 
vitally necessary) to the mainte- 
nance of a healthy position for his 
firm. In the Los Angeles Bureau 
are departments for the _ sys- 
tematic and accurate exchange of 
credit information, for the scien- 
tific collection of accounts receiv- 
able, a department for the in- 
vestigation and prosecution of 


commercial fraud, a department 
devoted to credit groups organized 
by industry, to say nothing of de- 
partments having to do with edu- 
cation, legislation, business service, 
and every other credit subject. 
The pooling of these facilities is 
indeed a tribute to the vision of 
credit managers. I venture to say 
that no other profession has so 
successfully solved the problem of 
cooperation. 

If I were to pick the most mod- 
ern phase of credit management, 
I would without hesitation point 
to what we term in the Associa- 
tion, “Business Service,” which in 
effect is the rehabilitation of a 
sick business. Here is how it works. 
A customer, through the constant 
checking of the Interchange Bu- 
reau, is discovered to be slipping 
in his manner of payment. Fur- 
ther discussions through the credit 
group indicate something is wrong. 
Right here, if we followed the old 
rules, everyone would try to col- 
lect and, no doubt, bring about a 
business failure in so doing. But 
again, by applying codperation, 
the credit managers will send a 
business expert to the place of 
business and, under the most 
friendly auspices, offer to help. 

Very frequently an obstruction 
not visible to the owner can be 
corrected; at other times some 
major operation with continued 
supervision may be necessary. 
Everything is examined and meas- 
ured with tried and approved 
standards. Merchandising policy, 
overhead, display and accounting 
procedure all come under the mi- 
croscope. In more than 90% of 
the cases, the “patient” has re- 
sponded favorably; a possible fail- 
ure has been turned into a success, 
the outlet for merchandise has 
been maintained; and a construc- 
tive piece of work has been done. 


The Profit Factor 

To my mind, Credit Manage- 
ment has given a good account of 
itself. One of the greatest contrib- 
uting factors to this advancement 
has been the realization among the 
credit fraternity that “Codperation 
is not a sentiment; it is an eco- 
nomic necessity.” 
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Ten Commandments of 
Successful Salesmanship 


J. CHARRIER, of the Crescent 
Stationery Company, 133 Wash- 
ington Avenue, Belleville, N. J., 
guides his salesmen with “Ten 
Commandments of Successful 
Salesmanship.” These selling com- 
mandments act as a perennial gaff 
to effort because the salesmen 
working in this organization are 
not allowed to forget them. 

According to Mr. Charrier, too 
much salesmanship is hit-or-miss 
and much of this deficiency is due 
to hit-or-miss managerial direc- 
tion. The best way for the sta- 
tioner to get the best results from 
salesmen working on the outside is 
to formulate definite ideas about 
the most effective methods of sell- 
ing his merchandise and then in- 
duce his salesmen to stick to these 
fundamentals. With a definite set 
of rules as a guide, the stationer 
has something with which to gage 
the activities of his outside sales- 
men, a definite formula for test- 
ing and analyzing their selling 
methods. Readers will find the 
selling commandments compiled 
by Mr. Charrier of interest and 
more than likely valuable in con- 
nection with the management of 
either inside or outside salesmen 
offering stationery, office equip- 
ment and allied lines. 


1. Smile, Darn You, Smile 

A genial order-taker will sell 
more than a dead-pan salesman 
with dynamite in his presenta- 
tions. 


2. Pound Bass Drum for Quality 


Every salesman knows that 
quality products mean more re- 
peat business, better customer 
satisfaction, bigger sales volume 
and more income. Yet, salesmen 
often push too many price-items, 
particularly during slump periods. 
Pushing price-products won’t pull 
a business out of the pit. First, 
last, always, quality is tops. 


3. Don’t Standardize Your Talks 


All customers do not react the 
same way to the same sales treat- 
ment. The well trained salesman 
studies customers in order to han- 
dle them in accordance with their 
particular characteristics. One 
customer will take sales pressure 
without unpleasant reactions, an- 


Rules Used by J. Charrier 
of the Crescent Stationery 
Company, Belleville, N. J., 
to Guide His Salesmen in 
the Building of Profitable 


Business 


By FRED MERISH 


other customer needs more persua- 
sion than pressure, a third likes 
good fellowship and so on. Stand- 
ardization aids industrialists but 
not stationery salesmen. 


4. Know Your Stuff 


Study your merchandise from 
all angles, particularly, the newer 
lines. Experienced buyers spot an 
artificial sales talk quickly, com- 
posed as it is of glittering gener- 
alities and void of definite infor- 
mation when pointed questions are 
asked regarding upkeep, main- 
tenance, competitive products, 
and the like. 


5. Get Confidence or Get Out 


Confidence is the cornerstone of 
successful salesmanship, yet, the 
best salesmen lose heart occasion- 
ally. The wise sales. director 
watches for signs. Usually the 
salesman, beginning to back-slide 
in confidence, becomes a fault- 
finder, excuse-maker and price- 
talker. If a salesman has the right 
stuff in him, he can be pulled out 
of the rut with proper coaching. 


6. Budget Your Time 


Keep a systematic check on your 
pre-arranged schedule to assure 
coverage of ground. Watch the 
clock, not to tell when to knock 
off but to time your efficiency. In- 
side salesmen should budget their 
time during off-sales periods. Get 
into these “dead selling periods” 
as many store chores as possible, 
from window decoration to stock 
arrangement. Store sales depend 
a lot on how well you do such 
store chores. 


7. Obey the Law of Averages 


Applicable to a stationery sales- 
man behind the counter or a sta- 
tionery salesman in the field. Just 
as a certain number of sales at- 
tain a certain average from a cer- 
tain number of prospect calls, so 
will a certain average of store 
Sales result from a certain number 
of sales suggestions, a certain 
average increase in net profit from 
a certain degree of effort made to 
push long-margin items, an aver- 
age number of self-sales made 
from open displays, and so on. In- 
crease your merchandising effort 
along any path and the law of 
averages will give you a better 
break on sales. 

8. Make Your Prices Stick 

Many salesmen are too prone to 
tell a prospect, “I’ll see if I can get 
a better price from the office.” 
That type salesman becomes a 
marked man for bid peddlers. He’s 
working for the customer, not the 
boss. Two-price organizations de- 
pend upon chicanery more than 
prestige to close sales. Four-square 
salesmen and selling organizations 
offer few rubber price lists. 

9. Consider the Customer and Boss 

Sell as many long-margin items 
as possible. Don’t stack up on 
easy-to-sell low-margin specials 
or staples. Maintain a profitable 
unit sale. 

10. Convince the Sellee He Profits 

Find the element that saves 
money or its equivalent in your 
product, then stress it. Profits 
may not always be in cash. Sales 
directors list other profit elements 
as time, convenience, comfort, 
cleanliness, health, pride, enjoy- 
ment, beauty, praise of others, 
popularity, attraction of opposite 
sex, escape from criticism, keeping 
up with the Jonathans, self-grati- 
fication, elimination of waste, 
stitch in time saves nine, and oth- 
ers. The profit-to-prospect angle 
is hidden in every product. Spade 
it up. Play it up. 

Stationers will find it profitable 
to give a copy of these “Ten Com- 
mandments of Successful Sales- 
manship” to their inside and out- 
side sales help and to hang a mas- 
ter copy in the office as a constant 
reminder not to forget. 








Put the Man Together Right 


seek all the evidence, to be on 


Note—This article, reprinted 
from the Seattle Star, was brought 
to our attention by O. G. Bayless, 
vice-president, Lowman & Han- 
ford Company, Seattle, Wash. The 
clipping, read by all members of 
the company’s sales staff, bears 
the initials of each. With Mr. Bay- 
less’ belief that readers of OFFICE 
APPLIANCES will be interested, we 
are in hearty accord. 

The article has nothing to do 
with prices and discounts. But very 
much to do with business gener- 
ally. And “perpetual inventory” in 
particular, but the latter in rela- 
tion to self rather than goods. 


Ml 

Tinian is a current story of a 
five-year-old and her dad. It 
seems that father had been trying 
vainly to scan the news in his fa- 
vorite daily to the accompaniment 
of a running fire of those surpris- 
ing questions such as occur only 
to five-year-olds. Finally, in des- 
peration, father proposed that the 
child play with the jigsaw map of 
the world and retired with a com- 
placent sigh to his armchair and 
the news. Father’s triumph was 
brief, however, for in almost no 
time the child was back again tug- 
ging at his sleeve. The map, she 
said, was done and he should see 
for himself. To his amazement she 
was right. Believe it or not, before 
his eyes—there was the world 
map, continents, oceans, every- 
thing, perfectly joined up by a 
five-year-old girl. Breathlessly fa- 
ther said, ‘How—how did you do 
it?’ Vainly his self-pride sought 
a parallel from his own five-year- 
old days. 

“Tt was easy, daddy,’ was the 
grave reply. ‘You see, there was a 
picture of a man on the other side 
and when I put the man together 
all right, then the world came out 
all right!’ 

“Today’s world is out of joint, 
and we grownups are too prone to 
forget the man beneath the prob- 
lem. 

“Put the man together right so 
the world will be all right! This is 
the great job of homes, of 
churches, of schools, of democracy 
itself. Upon its success depends 
the success of the world. 

“Scornful of this view are the 
dictatorships of today—govern- 


mental machines, set up by arbi- 
trary force in times of desperate 
need. The more desperate the 


By WORTH McCLURE 


Seattle School Superintendent 


need, the more inviting is the au- 
tomatic millennium promised by 
the dictator. 

“Today’s world is out of joint. 
There is no other way except the 
way of the Child—put the man to- 
gether right! ‘First produce a great 
people. All the rest will follow.’ 
No governmental system is or can 
be any better than the people who 
operate it. 


Put the Man Together Right! 


“Does the magic of dictatorships 
cancel the weakness of mankind— 
eliminate the twin evils of greed 
and selfishness? Witness the swag- 
gering of the dictators, the propa- 
ganda trials, the various ‘blood 
purges’—all evidences that greed 
fights greed, relentlessly, behind 
the scenes in maddened lust for 
power. 

“The way to put the world to- 
gether right is to put the man to- 
gether right. This was so plain 
that even the child could see it. 
Religious thinkers of many faiths 
have always preached it. The fa- 
thers of the American Constitution 
voiced it in the Preamble—the lof- 
tiest expression of national pur- 
pose the world had ever seen. Since 
Thomas Jefferson, American edu- 
cation stands committed to it. 

“In a democratic country, home, 
church, school and all the idealis- 
tic agencies are free to stand to- 
gether to this great end. Honesty, 
tolerance, self-control, self-reli- 
ance, reverence, zeal for the com- 
mon welfare, and all the rest— 
these are fundamental American 
virtues to be cultivated in growing 
lives. Schools must unlock the 
treasure houses of information and 
culture with the keys of learning. 

“They must challenge Youth to 





@ IT is almost always true that 
when an employer studies the 
work of his best men, he finds a 
few things that these men do 
which are generally neglected by 
others. Get the rank and file to 
do the things the topnotchers do. 
—CONRAD A. NETZHAMMER, 

Northwestern Furniture Company 





guard against propaganda, to 
think for itself. They must provide 
opportunity for all. They must 
even help in the choice of occupa- 
tions and give such vocational 
training as they can give well. 

“Happily, today’s schools place 
more emphasis than ever on char- 
acter as successful living. They not 
only teach Youth to say, ‘promote 
the general welfare’, but they help 
Youth to live it by such youthful 
activities as junior safety patrols, 
student Halloween campaigns and 
school service clubs without num- 
ber. 

“Most crime-prevention pro- 
grams, essential as they are, come 
twenty-five years too late. Some 
day we shall curb moral disease, 
like physical disease, at its source 
by eliminating the things that 
contaminate. Therefore schools 
cooperate, within statutory limits, 
with churches, character-building 
agencies and community groups 
like King county’s coordinating 
councils. They offer aid to the 
nationwide parent education pro- 
gram of parent-teacher associa- 
tions which seeks to fortify the 
spiritual influence of the Amer- 
ican home. 

Heed the Dynamics of Democracy 


“Can democracy change human 
nature? A little less than forty 
years ago, the cry of ‘Remember 
the Maine’ roused a_ peaceful 
America to war fever almost over- 
night, although the offending na- 
tion denied responsibility. There 
is no question as to who sank the 
Panay, but today America waits 
sadly, but calmly nonetheless, 
while its department of state deals 
with the catastrophe. Wrongs that 
went unheeded forty years ago are 
today the subjects of earnest study 
and legislative endeavor. Forty 
years ago many Americans sniffed 
suspiciously at study and ‘book 
larnin’.’ In today’s America, adults 
by the millions flock to evening 
schools for cultural, recreational 
and trade classes, to WPA adult 
education groups and to public fo- 
rums to engage in a cooperative 
search for truth about public ques- 
tions. Seattle has her thousands 
in this great educational revival. 

“Put the man together right and 
the world will be all right. The 
greatest resource of any nation is 
its people. Let us heed the dynam- 
ics of Democracy. They are at 
work.” 





Dealer Uses Trade Journal 
Recognition in Local Publicity 


4i 

a OUR program of promoting 
publicity we do not feel that we 
have reached the payoff until any 
national publicity about our con- 
cern (through a trade journal or 
otherwise) has been fed back to 
our local papers.” Thus R. C. 
Mason, proprietor of Mason’s 
Typewriter Exchange, Almond, 
N. Y., epitomizes his systematic 
publicity policy which incorporates 
an opportunistic suggestion that 
should interest other dealers. 


First Story in Office Appliances 


A story was published in OFFICE 
APPLIANCES citing a novel adver- 
tisement used by the Mason Type- 
writer Exchange. Appearing in 
the “Here and There” section of 
this journal. A reprint of the rebus 
advertisement was also shown. 
The story told how the advertise- 
ment was clipped from a local 
newspaper, pasted on an envelope 
and mailed by Robert C. Mason, 
Jr., in school at Cleveland, Ohio. 
The envelope was delivered to the 
Mason firm without other address 
than the picture in the advertise- 
ment—consisting of a stone mason 
at work, two typewriters, and an 
almond nut, followed by the let- 
ters N. Y. As translated by the 
Cleveland postal clerk, the ad- 
dress read, Mason—typewriters— 
Almond, N. Y. 

Alert to the possibility of using 
this journal’s story of recognition 
for further publicity for home 
consumption, the senior Mr. Mason 
succeeded in getting a news item 
printed in three community news- 
papers: The Hornell Tribune 
Times of Hornell, N. Y.; the El- 
mira Advertiser, Elmira, N. Y., and 
the Evening Leader of Corning, 
N. Y. Coincident with the appear- 
ance of this news comment, Mr. 
Mason reinserted the rebus ad- 
vertisement which had previously 
run in these papers. 

Enumerating his steps in this 
publicity sequence, Mr. Mason de- 
scribes his line of approach in 
the following: 

“Now, in this entire process of 
publicity we did not take advan- 
tage of anyone. To us it is alla 
part of a very definite program. 
The local newspapers were glad 


How Effective Publicity in 
Local Newspapers was 
Obtained Through System- 
atic Planning and Playing 


Up the Recognition Given 
by OFFICE APPLIANCES 


As Told by R. C. MASON 


Mason's Typewriter Exchange, 
Almond, N. Y. 


to run a story about the use of 
an ad that had appeared in their 
papers and which had been used 
to address a letter that reached 
a local concern (ourselves) in a 
most unusual manner. This was 
news and news about a good ad- 
vertiser. We were equally pleased 
to repeat the ad in their papers 
when they published the item 
concerning us and the particular 
ad in question. 

“When the postcard incident 
first took place, we felt certain 
that such an unusual circum- 
stance about a member of the 
office equipment fraternity would 
be of interest to others in our 
line of business. So we sent the 
story to OFFICE APPLIANCES and it 
was printed. Whereupon we im- 
mediately rewrote the part about 
the sending of the letter, adding 
that it concerned an advertise- 
ment which had appeared in the 
columns of that particular paper 
and had been cited by the na- 
tional trade publication, OFFICE 
APPLIANCES. This checked the bet 
back to the local area and gave 
us another bit of publicity and a 
beautiful excuse to repeat the ad- 
vertisement in the local pavers 
again.” 


Opportunity for Other Dealers 


Mr. Mason, in passing this ex- 
perience on to other dealers. 
points out that those who fail to 
take advantage of similar public- 


ity are missing an opportunity. 

“Every time a retailer or a mem- 
ber of his company receives sig- 
nificant mention in a trade pub- 
lication, he owes it to his local 
paper or papers to release a story 
on the event,’ according to this 
aggressive typewriter dealer. 
“True, they will not always have 
space for such a write-up, and the 
larger the city the less chance 
for it, but the newspapers in areas 
outside the metropolitan districts 
are usually glad to get news stories 
about local concerns. Certainly, 
one cannot expect to write such 
a story in the form of an adver- 
tisement or use too frequently the 
name of his firm and expect a 
newspaper to run it. Nor can one 
expect a news reporter to accept 
a version of a story without seeing 
the proof. In other words, show 
him the national publication with 
your story in it. 

“The average reporter may even 
then appear a trifle cool about 
using your story, but ten to one 
he could almost kiss you for call- 
ing his attention to it. Those 
scribes have to fill space, and 
more space, day after day, and 
your little article may be the piece 
that saves someone tomorrow’s 
headache. If he also knows that 
your ad is going to the advertising 
department to appear in the same 
issue, he is going to be doubly 
interested; because he knows it’s 
the pay off from the advertising 
that keeps his baby in shoes. No 
ads, no salaries!”’ 


Publicity Not a Racket 


Mr. Mason wisely supplements 
the foregoing suggestions with a 
fitting precaution. 

“The firm which looks upon 
good clean publicity as a racket,” 
he says, “‘will never get very much 
satisfaction out of the kind it re- 
ceives, for this attitude will be a 
great handicap. But the adver- 
tiser profits who looks upon ad- 
vertising as a huge cooperative 
proposition in which he helps not 
only himself but his local paper, 
his trade journal, and the readers 
of both by sharing in as interest- 
ing a manner as possible the odd, 
rare, or peculiar circumstances 
which occur occasionally.” 
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Let's Sell the Doctor 
Some New Office Equipment 


Bs THE matter of office furnish- 
ings and equipment doctors’ of- 
fices are at least a decade behind 
the advances made in other fields. 
That statement is the result of a 
cross-section survey taken in Los 
Angeles medical buildings before 
preparing this article. Therefore 
it would seem that doctors’ offices 
offer possibilities for salesmen and 
firms alert to new-business fields. 

Why are doctors so persistently 
clinging to the old furnishings and 
equipment? Anyone who has 
waited in the depressingly dark 
atmosphere of an eminent sur- 
geon’s reception room can testify 
with what inner trepidation he 
then entered into the sanctum. 
The old desks, dark chairs, dark 
walls with dark steel engravings 
on them, do not lighten our bur- 
dens. The facts of our survey show 
that the average doctor does not 
give sufficient thought to the ap- 
pearance of his office. That is 
why the heavy oaken table and 
the hatrack still flourish so freely 
where progress of the profession 
has gone on and left them. 

Some doctors, it is true, have 
stopped hiding their lights under 
bushels. They realize that a cheer- 
ful office and reception room, 
properly modernized, not only en- 
hance reputations but also have a 
definite psychological effect on 


A Scarcely Tapped Market 
for Furniture Awaits the 
Aggressive Dealer — Sur- 
vey Reveals Big Opportu- 


nities 
By J. J. STAPP 


patients. Here lies the crux of the 
situation—doctors are unwilling 
to admit that appearance has any- 
thing to do with their profession. 

Only within the profession itself 
is it admitted that doctors live 
not by knowledge alone. In the 
final analysis, the best doctor in 
the world must sell himself in or- 
der to eat regularly. Doctors live 
by repvtation—hard, but true. 
Perhaps the hardness of that 
statement is the reason why doc- 
tors refuse to admit it, generally 
speaking, but push it into the 
background, “sublimate” as the 
psychiatrist would say. 

It is doubtful if this sublimation 
adds much to the average medico’s 
reputation. If we can bring them 


to regard their offices as an exten- 
sion of the “bedside manner,” we 
are on the right selling track. The 
bedside manner is atmosphere, 
having nothing to do with the 
doctor’s real ability and knowledge 
yet subtly bringing him en rapport 
with the patient. This is recog- 
nized as necessary in treating the 
patient. The office, likewise, should 
be an extension of the doctor’s 
personality. Instead, in most cases 
it reflects a personality dark and 
foreboding. 

Here we have a curious an- 
omaly: The most advanced profes- 
sion in the world, one eager to 
seize upon and utilize all proved 
technical advances, with a “face” 
that has been unchanged for 
years. The doctor’s office stands 
sadly in need of face-lifting, it 
seems. 


Now Is the Time to Sell 


In addition to seeing the inside 
of a good many doctors’ offices, 
the writer was able to converse 
with those who were not busy 
when he called. After explaining 
the nature of our survey, the first 
question asked was: How are col- 
lections? In most instances the 
answer was “good” or “fair’— 
much better than for a long time. 

The next query was: How old 
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THE MOVIES CRE- 
ATE BEAUTY IN 
THE OFFICE. — 
Here is a motion 
picture director's 
idea of what a phy- 
sician’s private of- 
fice should look 


are your Office furnishings and 
equipment? Most had been in 
service since the doctor started his 
practice, separate pieces being re- 
placed as needed. In only one in- 
stance did we find that a complete 
modernization had been under- 
taken in the past five years. We 
did not consider the furnishings 
functionally effective in this case; 
the doctor had gone to a furniture 
store and picked out a maple liv- 
ing room suite for his reception 
room. We wondered where the 
office furniture salesman who sold 
him the three desks happened to 
be at this point. 

Have you thought about mod- 
ernizing your offices and reception 
room? That was the final ques- 


THE MOVIES 
SHOW A _ DOC- 
TOR’S RECEPTION 
ROOM.—As in the 
above picture com- 
fort, dignity and 
grace are not found 
wanting in this 





tion. The answers were varied. 
One doctor pointed out that he 
was obliged to spend so much on 
technical equipment that he 
couldn’t afford to invest in a com- 
pletely remodeled office but was 
cbliged to buy a new piece now 
and then as the need arose. This 
was perhaps the only answer that 
would have defeated an alert and 
experienced salesman. Most of 
the doctors were willing to admit 
that a fine office would be wel- 
comed but that the old one was 
“good enough’—that it really 
made little or no difference in 
their profession. Our arguments 
above would defeat this line of 
reasoning. The gist, then: New 
equipment is fine but the office 
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like. A fine-grade 
desk, armchairs, 
modern  appoint- 
ments and a built- 
in bookcase form a 
whole that reflects 
dignity, grace and 
utility. 


really doesn’t matter very much. 

In motion pictures with doctor- 
heroes, many of which have been 
and are being released, we find the 
hero does think that it matters. 
For a Hollywood tenet is that a 
man is known by his background. 
True or not is beside the point; 
the movies are making it stick 
with the general public. Doctors 
are among that public, like the 
rest of us. They are as subtly in- 
fluenced by motion pictures as are 
we, and the writer has been in- 
formed that doctors seldom miss a 
picture about doctors. 

Therefore, the present cycle of 
doctor-heroes is bound to have a 
determining effect in the matter 
of opening doctors’ eyes to the 


“*set’’ reception 
room. The sign 
upon the couch 
indicates the scene 
is complete and 
ready for the direc- 
tor to begin shoot- 
ing the picture. 
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possibilities of an effective office, 
one which will reflect his person- 
ality. Since the motion pictures 
usually stay a step ahead of the 
commercial field in the matter of 
furnishings, the writer thought it 
well to include with this article 


some illustrations of the latest 
doctor’s office to come out of Hol- 
lywood. 

The accompanying pictures are 
sets for “Wife, Doctor, and Nurse,” 
said to be one of the finest and 
most authentic pictures ever made 


OFFICE APPLIANCES 


about doctors. It will interest doc- 
tors, we trust, in the idea of re- 
furbishing their offices. It will in- 
terest you, we hope, in the pros- 
pect of calling on doctors, an 
almost untapped field for the sale 
of new furniture and equipment. 


Sell Health with Posture Chairs 


Econ health is the best of all 
assets. One cannot begin too early 
in life to care for it and one is 
never too old or too high and 
mighty to regard it as the most 
prized possession. When you try 
to sell health with posture chairs, 
you are talking from a standpoint 
that no one can afford to disre- 
gard. Of course, no one believes 
that you can sell health, but 
everyone knows you can sell mod- 
ern conveniences and comforts 
that help to restore and preserve 
good health. 

“The day is past,” says George 
B. Morrison, “when you just walk 
into a store and buy something to 
use for a seat.” 

Mr. Morrison, who is president 
of The Indianapolis Office Furni- 
ture Company, Indianapolis, Ind., 
is thoroughly sold on _ posture 
chairs. He is a firm believer in the 
assertion that you must be sold on 
your own merchandise before you 
can sell it to others. 

“However,” he says, “the trade 
must be better educated in the use 
and importance of posture chairs. 
We find that unless a person has 
used one or has talked with some- 
one who has used one, he is dubi- 
ous about whether or not it will 
be comfortable. The best way to 
sell a posture chair is to take it 
into office, leave it and let one of 
the girls use it. If she will use it 
for one week, the chair will never 
get away from her. 

“The spinal column is the bodily 
nerve center; one might say, it is 
the crossroads of the nervous sys- 
tem. It is, therefore, obvious how 
posture chairs would affect the 
health of the individual. The 
salesman can do a better job of 
selling if he will study all the liter- 
ature available on the subject. 

“In selling, these are the points 
to be emphasized—comfort, self- 
confidence and appearance, all of 
which directly affect the health of 
the individual. 


Suggestions from the Expe- 
rience of George B. Mor- 
rison, President, Indianap- 
olis Office Furniture Com- 


pany, Indianapolis, Ind. 
By KATHERINE M. HAAFF 


“The idea to bring out is not 
only the fact that it is a comfort- 
able chair, but through that very 
comfort, the employe is much less 
fatigued and can do a great deal 
more work. As a matter of fact, 
buying posture chairs actually 
puts money into the employer’s 
pocket. Anything that adds to the 
employe’s health, adds to his 
peace of mind and working effi- 
ciency. The employes make the 
most of their working hours and 
naturally help to make more money 
for the firm. 


Furniture Bought for Utility 


“It all goes back to the selfish 
viewpoint. It is all very well to 
assume that a business man buys 
good furniture and tools with 
which to work because of his phil- 
anthropic nature, but the fact re- 
mains that he has to look out for 
his own interests. He has a selfish 
reason for buying good equipment. 
He knows that comfortable work- 
ing conditions help, in an indirect 
way, to swell the figures on the 
right side of the ledger. 

“From the standpoint of appear- 
ance, it is important to have the 
most modern equipment. Not only 
does this affect the workers direct- 
ly, but the public who come into 
the office. Many times, customers 
will form an opinion of the firm 


with which they are doing busi- 
ness by their office. 

“A well equipped office is a 
source of pride to all its occupants. 
Those who used the old equipment 
during months and years of strict- 
est economy can realize this more 
keenly. Wherever we have sold 
new furniture we have checked 
up and found this to be true. 

“From the worker’s standpoint, 
the salesman will always do well 
to add that all the employes— 
not just a chosen few—deserve the 
best. This must be done in a 
subtle way, of course. It is evi- 
dent that whatever is beneficial to 
one is beneficial to all. 

Posture Chairs Adjustable to User 

“An important thing to mention 
about posture chairs is the fact 
that they can be adjusted to fit 
the individual. You do not have 
to fit your chair; it fits you. 

“Selling posture chairs need not 
be confined to the needs of the 
employes. Executives also use 
them. If they are good for the 
employer, they must be good for 
the executive. 

“The beginner salesman’s first 
task when he enters our employ is 
to study the manufacturer’s liter- 
ature, then find the actual mer- 
chandise and go over it carefully. 
He should also study articles per- 
taining to the subject. 


“The best way for a salesman to 
get prospects is through plenty of 
leg-work. During each call, he 
should make an effort to sell his 
merchandise and his company and 
if he does his job right, he will 
make a sale. He will make a sale, 
but he may not always get an or- 
der. In other words, the man who 
does not get an order has not 
necessarily lost a sale. He can sell 
himself, his product, and his firm 
to the extent that whenever the 
company is in the market for his 
product, they will think of him. 
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“Some say that salesmen are 
born; some say they are made. 
All whom I know have been made. 
Salesmanship entails hard work, 
study, and perseverance. The au- 
thor of a certain article has said 
that salesmen have to be fighters. 
They do have to be fighters and, 


at the same time, never get into a 
fight. It never pays to argue with 
a customer. 

“The successful salesmen I know 
all worked hard and studied—not 
only in the daytime, but at night. 
When they applied for a position, 
they were clean-cut, bright look- 


ed 
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ing chaps, instinctively observing 
the technique of a good approach. 
A person has to know something 
about salesmanship even before he 
gets to be a salesman. He has to 
sell himself before he can get an 
opportunity to demonstrate his 
talents.” 


) 
LU RAN 
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MODERNISM PERSONIFIED.—This handsome installation of 

Evansville No. 3400 group in blond walnut was made recently 

in the private offices of the Weston hotel, 355 West Madison 

street, Chicago, by the Kendrick Furniture Company, 218 West 

Jackson boulevard. Chairs are by the Johnson Chair Company, 
Chicago. 





THIS INSTALLATION OF A SHAW-WALKER TRIPLE-DUTY 

COUNTER WAS RECENTLY MADE BY THE HALL-MARTIN 

COMPANY IN THE OFFICES OF THE CUMBERLAND POWER 
& LIGHT COMPANY, BOTH OF PORTLAND, ME. 
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GLOBE-WERNICKE INSTALLATIONS IN THE RALEIGH 
COUNTY COURTHOUSE, WEST VIRGINIA.—(Above) Grace 
and dignity mark this courtroom with its genuine walnut equip- 
ment of special design. This group includes the judge's bench, 
witness stand, platform, tables and, at the left. the jury box. 
(Lower) These standard Globe-Wernicke roller shelf units are 
used to house large ledger books. The tables have special 
sloping tops, are standing height and forty-eight inches in 
length. They are equipped with hard-tempered Masonite tops. 
These installations as well as that of a large number of 
files were made by Cole & May, Globe-Wernicke dealers at 
Beckley, W. Va. 











he 


1809 — February — 1865 








eee 


1732 — February — 1799 


INSPIRATION 


MAY reflection upon their lives and their contributions to the establish- 
ment and preservation of our country re-energize our determination to. 
protect the institutions which have afforded the common man his greatest 
opportunity in history from insidious and open efforts to destroy them. 


EDITORIAL 


The Federal Licensing Bill 


#¢ If the Borah-O’Mahoney federal licensing 
bill is passed, the act will confer on the federal 
government enormous powers over the affairs 
of all concerns engaged in interstate commerce 
and businesses which may be held as affecting 
interstate commerce. Owing to the new defini- 
tion of “commerce,” which is more inclusive 
than the previously accepted definition of “in- 
terstate commerce,” federal control might be 
extended over virtually every business in the 
land. 

The bill is regarded with great apprehension 
by business leaders throughout the country. Lit- 
tle imagination is needed, especially by those 
who were familiar with the politics that began 
to creep into the operation of the NRA in its 
closing days, to foresee the potential conse- 
quences of such a licensing act—regardless of 
the political party in power. 

The licensing of some commercial facilities, 
such as radio broadcasting, possibly is necessary 
owing to the need of centralized control over the 
apportionment of radio wave lengths and sta- 
tion power, as a means of orderly regulation of 


the traffic of the ether waves. But in licensing 
the companies operating in this field we have 
clipped the wings of their freedom. The control 
of the policies of the various stations practically 
rests in the hands of the commission, and the 
commission has the power to seize upon any pre- 
text and tie up a given station. 

One of the purposes of the proposed act is to 
curb abuses that have accompanied the growth 
of the corporate form of enterprise. But it is 
believed that the legislation would bring about 
more serious inequities to stockholders than 
would be corrected by its passage. 

A second purpose of the bill is to use the li- 
censing plan as a vehicle for the institution of 
federal labor standards and the regulation of 
conditions of employment. 

A third purpose of the impending legislation 
is to serve as a means of enforcing the provisions 
of other acts. Thus, a corporation charged with 
the violation of any other Act of Congress might 
also be charged with the violation of the Licens- 
ing Act and be threatened with the loss of its 
right to engage in commerce, through the rev- 
ocation of its license. Penalties for violation of 
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the act extend even beyond perpetual injunction 
against engaging in commerce. A corporation 
convicted of violating any of its provisions might 
also be fined a percentage of its capital stock. 
While persons convicted of violation would be 
subject to a fine of not over $10,000 and imprison- 
ment of not over five years. 

Administration of the act would be under the 
jurisdiction of an enlarged Federal Trade Com- 
mission of nine members; three of whom would 
represent employes, employers, and the con- 
suming public; a fourth to act as Commissioner 
of Corporations. 

Among the stipulations in all licenses are pro- 
visions for the safeguard of collective bargaining 
rights, authorizing the commission to seize for 
inspection the books of a company involved in a 
labor dispute. The act reads, “for the purpose 
of facilitating and rendering such collective bar- 
gaining more effective, to secure from licensees 
involved all relevant and detailed data as to pro- 
duction cost, prices, and profits, or other ques- 
tions at issue, for the confidential use of the 
representatives of the employes and employers.” 

This drastic provision not only violates the 
rights of private enterprise but places a com- 
pany’s fate at the mercy of a board, in accord- 
ance with its attitude toward the records re- 
vealed. Not to mention the possibility of the 
private use of such information obtained by 
officials who might later retire to private busi- 
ness and join the forces of a competing firm. 

The proposed legislation not only exerts con- 
trol over business concerns by means of the li- 
censing power granted the commission, but the 
act provides an opening wedge for further con- 
trol over methods of competition and trade and 
labor practices. It authorizes an immediate in- 
vestigation of ‘‘the several basic industries of 
the United States,” with the intent to submit 
to Congress the findings on economic conditions 
in such trades and industries with recommenda- 
tions to eliminate unfair practices. 

The act would also require the Federal Trade 
Commission to summon a national industrial 
conference of employers, employes, and the in- 
vesting public to develop a program for the co- 
ordination, stabilization and orderly develop- 
ment of the basic industries, and for a more 
equitable distribution of the earnings of com- 
merce, trade, and industry. 

The Committee on Manufacture of the Cham- 
ber of Commerce of the United States has issued 
a warning against the measure, and other groups 
have denounced the proposal. It is highly im- 
portant that business men should be aware of 
the results should the bill be passed, and they 
may well express their views to their senators 
and congressmen. 
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Trade Balance in South Africa's Favor 
@<¢ A few months ago we quoted a paper from 
South Africa in which it was suggested that 
they reduce their purchases from the United 
States of America, because they considered that 
the balance of trade was in our favor. However, 
the trade publication “The South African Printer 
and Stationer,” in its December number reports 
the great quantities of gold that America has 
purchased from South Africa during the period 
from January 1, 1930, to May 1, 1937—when the 
United States has bought 75 to 80 per cent of 
the whole world’s production in those years. 

This publication reveals that during the last 
few years the balance of trade has actually been 
very much in South Africa’s favor, as indicated 
in the statement: “It is apparent that credits 
have been flowing to South Africa from America 
very much in excess of those created by South 
Africa’s purchase of American merchandise.” 

In the same number “The South African 
Printer and Stationer” reprints a protest against 
the 300,000 “cheap American publications” 
which are dumped into South Africa every 
month, and sold widely on her stands. We ap- 
prove the protest, and would be happier if less 
of it were produced over here. 
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Injunctions Under State Fair Trade Acts 


@¢ The statement presented below, prepared 
by attorneys for the Office Machine Dealers As- 
sociation of New York, concerns an operating 
phase of State Fair Trade Acts which warrants 
thoughtful consideration by all retail mer- 
chants. Should events follow the pattern sug- 
gested in the statement, a precedent will be es- 
tablished in the matter of injunctions that will 
have a far reaching effect. Specifically, it will 
permit a dealer to obtain a court order restrain- 
ing a competing dealer from selling trade- 
marked merchandise at a price lower than that 
fixed by the manufacturer. 

“The Office Machine Dealers Association of 
New York, though unsuccessful in its first at- 
tempt to obtain an injunction against an alleged 
price-cutter under the Fair Trade Act, is now 
in a position to obtain such an injunction in 
view of the recent decision of the Appellate Divi- 
sion of the New York Supreme Court, Second 
Department. 

“In an action in the New York Supreme Court 
by the association against Benco Sales Company, 
an injunction was denied by Mr. Justice McCook, 
who based his decision upon a similar denial by 
Mr. Justice Aldrich of the Supreme Court, West- 
chester county. On the day of the hearing of the 
New York association’s case, the holiday-liquor- 
price-war was at its height and the courts were 
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flooded with applications for injunctions by the 
liquor distillers. Mr. Justice Aldrich denied an 
injunction to a liquor dealer against a com- 
petitor-price-cutting liquor dealer and Mr. Jus- 
tice McCook followed this decision in denying 
the New York association’s injunction against 
an alleged price-cutting dealer, stating, in sub- 
stance, that only a manufacturer could so en- 
join its dealers. The liquor dealer took an appeal 
from the decision of Mr. Justice Aldrich to the 
Appellate Division of the Supreme Court, Second 
Department, and on January 28, 1938, a unani- 
mous decision was handed down by the Appel- 
late Division reversing Mr. Justice Aldrich and 
granting the injunction to the dealer against 
his competitor-dealer. 

“The attorneys for the Office Machine Dealers 
Association of New York have advised Mr. John 
Leser, president, that upon a reargument of its 
case before Mr. Justice McCook, the court will, 
in their opinion, reverse itself and follow the 
Appellate Division of the Second Department. 
Such reargument will take place during the 
month of February, 1938. It is, of course, possible 
that the liquor dealer’s case may be taken up 
to the Court of Appeals of the State of New 
York, that being the Court of last resort in New 
York State. In the opinion of the attorneys for 
the Office Machine Dealers Association of New 
York, the decision by the Appellate Division, sec- 
ond Department, is sound, and would be fol- 
lowed by the higher courts. 

“The decision by the Appellate Division of the 
Supreme Court of the State of New York, Second 
Department, now permits a dealer to enjoin a 
competitor-price-cutting dealer from further 
selling, advertising or offering for sale com- 
modities under the prices fixed by the manu- 
facturers. This is, of course, a great advantage 
to the dealers and is a further example of the 
importance of the Feld-Crawford Act (New 
York Fair Trade Law) as far as the dealer is 
concerned. This decision by the courts, permit- 
ting a dealer to enjoin his competitor-price- 
cutting dealer from further price-cutting, is, we 
believe, the first judicial interpretation in the 
country on that point, and therefore of utmost 
interest to dealers in general.” 


OFFICE APPLIANCES 


German Trade Act Cuts U. S. Sales 
#¢ In some of the articles on conditions in the 
office appliance trades of various foreign lands, 
published in the special section of the January 
number, the writers include statements telling 
how United States machine imports have de- 
clined, because of the compensatory trade agree- 
ments which have enabled certain nations to 
supply the markets in other countries at un- 
precedented low prices. The subject was also 
discussed in a brief editorial in that issue. 

Also in the corresponding number a year ago, 
Stephen P. Danforth, president of Casa Pratt, 
Inc., Rio de Janeiro, expressed the opinion that 
English and American manufacturers were not- 
ing with concern the increased volume of office 
equipment business which Germany was doing 
in Brazil, solely because of a barter arrange- 
ment resulting in price advantage only. 

In a recent letter Mr. Danforth discloses that 
although United States typewriters have always 
had the major part of the market, during the 
first nine months of 1937 Germany shipped 
8,410 machines to Brazil, compared to 8,553 
shipped by the United States. During the same 
period in 1936, Germany’s typewriter business 
with this country was less than half its 1937 
volume. The increasing position of Germany in 
this market is also shown by the fact that Sep- 
tember recorded the heaviest imports from that 
country of any month of the year to date—a 
total of 2,007 machines. 
™~ Mr. Danforth declares that under present cir- 
cumstances there is nothing that representa- 
tives of United States manufacturers can do to 
offset the competitive conditions. 

United States manufacturers are, of course, 
giving consideration to the situation. The arti- 
cles in our January number brought out the 
desirability of some new reciprocal trade agree- 
ments between the United States and number 
of other countries. In view of the fact that other 
U.S. exports are facing similar conditions in the 
different foreign markets, it is probable that new 
commercial treaties will grow out of the prob- 
lem ultimately. 


HERE AND THERE 





EDWARD R. HARRINGTON GETS 
A BUFFALO 

The accompanying picture* (see 

note at end of story) shows Edward 

R. Harrington of Heinze, Bowen & 


Harrington, stationers in Phoenix, 
Ariz., with a buffalo, the head of 
which he will add to his hunting dled up a pinto 


trophies. The story was furnished by 
one of the best scouts who rides the 
western ranges. 

"Ed Harrington got right tired of 
city clothes and right hungry for a 
smell o' the bia outdoors. So he 
reached for his shootin’ iron, sad- 
led i pony out back of 


the sheriff's office and moseyed out 
to the sagebrush. Danged if he 
didn't pretty soon see a herd comin’ 
hell bent f'r election. And not an in- 
jun in sight. He was rollin’ a cigar- 
ette with one hand when they went 
by. He didn't even get off the 
pony, but just popped a big critter 
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from the hip. He'll have a nice buf- 
falo robe for sleighin' 'round Phoe 
nix this winter.” 

Old Scout Harry should have 
added that the state of Arizona an- 
nually reduces the buffalo herd be- 
cause of difficulty of winter feeding. 
Twelve a year are killed, the names 
of licensed hunters being drawn 
from a hat. Mr. Harrington, in line 
with the eleven others, was permit- 
ted to keep the head and hide, the 
flesh going to the state. 


* The picture, which we hope to pre- 
sent next month, showed the buffalo 
stretched out with Mr. Harrington 
viewing him from offside. The photo- 
graph with others was given to the 
engraving company’s messenger boy 
who, sauntering across the bridge 
over the Chicago river near our 
office building, paused and leaned 
on the railing to watch the floating 
ice from Lake Michigan. A gust of 
wind and... well, the packet, if still 
afloat, should be at the Ottawa locks 
on the Illinois river now. 





BRAINARD NAMED BANK 
OFFICIAL 


Announcement has just been made 
of the appointment of George C. 
Brainard, president of the General 
Fireproofing Co., Youngstown, Ohio, 
as a Class ''C"' director of the Fed- 
eral Reserve bank of Cleveland. The 














GEORGE C. BRAINARD 


appointment was made by the board 
of governors of the Federal Reserve 
System and is for a period of three 
years extending to the end of 1940. 
Mr. Brainard was at the same time 
appointed deputy chairman of the 
Cleveland bank for the year 1938. 
He has been a member of the board 
of directors of the bank since 1936 





ASTOUNDING THE FISHERMAN 

The Tanbarker, Eagle-Ottawa 
Leather Company's house organ nar 
rated a tale regarding a member 
of the ''E-O' manufacturing per- 
sonnel. This worker likes to fish 


through the ice. One trip he made 
a heavy catch of minnows, so he 
put them in the drinking trough in 
the barn. In the wee small hours his 
father started to the trough with a 
pail to get some water for the cows. 
He was more than surprised to find 
the trough contained half fish and 


half water. Dad is off hard cider for 


life. 





STEELE OWNS DOG—AND IS 
HIS FACE RED! 


Scene | 
J. Kenneth Steele, Remington 
Rand, Inc., representative at Wichi 
ta, is (or maybe was) the proud 
owner of a playful pup called 





“SNOOTY” 


Snooty.’ Snooty, who really isn't 
at all, likes to frisk anywhere but has 
a preference for the inside of autos 
whose doors have been carelessly 
left open. 
Scene Il 

Mrs. Abbie E. Rogers leaves car 
(door open) to carry groceries into 
the house just as Snooty, bored by 
a very dull afternoon, saunters by. 
Mrs. Rogers unfortunately also leaves 
a pocketbook containing $50 on car 
seat. Snooty decides maybe the 
day isn't entirely wasted and hops 
into car for a thorough investigation. 
Makes investigation and hops out 
again. 

Scene Ill 

Police squads of Wichita scour 
city for daring thief who filched 
handbag containing $50 from 
parked car of Mrs. Rogers in broad 
daylight. Desk sergeant enters 
“larceny'"’ on report sheet, cops 
load machine guns and word goes 
out via radio to ''take no chances." 


Scene IV 


Mrs. Steele calls police to say her 
dog, Snooty, is having a picnic on 


31 


the front lawn with somebody's 
pocketbook from which has rolled 
$50 in cash, a powder puff, some 
theater tickets and sales receipts. 
Also notifies Mr. Steele who is 
busy downtown representing Rem- 
ington Rand, Inc. 


Scene V 


Police rescue and return purse 
and money. Cops unload and put 
away machine guns, radio says 
“cancel broadcast on auto thief," 
desk sergeant changes the ‘‘lar- 
ceny" on the report sheet to “‘lost 
property,’ Mr. Steele gets a lot of 
kidding from friends downtown and 
neighbors at home and Snooty curls 
up for the night, his nose twitching 
with dreams of a very elegant day 
very elegantly spent, as curtain 
descends. 

P. S. If you don't like this play, 
blame the editor of the Remington 
Broadcaster from whom we braz- 


enly lifted it. 





MR. HAGER OF SHANGHAI 
“QUITE WELL" 


From our old friend, A. R. Hager, 
Shanghai, China, came a colorfully 
printed notice the other day. It 
reads, ''In Shanghai, often ducked as 
the bullets went by. But despite shot 
and shell, he is feeling quite well. 
Hopes you are the same and wishes 
you the best of joss and astonishing 
luck in 1938." 

A. R.'s cheerful spirit is inspiring. 
Those days when smoke and wings 
hovered over Shanghai must have 
been times of deep concern. 


Ho, A. R.! "Best chin-chins." 





ERASERS AS BEER BARREL 
STOPPERS 


A dictionary defines an eraser as 
“a piece of rubber used to erase 
marks made with ink, pencil, chalk 
or the like."" Which just goes to 
show how much dictionaries know 
about it! 

Such a definition might have 
been perfect before the Weldon 
Roberts Rubber Company, Newark, 
N. J., heard of a unique stunt per 
formed by a well-known brewery in 
which the Weldon Roberts eraser 
No. 327 Green Knob plays a lead- 
ing part. 

Officials of the beer-making es- 
tablishment revealed that this par- 
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COPPER TYPE HAMMER 

USED FOR FIFTY YEARS BY 

D. C. BALDWIN, “THE OLD 

TYPEWRITER MAN” OF FORT 
SMITH, ARK. 
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ticular eraser is purchased for use 
as protective caps on the air valves 
of beer and ale barrels. The valves, 
it was said, frequently become dam- 
aged in transit so that air escapes. 
So the Weldon Roberts No. 327 are 
slipped over the valves and become 
valve-caps similar in functioning to 
those seen on automobile tire 
valves. 

Now, children, what is an eraser? 


40-YEAR-OLD TYPEWRITER 
STILL WRITES 

An interesting example of the 
quality of two articles made long 
ago came to light recently in a letter 
from George M. Howe, manager of 
the Burns Typewriter Company. 

Mr. Howe mailed a letter to OF- 
FICE APPLIANCES which he wrote 
on a typewriter invented and manu- 
factured forty years ago by Frank 





Burns whose recent passing is re- 
corded elsewhere in this issue. Not 
only was the machine nearly a half- 
century old, but the ribbon used was 
itself more than thirty years of age. 

The pica type is sharp and clear 
as that of a modern-day machine 
and the spacing is perfect. An im- 
pressive demonstration of the qual- 
ity of both mechanism and ribbons. 





MARKWELL DEALER USES STA- 
PLER TO CONSTRUCT TOY 
BUILDINGS 

J. B. Mitchell, Jr., dealer repre- 
sentative of the Markwell Manufac- 
turing Company, Inc., in McVeytown, 
Penna., decided to build a toy vil- 
lage at the foot of the family Christ- 
mas tree. Naturally, when he was 
considering the means by which he 
could fasten together the walls, roof 
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and platform of the little railroad 
station, he chose the Markwell 
""RX45" Fastener. The finished job 
looked so good to him that he took 
a picture of the village and sent 
out prints of it as greeting cards. 


GEORGE MALCOLM TREKS 
SOUTH AGAIN 

Responsive to the annual urge to 
try the mettle of game fish off the 
Southern coast, George F. Malcolm 
of the F. S. Webster Company left 
the environs of the factory in Bos- 
ton on January 29 for a six weeks 
excursion into the joys of vacation 
land. 

Besides returning with a coat of 
tan and good health, we are con- 
fident that Mr. Malcolm will follow 
his custom of bringing back with 
him next March, impressive trophies 
of his skill as an angler. 





W. W. S. Carpenter Completes Sixty Years 
with “Sanford Company” 


(See Frontispiece) 





#® the twenty-eighth day of January, 1878, when 
Chicago, with still a bit of smoke in its eyes, was start- 
ing recovery from the devastating fire of 1871, a very 
young man named William W. S. Carpenter, aged ten, 
applied for a job with The Sanford Manufacturing 
Company of Chicago. His application was accepted. 

When little Will got home that evening and told his 
mother about the day’s experience, they did not know 
he had started a career of more than sixty years with 
the company and that he would one day be its presi- 
dent. No more than the young B. Franklin knew when 
setting out at about the same age for his brother’s 
print shop, that he would one day stand before the 
English parliament to appeal for the rights of the 
Colonies. 

When Mr. Carpenter started his business career, the 
burned area of Chicago was not entirely rebuilt. The 
Chicago river, untouched by scientific manipulation of 
engineers, emptied its waters into Lake Michigan in- 
stead of the Gulf of Mexico via the Des Plaines, Illinois 
and Mississippi rivers. 

Monroe Heath was mayor of Chicago, a city with a 
population of 436,731, less than one-seventh of the 
present three and one-half million. Rutherford B. 
Hayes was president of the United States, of whose 
“White House dinners” it was written, “water flowed 
like champagne and claret punch.” 

From his first job as general utility boy, William 
Carpenter advanced steadily, serving in every depart- 
ment of the Sanford business before coming into the 
presidency and general managership fifteen years ago. 
Under his management the company has flourished, 
thus presenting an unbroken record of progress 
through the eighty-one years of its existence. 

Born February 29, 1868, Mr. Carpenter has official 
birthdays only on leap years. Because of his early 
entry into the business world, his formal scholastic 
training was limited to the fourth grammar grade. 
The situation was challenging to his alert, questing 
mind and native culture. He completed his schooling 
through evening studies and attendance at classes 
offered by the Y. M. C. A. Acquiring an education was 


to him, as it is to all others, a life work in which he 
has been eminently successful. 

The terms, college and education, like church and 
religion, are frequently confused. Certain things can 
be acquired at college only, but education is not among 
them. It is a life-time pursuit. Circumstances may 
deprive one of schooling, but sources of education are 
open to all. A few of many well-known citizens who 
have found and tapped them are Benjamin Franklin, 
John Marshall, Abraham Lincoln and Henry George. 
to whom may be added a former president of a mid- 
western college whose “collegiate experience was con- 
fined to one week as a freshman.” In the list of British 
who “worked it out for themselves’ are Spencer, 
Huxley, and John Stuart Mill. 

For nearly forty years Mr. and Mrs. Carpenter have 
made their homes in Oak Park (the world’s largest 
village) which adjoins Chicago on the west. They 
have three children, Russell, Thomas and Mary, Russell 
being the only one associated with the Sanford organ- 
ization. Mr. Carpenter is an active Rotarian, member 
of the Oak Park Country Club, Chicago Athletic Club 
and the Union League. He has always had a keen 
interest in The National Stationers Association. 

Mr. Carpenter is the only one in the industry, as 
far as we know, who has been continuously connected 
with one company, for sixty years. So long a term of 
service stimulates the imagination to a chronological 
review of the long period with the many changes in 
all departments of life. Some one has said that the 
only permanent thing is change. But change is only 
in things, customs and fashions. Truth, honor, integ- 
rity, love, wisdom, good will and all else such, without 
which life is not worth the living, remain the same— 
“vesterday, today and forever.” 

To have had part in building a substantial growing 
business through so long a period, and to maintain 
its standards of principle and practice must yield 
Mr. Carpenter an abiding feeling of satisfaction. 
OFFICE APPLIANCES joins his many friends in the wish 
that he may continue his work through many more 
years. 
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STEEL FURNITURE MANUFACTURERS CITED BY 
FEDERAL TRADE COMMISSION 

According to a news release by the Federal Trade 
Commission dated February 5, and appearing in news- 
papers of that day, fourteen manufacturers of steel 
furniture, five dealers and certain associations have 
been cited to appear before the commission on charges 
of price-fixing. 

The charges against the manufacturers, who are 
said to make eighty-five per cent of all steel office 
furniture and equipment sold in the United States, 
allege that they “fix and maintain uniform minimum 
prices at which they sell their products.” The dealers, 
the complaint declared, “codperate with them in es- 
tablishing and observing uniform minimum resale 
prices fixed by the manufacturers.” 

The manufacturers cited to appear are: Art Metal 
Construction Company, Inc., Bentson Manufacturing 
Company, Berger Manufacturing Company, Browne- 
Morse Company, Corry-Jamestown Manufacturing 
Corporation, General Fireproofing Company, The 
Globe-Wernicke Co., Invincible Metal Furniture Com- 
pany, Metal Office Furniture Company, Remington 
Rand, Inc., The Shaw-Walker Company, Victor Safe 
& Equipment Company, Yawman and Erbe Manufac- 
turing Company, and Columbia Steel Equipment Com- 
pany. 

The dealers named in the complaint are Norfolk 
Stationery Company, Inc., Hampton Roads Paper Com- 
pany, Emerson’s, Inc., Frank B. Hodgson, trading as 
Frank B. Hodgson Office Furniture, and George Andrew 
Carnegie, trading as Carnegie Office Appliance Com- 
pany, all of Norfolk, Va. 

The trade associations cited are the Steel Office Fur- 
niture Institute, Cleveland, and the Tidewater Office 
Equipment Dealers Association. 

The dealer group members, the complaint alleges, 
have, by agreement, adopted and maintained the re- 
sale prices and discounts fixed by the members of 
the institute. It is further alleged that the Tidewater 
Office Equipment Dealers Association “is typical of 
the type of association formed and used in various 
parts of the country by the institute and its member 
manufacturers in inducing and coercing agents and 
customers purchasing for resale to maintain resale 
prices fixed by respondent members of the institute.” 


The Federal Trade Commission charges specifically 
the following offenses: 1. That in June, 1935, the man- 
ufacturers and the institute agreed to fix and maintain 
uniform minimum prices and required agents, whole- 
salers and retailers to do so; 2. Formed certain asso- 
ciations as a means of making this asserted program 
effective; 3. Adopted certain rules to prevent deviation 
of institute members. 

It was also charged that Tidewater Association mem- 
bers submit identical bids to agencies of federal, state, 
county and municipal governments and have induced 
respondent manufacturers to refuse to sell to certain 
dealer competitors who refuse to participate in the 
agreements to fix and maintain prices. 

Violation of Section 5 of the Federal Trade Commis- 
sion Act is alleged in the complaint which allows the 
respondents twenty days in which to file answer. 


————_ ao 


FARNHAM’S GRIDIRON SHOW FOR TRAVELERS 

A well prepared and well executed program which 
took twenty-five travelers by surprise was the gridiron 
party arranged by Arthur J. Walker, president of Farn- 
ham Stationers & School Supply Company, Minneapolis, 
and past president of the National Stationers Associa- 
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tion. The travelers who had gone to Minneapolis to 
attend the annual dinner of the Northwestern sta- 
tioners received invitations to come to the Farnham 
store on Saturday morning, February 5, and explain 
the sales points of their merchandise to the Farnham 
organization. The salesmen were gratified at the op- 
portunity and accepted readily. Some passed up break- 
fast so as to be on the job early. 

The meeting was held in a conference room with 
tables where merchandise could be displayed. Some 
of the salesmen carried two or three grips of samples 
for demonstration. 

But Mr. Walker had other ideas. When the first 
salesman was introduced he was prepared to deliver a 
forcible sales talk. Before he could say a word, a mem- 
ber of the Farnham sales organization began to criti- 
cize his merchandise. He was eager to refute all 
questions about quality but the Farnham man occupied 
all his time. 

The next salesman went through a similar discon- 
certing experience. There was a Farnham man to 
deflate each of the manufacturers’ representatives. By 
the time the meeting was over the travelers recovered 
from their jitters and everyone present was happy. The 
stunt was handled cleverly and will be remembered 
long by all who participated. 

9 
N. W. STATIONERS HOLD 21ST ANNUAL DINNER 


February 5 marked the twenty-first annual dinner 
of the Northwest Stationers Association. Formerly 
handled by Dorr Perkins, the details in recent years 
have been in charge of Ed. M. Hansen, Arthur Gray- 
ston and Sterley Jerue. Always those whe participate 
include stationers from the Twin Cities and from 
other centers in the Northwest. Duluth, Superior, Des 
Moines and Sioux Falls were represented on this occa- 
sion. Many travelers time their winter trips to include 
this annual affair. 

The dinner was held at the Nicollet Hotel in Minne- 
apolis. One hundred and twenty-five stationers and 
travelers were gathered in the grand ballroom. Arthur 
Grayston, of Thomas & Grayston, presided, but after 
a few preliminaries turned the meeting over to Ed. 
Hansen of Miller-Davis Company who acted as master 
of ceremonies. Brief talks were made by V. A. Hanson 
of Brown & Saenger, Sioux Falls, governor of the dis- 
trict; Arthur J. Walker of Farnham Stationery & School 
Supply Company, Minneapolis, former president of the 
National Stationers Association, and B. J. Bristoll of 
Koch Brothers Company, Des Moines, also a former 
president of the national association. 

A surprise feature of the program was a donation 
of a handsome traveling bag to Sterley Jerue of Mc- 
Clain & Hedman Company, St. Paul. Mr. Hansen, who 
made the presentation, referred to Mr. Jerue as a man 
who had contributed much of good to the stationers 
in the Northwest and elsewhere. He told of many fine 
services which Mr. Jerue had rendered while remain- 
ing in the background so far as publicity was con- 
cerned. 

Harry MacPherson, who has been in the stationery 
business in Minneapolis since 1875, and Bill Wallace 
of Bainbridge Kimpton & Haupt, another old timer, 
were given ovations when introduced. 


Charles Consodine read letters addressed to Ed. Han- 
sen by Harold Hampton, president of the national as- 
sociation, and Charles P. Garvin, general manager, 
conveying their best wishes to the stationers of the 
Northwest, Mr. Garvin’s letter going a bit further and 
indulging in a bit of good business philosophy. 








lvan Allen-Marshall Holds House 
Warming on January 3 


Many Old Friends and Customers Attend Cere- 
monies as Veteran Southern Stationery Firm 
Opens New Building at Atlanta, Ga. 


The week of January 3rd the Ivan Allen-Marshall 
Company was host to Atlanta’s business men, hold- 
ing open house in the handsome new quarters on 
Pryor street, pictured and described in part in OFFICE 
APPLIANCES for January. The event made a gala week 
for the company and members of the staff. Offices 
and sales rooms were colorful, with more than a hun- 
dred floral pieces sent by friends. Callers on the open- 
ing day numbered 2,500 and included the presidents 
of all Atlanta banks and presidents and other execu- 
tives of Atlanta’s leading business concerns. 

The new quarters, like the advent of the new year, 
make a theoretical fresh starting point. But in fact, 
the initiative and enterprise by which the company 
had steadily expanded its operations and increased 
its business through the years has never lapsed and 
will be steadily maintained. 

Up in Dalton, Ga., in the early ’90s, young Ivan 
Allen started his career in the field by selling the 
Oliver typewriter. In 1895 he went to Atlanta to 
enlarge his field of operations. He established a type- 
writer business which in 1900 became the Fielder & 
Allen Company, the lines of which soon consisted of 
typewriters, adding machines, Edison Mimeograph, 
safes, office furniture, stationery and blank books 
“anything for the office.” Consolidating with an- 
other business in 1921, it became The Ivan Allen- 
Marshall Company and has since been under the 
direction of Ivan Allen and Charles Marshall. 

For many years the business was housed in the 
Ivan Allen-Marshall building on Marietta street, in 
which the late Woodrow Wilson had opened his first 
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GROUND FLOOR OF IVAN ALLEN MARSHALL STORE 


OFFICE APPLIANCES 


law office in 1883. Expanding business made the quar- 
ters inadequate, so space outside was taken for some 
operations. By the company’s purchase of the new 
building, all activities will be under one roof. 


Aids Civic Progress 

Despite the demands of a constantly expanding 
business, Mr. Allen has maintained a keen interest 
in civic progress. His resourcefulness in and enthu- 
siasm for which made him a civic leader called upon 
by fellow citizens to devote considerable time and 
effort to public affairs. For achievements in which, 
past and present, he is credited with contributing 
much to Atlanta’s great development. Both Mr. Allen 
and Mr. Marshall have long had a lively interest in 
The National Stationers Association, of which both 
have held the presidency. 

During the last few years Ivan Allen, Jr., inspired 
by his father’s interest in the stationery and office 
equipment business, has, after experience in its vari- 
ous departments, become an active member of the 
company. Mr. Allen, Jr., has served in The National 
Stationers Association as regional governor. 

The Pryor street building, remodeled to comply with 
the requirements of such a modern business service 
institution, consists o. seven stories with approximately 
eleven thousand square feet to each floor. The front 
is black Carrara marble and aluminum metal work. 
All signs and hardware throughout are Aluminite, 
non-tarnishing metal. The main entrance opens into 
an octagonal vestibule with separate doors leading 
into the stationery store, the furniture store and the 
elevator lobby. Ground floor and lobby are equipped 
with modern electric lighting devices inbuilt. The 
floor is black and silver tile, the walls and ceiling 
flat white. 

Toward the rear and across the entire width of 
the store is a handsomely done salesmen’s lobby, 
twenty-five by one hundred feet, in which each of the 
eighteen salesmen has a large Airline desk with 
mahogany chair and filing equipment to match. On 
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LOOKING THROUGH SALESMEN’S LOBBY TOWARDS STREET. 
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IVAN ALLEN-MARSHALL COMPANY, ATLANTA, GA., HOUSE 
WARMING PICTURES.—(Top) Fireplace and mantel in the 
private office of Ivan Allen, Sr., president of the company. 
Above the fireplace is the desk set of Carrara marble, bronze 
and gold which was used by the former Kaiser of Germany 
which Mr. Allen procured while abroad this past summer. In 
designing Mr. Allen’s office the architects said they “built the 
office around the desk set.” 


1. Ivan Allen, president, at his desk. 

2. Mrs. Ivan Allen, Sr., Mrs. Ivan Alien, Jr., and Ivan Allen, Jr.. 
treasurer, Ivan Allen-Marshall Company. 

3. Charles M. Marshall, vice-president and general manager, 
in his private office with Mrs. Marshall and his secretary, 
Miss Josephine Murdoch, showing flowers on opening day. 

4. Captain Jack Stewart of Foote & Davies Company, esteemed 
competitor of the Ivan Allen-Marshall Company, who came 
in and had his picture taken with Mr. Allen at the left and 
Mr. Marshall at the right, showing that competitors love 
each other in Atlanta, Ga. 

5. A section of the general office. Pictured are; Thomas B. 
Everett, auditor; Mrs. Everett, Ivan Allen, Sr., president; Miss 
Elizabeth Henderson, Mrs. Cecil Bailey, I. J. Bailey, Miss Iris 
Kerlin and Mrs. Vivian Durrett. 

6. Miss Kate Hammerschmidt and William H. Lacy at their 
desks in the drafting instrument and material supply de- 
partment of the company on opening day, January 3, 1938. 


this floor also is a well equipped and comfortable 
rest room for the women in the office. 


Executives’ Offices 

At the right of the salesmen’s lobby is Mr. Allen’s 
office, impressive in design and equipment—the furni- 
ture having been especially built for appropriateness 
to its surroundings. On one side is a Colonial marble 
mantel of exceptional beauty, surrounding a fireplace 
and injecting a note of homey comfort and friendli- 
ness, significant of the spirit and atmosphere of the 
establishment. In a niche in the wall centered with 
and on a level with the mantelpiece is a desk set of 
attractive form. It consists of a double-headed bronze 
eagle with gold embellishments on a white Carrara 
marble base. The particular interest attached to the 
set is in the fact that it was once owned by the Ger- 
man Kaiser and was purchased by Mr. Allen when he 
was in Europe last summer. 

On the other side of the same floor is another 
handsomely done private office, especially equipped for 
Mr. Marshall and his secretary. 

The departments are admirably arranged and the 
various lines which embrace eight thousand items are 
most conveniently placed. The top floor is occupied 
by the lithographing plant. Another floor is devoted 
entirely to wood office furniture, many of the displays 
being in separate rooms to individualize them. An- 
other floor is given over to attractive displays of steel 
furniture. An automatic call system and loud speaker 
make easy communication throughout the building 
and the almost instant location of anyone wanted. 

The previous article referred to other special equip- 
ment, including a spiral chute for carrying packages 
from the store to the basement, where all merchan- 
dise enters and leaves. 


All Factors Modernized 

“From turret to foundation stone” the building 
is furnished with instruments for convenience and 
dispatch. In location, equipment, arrangement, furn- 
ishings and in the wide range of utilities handled, the 
new store is outstanding, one of the finest in the field. 

The following manufacturers representatives were 
present all or part of opening week: Paul Barrett, 
Johnson Chair Company, Chicago; Ralph Bender, Art 
Metal Construction Company; Harry Anderson and 
James Drane of The Globe-Wernicke Co.; Steve Owens, 
Keuffel & Esser Company; Jimmy Cooper, manufac- 
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turers’ agent; Paul W. Cheney, The Southworth Com- 
pany; A. C. Atkins, Lyon Metal Products, Inc.; Charles 
H. Hucke, Oakville Company Division, Scoville Manu- 
facturing Company; Earl H. Brown, American Pencil 
Company; J. J. Lonergan and Charles A. Granite, 
L. E. Waterman Company; Frank Hotchkinson, Eagle 
Pencil Company, J. D. O’Brien, Spencerian Pen Com- 
pany; Glen D. Moak, The Carter’s Ink Company, and 
J. W. Cooper, Jr., Defiance Sales Corporation. 

Note.—The career of the Ivan Allen-Marshall Com- 
pany is indicative of the South’s development during 
the last four or five decades. Their steady progress 
through the years has been in step and tempo with 
the forward movement of the South. A movement by 
which industry once languid under the influence of 
custom and tradition has been made dynamic by force 
of initiative and enterprise. A new technique retaining 
much of the old order but with old values re-energized 
and made adjustable to changing circumstance. 

A change of industrial and economic pattern but in 
the warp and woof, increasing the strength and mak- 
ing colorful the fabric, many of the old threads: Cer- 
tain customs, attitudes, sentiments, valuations, cour- 


tesies, etc. 
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NATIONAL BLANK BOOK COMPANY, CHICAGO, 
CONDUCTS SCHOOL FOR YOUNGER 
RETAIL SALESMEN 

On Monday evening, January 10, about forty young 
men and women engaged in the commercial stationery 
business in the Chicago area as junior salesmen and 
store clerks, gathered in the offices of the Chicago 
branch of the National Blank Book Company. They 
were present in response to the invitation of W. L. 
Schuster, Chicago manager of National, to participate 
in a training course entitled, ‘““The Romance of Rec- 
ords.” 

The course is scheduled to continue for eighteen 
weeks with class sessions every Monday evening. The 
first nine lessons are concerned with materials and 
products that are used in the manufacture of loose 
leaf and blank book record keeping equipment. The 
second half of the course will be devoted to applica- 
tions to record problems. 

Each class session is preceded by a dinner, with the 
class members as guests of the National Blank Book 
Company. The group then assembles for study. Space 
limitations prevent the accomodation of more than 
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forty, so that only a limited number of students could 
be taken from each dealer’s organization. 

Classes are conducted informally, Mr. Schuster using 
members to present discussions. Because it is realized 
that ability to speak convincingly and unselfcon- 
sciously is a vital part of personal salesmanship, those 
attending are given opportunities to “play teacher” 
and answer questions. 

At the end of each class session, questions upon the 
subject of the evening are dictated. Written answers 
are required, before being turned in the week follow- 
ing. Papers are graded and reports sent to the “bosses” 
of the companies represented. Incidentally, no 
“bosses” are permitted to attend classes. The course 
is for the benefit of the younger laborers in the com- 
mercial stationery vineyard. 

The enthusiastic approval that has been accorded 
the school has resulted in plans being laid for repeat- 
ing the course next fall. 

Sc 
HARDTMUTH ESTABLISHES U. S. FACTORY 

An American company to manufacture the line of 
Koh-I-Noor and Mephisto pencils has been formed 
under the name of L. & C. Hardtmuth, Inc., with a 
factory established at Bloomsbury, N. J. The L. & C. 
Hardtmuth factory in Czechoslovakia will continue to 
operate. 

When plans of the new organization were released 
it was learned that the Koh-I-Noor Pencil Company, 
for many years distributors of the Hardtmuth output, 
will continue to be the distributing agency through- 
out the United States. ; 

The new corporation is headed by Irving P. Favor, 
who explained that the Hardtmuth line of pencils has 
been manufactured in Czechoslovakia for the past 150 
years and has been exported to America since 1893. 
He declared that the formation of the corporation is 
the result of plans carefully considered over a period 
of many years. 

The new factory will be headed by executives who 
have been chosen according to their experience and 
qualifications. These men, Mr. Favor explained, were 
sent abroad and thoroughly schooled in the Hardt- 
muth plant, even to performing actual work on the 
various machines until they mastered every phase of 
the operations. 

Several special precautions are taken for the em- 
ployes’ benefit, particularly in the painting and lac- 
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THE NEW L. & C. HARDTMUTH FACTORY AT BLOOMSBURY, N. J. 
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Each electric light is encased 
in an explosion-proof fixture, while all electric 
switches are located outside the room, completely 
eliminating sparks from an electrical source. 

Material is drawn from the raw products store room 
and conveyed on a direct assembly line through each 
department to end in the finished goods store room. 
The cedar wood which, under the previous plan of 
operation was shipped to Czechoslovakia and then 
returned to this country in the form of pencils, is to 
be obtained from the same source, thus assuring uni- 
formity of quality. 

The new factory adjoins the Central Railroad of 
New Jersey and is also serviced by several other rail- 
ways. 

According to Mr. Favor the corporation will pro- 
duce a complete line of commercial goods in addition 
to the brands which have been sold in the American 
market for many years. Special arrangements will be 
made to adequately handle special orders for dealers’ 
imprint pencils and the like. 


quering department. 
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I. B. M. DEDICATES NEW BUILDING 

Amid impressive ceremonies and with a number of 
prominent speakers on hand, dedication of the new 
world headquarters building of the International Busi- 
ness Machines Corporation was held January 18 at 
Madison avenue and Fifty-seventh street, New York 
City. 

The event was featured by a one-hour radio broad- 
cast during which addresses were delivered by Dr. 
Nicholas Murray Butler, president of Columbia Uni- 





THREE PRINCIPALS AT THE DEDICATION CEREMONIES.— 

(L to R:) Thomas J. Watson, president, International Business 

Machines Corporation; Mrs. August Belmont, president of the 

World Guild, who spoke on women’s interests in world affairs, 

and Dr. Nicholas Murray Butler, president, Columbia Univer- 

sity and of the Carnegie Endowment for National Peace. 
(Wide World Photo) 


versity and of the Carnegie Endowment for Interna- 
tional Peace; Thomas J. Watson, president of the 
company and of the International Chamber of Com- 
merce; Dr. William Mather Lewis, president, Lafayette 
college, and Mrs. August Belmont. 

The speakers, all of whom are leading figures in 
education and business, stressed in their addresses the 
interrelation of world peace and world trade while 
the same theme was carried in messages read from 
President Roosevelt, Secretary of State Hull and Secre- 
tary of Commerce Roper. 


“The principle of the good neighbor who respects 
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his obligations and lives up to them is the corner- 
stone of our foreign policy,” President Roosevelt’s 
message read in part. 

The messages were read by Mr. Watson who also 





WORLD HEADQUARTERS BUILDING OF THE INTER- 

NATIONAL BUSINESS MACHINES CORPORATION, 

DEDICATED TO “WORLD PEACE THROUGH WORLD 
TRADE” ON JANUARY 18 


introduced the speakers. In the course of his remarks 
he emphasized the need of restoring the normal flow 
of goods and services between nations which is now 
being retarded with the result that international rela- 
tions are affected and the progress of civilization 
slowed up. 

Before introducing Mrs. Belmont, president of the 
Opera Guild, who appeared on the program as the 
representative of women’s interest in world peace, Mr. 
Watson concluded his brief address by saying: 

“We have learned that competition and codperation 
can go hand in hand, and that people of many na- 
tionalities and races can work together with the com- 
mon objective of giving greater service to the indus- 
trial, financial and educational institutions of their 
respective countries.” 


Chicago Staff Participates 


An audience of two hundred people gathered before 
the loud speaker in the Chicago office of the company 
to hear the dedication program. Promptly at ten- 
fifteen the group heard the voice of Mr. Watson as he 
told of dedicating the new quarters to world peace 
through world trade. The Chicago scene was duplicated 
in thirty-four other offices in the United States and 
many cities abroad. To the American offices the mes- 
sage was carried by telephone. Elsewhere it went by 
radio. The program was broadcast by several stations, 
including short wave. 
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NEW MACHINES AND DEVICES 





A. B. DICK OFFERS MIMEOGRAPH STENCILS WITH 
“SILVER” AND “BLUE TOPPING” 

A. B. Dick Company, Chicago, has introduced an im- 
provement in its Mimeograph stencil sheets, Mimeo- 
type Nos. 960, 961, and 96S, which consists of the addi- 
tion of “Silver Topping” marginal and guide markings 
on the face of the stencil sheet. The company is also 
furnishing Mimeograph stencil sheets, Cellotype-K 
Nos. 1060-K, 1061-K, and 1096-K with a similar added 
feature called “Blue Topping.” 

The “Silver Topping” line was supplied to A. B. Dick 
Company distributors so as to be available to the public 
January 17, while the “Blue Topping” line was to be 
available on February 12. 

Instead of appearing on the stencil sheet backing as 
heretofore, the typing limitation lines, numbers, guide 
lines, center line, and post card outline are now 
omitted from the backing and are imposed on the 
stencil surface sheet. This feature applies to the above 
mentioned sizes only and qualities only. No changes in 
other sizes and grades of stencil sheets are contem- 
plated at this time. 

The advantage of the new arrangement is obvious. 
Perfect visibility of the markings enables more rapid 
and convenient handling and, of greater importance, 
accuracy in positioning typewritten matter, form rul- 
ings and illustrations. 

For the latter the “Topping” supplies visible scale 
and limitation lines, eliminating the hazard of measur- 
ing for position and working beyond printing area. 

Besides transferring the form from the backing to 
the surface sheet, the old form has been slightly 
altered. In the new, the elite and pica type spacing 
scales are positioned above and below new upper and 
lower limitation lines. This avoids typing over the 
scales when the full length of the sheet is to be used. 
The changed form is also an advantage in lengthwise 
typing, because two elite type spaces are equal to one 
typewriter line space. Thus it supplies a line space for 
lengthwise typing. 

The typing form is in register with the top of the 
stub buttonholes. Therefore, the typing done in reg- 
ister with the form type lines will be in proper position 
on the Mimeograph and on the copy made from the 
stencil. 

The side limitation lines, center line, and post card 
outline are designed so that when typing started on 
any type line and continued in line with the form, type 
will not strike any “Topping” even if writing is ex- 
tended slightly beyond the side limits. 

A. B. Dick Company has for many years supplied 
stencil sheets with a surface form for use on its library 
card machine. The firm now adds an advancement of 
this feature to the grades and sizes indicated above. 

The former style of Mimeotype and Cellotype-K 
stencil sheets carried under the catalogue numbers 
stated in the opening paragraph will be discontinued. 
Mimeotype with “Silver Topping” and Cellotype with 
“Blue Topping” in the sizes indicated, and other stencil 
Sheets on which no changes are being made, will bear 
the list prices now current. 





WEIS ANNOUNCES NEW CELL-U-SEAL 
Ending experiments conducted over a period of two 
years, the Weis Manufacturing Company, Monroe, 
Mich., has placed on the market its new Cell-U-Seal 
process for protecting top and end edges, back and 
front of indexing guides. 
The material used in the process is a combination 






Pe Vv w xV2 

a as E Q R Ss / 

K L Mc Fa ms A 

H ; 
F a E D E 
RE CAL SER 
} 
| 
| 
ey 


CELL-U-SEAL INDEX GUIDES 


of chemicals which, evenly distributed on upper pui- 
tion of the guide, procures the effect of the guide hav- 
ing been celluloided with a resultant elimination of 
many annoyances often met with in filing. 

The Cell-U-Seal, it is claimed, cleans like glass and 
bends like rubber. It prevents broken “dog-eared”’ 
tabs, is only slightly higher priced and offers added 
protection out of all proportion to its additional cost. 

A new circular in colors, describing the Cell-U- 
Sealed guides, and a 14x22 counter and window dis- 
play card as well as samples of the new type protected 
guide are free to interested dealers and stock pur- 
chasers. 





NEW AUTOMATIC MODEL “C” ROTOSPEED DUPLICA- 

TOR.—This new automatic duplicator, manufactured by 

the Rotospeed Company, Dayton, Ohio, retails for $38.50, 

completely equipped with supplies and is guaranteed 

for five years. This Rotospeed model “C” was fully de- 

scribed in the January issue at which time the above 
illustration was not available. 
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NEW COMMUNI-CALL UNIT ANNOUNCED 
Listed at the retail price of $21.75 and embracing 
all the principal features of former units, a new 
model of the Communi-Call, interoffice communica- 
tion device, has recently been announced by the Chi- 
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cago Sound Systems Company, Chicago. It is listed 


as the No. 100. 

Slightly smaller than previous models, the No. 100 
has the same good workmanship and high quality 
construction, including clear reproduction, extra 
power for perfect reception, talk back features with- 
out switch turning and attractive cabinets. The ma- 
chine operates on all currents. 


6 
SECURITY’S NEW VISIBLE RECORD EQUIPMENT 

Possessing many new features which make possible 
the keeping of any type of record in visible form, 
new visible record equipment has recently been an- 
nounced by the Security Steel Equipment Corpora- 
tion, Avenel, N. J. 

Stock cabinets are made to accommodate three 
widths of cards. These are listed as 5x3, 6x4 and 8x5 
inches, the first dimension being the width in each 
case. Cards, however, may be any desired height from 
two inches up. Sheets or cards, or a combination of 
both, may be used. The records have a quarter-inch 
exposure or visible margin. 

A special feature of the new equipment permits 
cards, originally used in blind files, being adapted for 
Security installations. A punch for this purpose is 
loaned or sold at a nominal price. Offsetting of cards, 
when desired, is easily accomplished by shifting the 
card along the wire hanger. No special hanger or 
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SECURITY STEEL VISIBLE 
EQUIPMENT 


punching is required. By following simple rules two 
or more major cards may be used on one hanger and 
even four-page folded forms may be filed. 

The Security equipment is of best grade steel, metal 
furniture stock. It is electro-welded with corners re- 
inforced and cold welded. Green, walnut or mahogany 
finish is available and is baked on. 
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PRONTO MAKES CHANGE IN PRIVATE FILE 

The Pronto File Corporation, New York, N. Y., last 
month announced a slight change in equipment in its 
private file which was fully described and illustrated 
in the November, 1937, issue. 

Formerly the Private file was equipped with a 
Manila file. This has now been changed to the Red 
Rope expanding file which will give considerably addi- 
tional space for the filing of private papers, the 
purpose for which the Pronto Private file is made. 


GF INTRODUCES COMFORT MASTER CHAIR 
A new adjustable swivel chair for business men has 
just been announced by The General Fireproofing Com- 
pany, Youngstown, Ohio, and added to its line of Good- 
form aluminum chairs. The chair has been designed 
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to give the user such measure of posture as desired and 
provide the maximum of personalized comfort. It has 
been named the Comfort Master. 

The new chair was designed for the executive fam- 
iliar with the benefits of good seating for employes but 
whose personal work makes unnecessary a rigid 
posture restraint. Regardless of the position assumed 
by the executive in doing his best work the Comfort 
Master is so constructed as to provide the maximum 
comfort with a degree of posture needed. 

One of the outstanding features of the new chair 
is the independent tilt of the back with relation to 
the seat. There are no springs, all tension and com- 
pression elements being of rubber. Other special fea- 
tures include a five-point adjustment for height of 
back, height of seat, tilt of back, tilt of back rest and 
seat tilt tension, all of which may be done without 
tools; scientifically shaped cushions of air-conditioned 
foam rubber covered with soft, durable mohair fabric, 
and ball-bearing casters. 
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GLOBE-WERNICKE ANNOUNCES “5700” FILE 


The Globe-Wernicke Co., Cincinnati, Ohio, has just 
announced an improvement in steel files designated as 
their “5700” line, with features that make possible in- 
creased filing efficiency at low cost. 

A patented mechanism provides smooth, quiet, easy 
drawer operation at a touch of the fingers. Heavy 
rubber bumpers eliminate the jar and noise of metal 
to metal contact when opening or closing the drawers. 
On a machine test which opened and closed a drawer 
carrying a 70 pound load more than 150,000 times, it 
showed no wear on the cabinet nor any of the suspen- 
sion parts. 

Each drawer has a clear filing capacity of twenty-six 
and one-quarter inches or a total of 105 filing inches 
for a standard four drawer file. Outside dimension of 
the case are twenty-seven and one-half inches deep, 
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fifty-two and three-quarter inches high, fourteen and 
one-eighth inches wide, letter size, and seventeen and 
one-eighth inches wide, legal size. These files can be 
quickly and easily interlocked to form batteries. Four 
holes drilled in side permit files to be bolted together. 

Modern streamlined hardware, correctly proportioned 





CONSTRUCTION DETAILS OF THE GLOBE WERNICKE 
“5700” FILE.—Fig. 1: Back is fitted into double fold formed at 
rear edge of top. Fig. 2: Arms run in channels at top of drawer 
sides and carry the adjustable follower which holds contents 
upright. Follower is easy to operate with positive locking 
mechanism adjustable at one-inch intervals. Fig. 3: Side lock- 
ing type of automatic locking device permits drawers to occupy 
full depth of case. Fig. 4: Drawers glide quietly and easily on 
ten self-adjusting steel balls and two case-hardened steel 
rollers in cradle type progressive extension slide. Fig. 5: 
Drawer front is made with wide sloping flange from its top to 
top of drawer side tp which it is welded. Fig. 6: The design 
makes it possible to reduce the width of this file which effects 
an important saving in floor space. 


and beautifully finished in brush brass adds to the 
appearance of this new file. Even the guide rod button 
has been designed to prevent the catching or snaring 
of clothing. Standard inserts are available, including 
double and triple document file, double box drawer and 
card index inserts for 3” x 5” and 4” x 6” cards. Various 
combinations can be easily made to solve many in- 
dividual filing problems through the use of stock files 
with insert drawers. 


————— 


AUTOPOINT’S NEW “60” LINE 

The new “60” line of pencils produced last month by 
Autopoint Company, Chicago, presents an array of 
brilliant pearl colors. Barrels, writing tips and orna- 
mental caps all match, in amber and white, green and 
white, and white essence of pearl. The beauty of these 
pencils is set off by two black bands and black dome 
on the ornamental cap. Full length numbers are 61 
without clip, 62 with clip; short length, for ladies’ use, 
61X without clip, 62X with clip. 

Models in the new metallic pearl colors comprise: 
green with black vein, black bands and dome on cap; 
gold with blue veins, blue bands and dome; burgundy 
with white veins, white bands and dome; silver with 
red veins, red bands and dome. In this series, Nos. 59 
and 60 indicate the full length pencils, without clip 





OFFICE APPLIANCES 


and with clip respectively; the short length models for 
ladies are 59X without clip, 60X with clip. 

In addition, black opaque and plain opaque colored 
pencils are available, with white and colored bands, 
white and colored domes on caps—full length Nos. 63 
without clip, 64 with clip; ladies’ models 63X without 
clip, 64X with clip. 

The sturdy Autopoint mechanism in these pencils, 
with the “Grip-Tite” writing tip, assures the user the 
lasting service, writing ease and “glide.” 


a ee 


DAWN’S NEW ERROR-NO COPYHOLDER 

Redesigned in appearance and mechanical opera- 
tion and embodying several new features, a new model 
of the Error-No copyholder has been announced by the 
Dawn Manufacturing Company, Division of Hall- 
Welter Company, Rochester, N. Y. 

All of the outstanding features of previous models 
have been retailed in the new Error-No, while the 
principal additional factor is an adjustable arm by 
which the device can be used with equal adaptibility 
on all types of office machines as well as typewriters. 
This arm, it is pointed out, is easily adjusted to bring 
the handle of the line-spacer in correct operating 
position for the machine with which it is being oper- 
ated. The Error-No is easily carried when moving 
from one machine to another and is compact for stor- 
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NEW MODEL ERROR-NO COPY- — 
HOLDER 


ing purposes. Changes in structure have made the 
device particularly attractive and modern in design. 
The Dawn Manufacturing Company has recently 
published a new dealer manual which is available on 
request. 
<cceiiljulllaalt iicancasits 
SENGBUSCH OFFERS NEW HANDI-PEN SET 
The Sengbusch Self-Closing Inkstand Company, of 
Milwaukee, Wis., last month announced a new, de luxe 
Handi-Pen desk set manufactured as a fitting appoint- 
ment for either office or home desk. 
The major design feature of the new, 1938 model is 





AUTOPOINT’S NEW “60” LINE PENCIL 
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a streamlined case with black, unbreakable bakelite 
sides and a colorful, contrasting tenite top, that is built 
around the standard Handi-Pen set. A special feature 
is the six-ounce ink capacity which prevents the pen 





NEW SENGBUSCH HANDI-PEN 
DESK SET 


running dry and which is said to be sufficient for a 
year’s average writing. 

The pen is of the iridium-tipped, gold-plated type, 
always in the ink at the proper level and always ready 
to write. The retail price is $4.00. 

Further details of the new number may be obtained 
by communicating with the Sengbusch organization’s 
home offices. 
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IMPERIAL PRODUCES HOME TYPEWRITER DESK 
A modern and beautifully-styled home desk capable 
of accommodating a standard or portable typewriter 
has been introduced to the market by the Imperial 
Desk Company, Evansville, Ind. 
Many outstanding features mark the new desk by 





IMPERIAL’'S HOME TYPEWRITER DESK 


Imperial, among them being a five-ply walnut top, 
center-matched butt walnut drawer fronts, solid cast 
brass drawer pulls, molded base. The desk also has 
six single drawers and one double drawer with a full- 
size letter file. 

The desk is so constructed as to hold a full-size 
typewriter at the proper height for typing. Listed 
as the No. 96, it is forty-two by twenty-four inches 
and stands thirty inches high. Further details and 
prices will be supplied on demand as will a new 1938 
catalogue recently published by the Imperial Desk 
Company. 
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TENSION TESTING SCALE BY PELOUZE nl 


For the purpose of meeting all require- 
ments of automotive and automotive service 
stations as well as other industrial trades, 
the Pelouze Manufacturing Company, Chi- 
cago, recently produced three new double- 
acting scales of a modern type for all spring 
contact points applying in machinery, elec- 
tric motors, generators and units, switches, 
thermostats, etc. The No. 5-T is shown 
here. 


The push or pull feature of these scales 
proves advantageous in securing all contact 
point tensions, which eliminates removing 
the installed unit or parts of assembled 
units which would be necessary if the single 
action (pull only) type scales were used. 
The push and pull rods, which are six inches 
long, can be inserted into the smallest open- 
ings and they are threaded and detachable 
for convenience. 

The patented “Pelouze”’ adjustable head 
makes it possible to use these scales on ver- 
tical. horizontal or upside down (push) 
positions. Springs are made of a specially 
treated crucible cast steel wire while the 
Shell is of brass tubing and the scale head 
of solid brass. The complete scale is heavily 
nickel plated. 

These and other models are described and 
illustrated in a new catalogue recently pub- 
lished by the Pelouze organization which is 
available to dealers on request. 
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AT RIGHT.—New model of Pelouze Manufacturing 
Company’s double-acting scale for all spring con- 
tact points. This No. 5-T is one of three new 
models which are finding favor in automotive 
manufacturing and other plants. 
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NEW JOHNSON “LIGHTNING CASHIER” 
ANNOUNCED 


A new, 1938 model of the Johnson Lightning Cashier, 
a money-changing device manufactured by the John- 
son Fare Box Company, 4619 Ravenswood avenue, Chi- 
cago, was announced last month. 

Specially designed for service in stores requiring a 





JOHNSON’S “LIGHTNING CASHIER” 





constant and abundant amount of ready change, the 
machine is made with or without accommodations for 
pennies. The keyboard is so arranged that the device 
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will deliver any amount of change corresponding to 
the sum represented by the key depressed. Or it may 
be had with a “changer type” keyboard which makes 
the necessary subtraction according to the amount of 
sale and the amount tendered, and delivers the correct 
change. 

The model illustrated here is equipped with a coin 
chute and cup for delivery but, if desired, can be ar- 
ranged to deliver change direct to the cashier for 
manual transfer to the patron. The Lightning Cashier 
will harmonize with the finest surroundings, being of 
a beautiful and modern design. 

Further details as to prices, etc., may be obtained by 
communicating with the company’s home offices or 
either of its two branches at 50 Church street, New 
York City, or 150 Causeway street, Boston, Mass. 


—>- 


EAGLE’S STREAMLINED DATER 
Featured by a beautiful design which gives the in- 
strument the appearance of an attractive desk orna- 
ment, a new, streamlined dater stamp has been pro- 
duced by the Eagle Stamp Works, 162 North Franklin 
street, Chicago, IIl. 
Named the Empire, the dater is of mottled plastic, 
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EMPIRE STREAMLINED DATER 


the color of burl walnut, and molded over metal cas- 
ing. It is furnished with six different die plate sizes. 
In the style shown in the accompanying illustration 
the company can supply wording of practically any 
type necessitated by business transactions. 

Among the mechanical features claimed for the Em- 
pire dater are the following: Type band dates, mod- 
ernistic appearance, double hinged door plate, ball 
handle, no exposed working parts, one screw band ad- 
justment, vulcanized cushion on die plate and a single 
button enclosed die plate lock. 
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HELLESOE PRESENTS COLUMBIA HAND PRINTER 

Designed for the purpose of making signs, tickets, 
etc., up to a maximum size of six and one-half to 
nine and one-half inches, a new device known as the 
Columbia hand printer has been placed on the market 
by Hans H. Hellesoe, 2446 Ainslie street, Chicago. 

No previous experience or skill is required to operate 
the Columbia hand printer and produce signs and 
cards with a professional touch. It is necessary only 
to set the desired type in a form, ink and print by 
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means of an impression roller which is part of the 
device. For convenience in setting all type below 
forty-eight point nicked at top of the letter while 
type from forty-eight point up is similarly marked at 
the bottom of each letter. 

Rubber type is used, doing away with “makeready” 
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THE COLUMBIA HAND PRINTER 


a printing process which requires special attention. 
Two chases are furnished, one of the lock-up style 
and the other for gelatine type. 

A descriptive bulletin isued by Mr. Hellesoe will b2 
sent dealers upon request. 


—>-—___ 


MARVEL COMPANY’S “MITE” SCALE 

Credited with the ability to weigh a single paper 
clip, a new one-pound postal scale, listed as the “Mite,” 
has been produced by the Marvel Scale Company, Inc., 
Milwaukee, Wis. 

The new scale, which was built particularly for the 
stationer, has several exclusive features chief of which 
is a modernized red and black dial which is easily 
changed in the event of a revising of postal rates 
without returning the scale to the factory. Another 
special feature is the indicator of which the manu- 
facturer says: 

“It is unusual in that instead of reading it as a 
pointer, the user sets it so that the zero line can be 





MITE POSTAL SCALE 


seen just above it and does not add a second stamp 
until he can see the next line.” 

Rocker arms are castings drilled in a jig to insure 
proper alignment of holes and provide weight to the 
mechanism. Graceful, slightly streamlined and with a 
slanting dial, the scale is of a crackle finish and is 
available in green, black or maroon. Enclosed sides 
protect the mechanism. 
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TELL CITY’S 2000 DESK SERIES 
Marked by several new features which add to the 
standard of usefulness and beauty of the company’s 
output, a new series of desks listed as the No. 2000, has 





TELL CITY’S NO. 2160 DESK 


recently been announced by the Tell City Desk Com- 
pany, Tell City, Ind. 

The No. 2160 shown here is an example of the ex- 
cellent workmanship and handsome finish which char- 
acterize every model of the 2000 line. This desk has 
attractive new pulls on the raised drawer fronts, 
moulded top and rim and a new arm slide. 

A special feature of the drophead typewriter desk 
of this series is an exclusive Tell City Desk Company 
construction by which the typewriter is securely bound 
to the desk-top, thus completely eliminating vibra- 
tion. 

os oe 
DITTO’S NEW MODEL D-6 DUPLICATOR 

A new, self-feeding and self-ejecting office duplicator 
which makes up to 300 bright copies direct from one 
handwritten, typed or drawn original, without the aid 





DITTO MODEL D-6 LIQUID PROCESS 
DUPLICATOR 


of type, stencils or gelatine, has just been perfected 
and announced by Ditto, Inc., Chicago. 

According to the manufacturer the machine, which 
is listed as the D-6 Liquid Process duplicator, will 
produce seventy copies per minute on paper as large 
as nine by fourteen inches and varying in weight from 
tissue to card stock. A newly-designed stationary type 
feed unit, said to be making its first appearance on 
this model, assures fast feeding and accurate registra- 
tion. Reproduction in one or all of five colors are 
made in one operation. 

When a run is completed the original may be filed 
and used repeatedly over a period of months until 300 
copies have been produced. 


BARKLEY OFFERS NEW FILE 


An improved pull-drawer transfer file, called the 
Durability Transfer file, has been introduced by C. L. 
Barkley & Company, 517 South Jefferson street, Chi- 
cago. 

The new file was designed as a low cost transfer unit 
to combine more protection, strength, convenience and 
added sales features. It is made of a heavy solid fibre- 
board throughout with clever columnar construction at 
points of support and reinforced with a heavy steel 
frame. The assembly is quick and easy, saving consid- 
erable time in setting up. 

The drawer is made of the same substantial material 
with reinforced sides and a four-ply thick drawer 














FEATURES OF BARKLEY’S NEW FILE.—(Top left) Micro- 
scopic view illustrates method of reinforcing back. (Top 
right) How front and side of drawer are joined. (Bottom 
center) How steel rod supports shell around front of case. 


front. The handle is a bright finish full grip and with 
an attractive label attached makes for neat appear- 
ance. Convenient stacking clips are provided to lock 
the files together with a solid battery when necessary. 


es doceltbitidiamnioasice 
NEW ACE HEAVY-DUTY STAPLER 

The Ace Fastener Corporation, Chicago, last month 
announced a new lever-type heavy duty stapling ma- 
chine. The new model uses standard staples of heavy 
wire with % inch legs while its substantial weight, 
increased stability, powerful leverage and jam-proof 
features make it particularly suitable for continual 
production work. 





ACE LEVER-TYPE STAPLER 


Further details of the new model may be obtained by 
communicating with the company’s home offices at 
3415 North Ashland avenue, Chicago. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 
Mr. Jackson’s contacts with the trade and its organizations afford him informa- 
tion valuable to those desiring to cultivate the British market. In subscription 
matters, O. Viborg-Larsen, Dalforet 16, Copenhagen, Denmark, is the authorized 
representative of Office Appliances in the British Isles. 


London, January 6, 1938. 

We have all got over Christmas—and a record Christ- 
mas it has been as far as spending is concerned. It 
generally takes about a week before we settle down to 
normal work and, incidentally, normal eating and 
drinking! 

We start the New Year full of confidence despite the 
seriousness of the international situation and the com- 
parative slackness in one or two of the luxury trades. 
The stock market is steady, even if prices are not very 
high. 

To sum up, we in England are facing 1938 with cheer- 
fulness and confidence. 

Last month the Office Appliance Trades Association 
timed their monthly meeting with the festive season of 
Christmas. Held a few days before the actual Bank 
Holiday, the fare was seasonable and the general spirit 
and atmosphere in keeping. 

The chair was taken by Mr. A. R. Jackson, chairman 
of the association who read out extracts from letters 
received from several absentees including Mr. Harry 
Stiles who is in Canada. A letter of thanks for flowers 
sent him was also received from Mr. J. Adams-Keene 
who suffered the loss of his wife so recently. 

It happened also that the luncheon and meeting was 
held on Mr. Joe Halsby’s birthday. Cordial greetings, 
together with a basket of fruit were sent to Mr. Halsby 
who is, unfortunately, still confined to his bed. I had 
the pleasure of spending an hour with him the next 
day, and I can assure you all that he was thrilled and 
touched with the constant interest taken in him by 
everybody in the industry. 

Mr. J. Gustave Hemes, proprietor and editor of In- 


ternational Export Review, also received good wishes 
from all present on the birth of a son. 

The chairman reported that as a result of the recent 
questionnaire, most members of the association had 
expressed their willingness and desire to cooperate in a 
friendly manner with competitors in their particular 
section of the industry. Some of your readers may re- 
member that Mr. Jackson was chairman of a commit- 
tee of those engaged in the selling of visible equipment. 
This committee, after more than a year’s cooperation, 
reached a friendly agreement to standardize names and 
equipment and to prevent cut prices. It is Mr. Jackson’s 
conviction that this friendly spirit should exist between 
members of the various sections, and he is doing all 
he can to foster such an atmosphere. 

Then followed a series of brief reports on the activ- 
ities of the several sub-committees appointed by the 
executive. Unfortunately Mr. W. G. Gledhill, chairman 
of the Committee on Employment and Education was 
away with lumbago, but it was explained that the object 
of his committee was the raising of the level of employe 
in the industry, giving particular attention to the train- 
ing of young folk. This committee is also studying all 
forms of pensions and superannuation, and passing the 
information on to members. 

Mr. W. Desborough, chairman of the Trade Relation- 
ship Committee briefly outlined the functions of his 
committee, instancing the close codperation between 
certain sections of the trade, during a recent incident 
when much prominence was given in the national press 
over the so called “break down” in the mechanical 
office installation of a public authority. Concerted ac- 
tion, all along the same lines, was taken by the mem- 
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bers of this section, and no doubt did much to allay 
public anxiety. 

Mr. E. C. Rylands, chairman of the Advertising and 
Publicity Committee, explained that although pre- 
viously their job of work was confined to advertising 
exhibitions, they now had brought to them all forms 
of advertising and publicity affecting the industry. 

Mr. Shelton-Cox, who besides being chairman of the 
Development Committee, is this year’s president of the 
Stationers’ Association, humorously stated that his 
committee was, in effect, the dustbin of the association, 
and that any matter other committees could not deal 
with was passed to them! Whilst this committee had 
not many meetings since his recent appointment, he 
was already impressed by the strength of the associa- 
tion and the possibility that this unity presented. 

The gathering finished up by the chairman wishing 
everybody a Happy Christmas, and everybody else wish- 
ing the chairman the same. From what I hear of 
things “behind the scene” our President Chairman is 
actively pursuing several rather revolutionary ideas for 
the benefit of the industry —VEJ 
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F. D. RANSOM IMPROVING 

F. D. Ransom, president, Proveedor de Oficinas, S. A., 
Mexico City, for several weeks confined to his home 
by complications which followed an appendix opera- 
tion the first of December, is now convalescing. Our 
last report of Mr. Ransom indicated the possibility of 
his leaving the higher altitude of Mexico City to spend 
a couple of weeks in the sunshine of Florida. 

—_——— 


GERMAN JOURNALISTS DINED AT PARIS 

In the middle of October last year the journalists 
of France tendered a banquet to the German journal- 
ists who attended the Paris Exposition. At the gather- 
ing Henry de Weindel, director of “Excelsior” and 
president of the French press section of the exposi- 
tion, recalled with thanks the tremendous contribu- 
tion which had been made by Gutenberg, the German, 
in 1440 when he invented movable type. Mr. De Wein- 
del also recalled complementary contributions by two 
Frenchmen—Theéophraste Renaudot, who in 1631 
established the world’s first newspaper, “La Gazette de 
France,” and Belin, who in our own day discovered 
the transmission of images at a distance, an inven- 
tion which was perfected in Germany, and there 
adapted to present usage. 

In conclusion Mr. De Weindel asked a pertinent 
question: “Why is it that two people, each of them 
with a genius that complements that of the other na- 
tion, do not find themselves in greater accord?” 
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LEIPZIG FAIR PLANS COMPLETED 

Final plans have been completed and last arrange- 
ments made for the Office Appliance Fair which will 
be held at Leipzig, Germany, from March 6 to 11 in- 
clusive. The exhibition will be held in the Jaegerhof 
fair house. 

Those in charge of the exposition confidently expect 
a record-breaking crowd such as attended the fair last 
year, and as a result every effort has been made to 
present a show that will prove beneficial and satisfac- 
tory to visitors from every land. Practically every foot 
of the Jaegerhof has been reserved by manufacturers 
of office furniture, systems, accessories and machines 
in which to display their products. 

Prospective visitors to the fair are urged to make 
their hotel accommodations early through Leipziger 
Messamt (Leipzig Fair office). 
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SIAMESE GOVERNMENT PURCHASES POWERS 
STATISTICAL MACHINES 


Upon completion of the preliminary count of the 
population of Siam, the government figures revealed 
a total of fourteen million odd souls. But the job 
of breaking down these aggregate figures into class- 
ified tabulations which would accurately show what 
percentage of the population are males and the per- 
centage of females, how many are Siamese and how 
many foreigners, how many are single and how many 
married, where they were born, their educational sta- 
tus, their ability to read and write Siamese and foreign 
languages, their occupations, and a host of other 
details still had to be done. 

So the Siamese Government contracted, through the 
McFarland Typewriter Co., Ltd., of Bangkok with the 
Powers Division of Remington Rand, Inc., to supply 
the latest type of “punched card” accounting and 
statistical machines which will be used to complete 
the Census returns, according to the “Bangkok Times.” 

The three units of the Powers installation will be 
employed,—the automatic punch, the sorter, and the 
tabulator. These machines use a card measuring 7% 
inches by 314 inches, which card will be punched with 
all of the relative information taken from the sched- 
ules. The cards will then be sorted and tabulated into 
any desired combination required. The Siamese Gov- 
ernment wanted speed and accuracy, which it expects 
to get with the Powers sorting machine, that will sort, 
allocate, and count cards at the rate of 420 per minute. 
Accuracy is assured at all times because the punched 
cards, once checked, can be used over and over again. 
A punched hole always gives back the same informa- 
tion. 

The Siamese Ministry of the Interior has purchased 
one punch and one counting sorter, which will be used 
first on the Census and later for Vital Statistics. 
This governmental agency has also rented seventeen 
punches, nine sorters, and one tabulator. The latter 
will be used for the Agricultural Census. 

The purchased machines were set up by the McFar- 
land Typewriter Company in December, while the 
other equipment was to follow in January. Mr. J. H. 
Jacobsen, the Powers Far Eastern representative, who 
had previously negotiated with the government on the 
contract, was expected to return to Bangkok the last 
of December to supervise the erection of the machines, 
training the operators, and start the installation. 
Servicing will be done by the McFarland Typewriter 
Co., Ltd. 
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VERSATILE MACHINE BY VIENNESE 


La Organisation reports that a Viennese named 
Gustave Tauschek has invented a machine which can 
read the characters of writing, and to reproduce them. 
The device consists of a selector which rotates before 
a photo-electric cell on a sheet of paper on which 
typewritten characters are written. If one sits before 
the photo-electric cell on which the typewritten char- 
acters are written, the same figure is covered by the 
rotating selector, which blocks the light from the cell. 
The result is a modification of the electric current 
which causes the machine to duplicate the same 
character automatically. In this manner the photo- 
electric cell can in the course of one hour “read” and 
reproduce 9,000 characters. 
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ROBINSON TAKES OVER ADDED DUTIES FOR 
DITTO 
T. W. Robinson, chairman of the board and chief 


executive officer of Ditto, Inc., Chicago, will take over 


the presidential duties of the company recently relin- 
quished by H. T. Worthington, who resigned last 
December. 

That was the statement issued by the Ditto organiza- 
tion last month in which it was stated that Mr. Robin- 











T. W. ROBINSON 


son assumes the additional responsibilities of the 
company “for the time being.” 

Mr. Robinson, who is well known in the industry for 
his keen executive ability and pleasing personality, 
became actively identified with Ditto in 1932 shortly 
after he retired from the iron and steel industry with 
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E. J. GADUE 





. RUSSELL RISBEY 


which he was prominently associated for a number of 
years. Despite his numerous duties he is active in a 
number of financial and industrial organizations and 
has taken a prominent part in both local and national 
civic affairs. 
a 
ROYAL ANNOUNCES THREE APPOINTMENTS 

The appointment of three men to fill important posi- 
tions in the organization’s sales staff was announced 
by the Royal Typewriter Company, New York, N. Y., 
last month. The men are E. J. Gadue, J. Russell Ris- 
bey and Jack Hanan. 

Former owner of a large typewriter store in Bridge- 
port, Conn., Mr. Gadue takes over the managership 
of the Royal branch in that city. He has had many 
years of experience in the typewriter industry and is 
well-known throughout New England. A. C. Kienly 
and J. L. McCullough, Royal’s eastern sales manager 
and auditor, respectively, were present when Mr. Gadue 
officially took charge at Bridgeport. 

Mr. Risbey becomes assistant sales manager of the 
company’s Roytype division under the supervision of 
J. F. Vreeland. Starting with Royal in 1927 the new 
assistant manager was a successful portable salesman 
and later ribbon and supply salesman. In 1932 he was 
made supply sales manager of the Metropolitan New 
York office. 

Mr. Hanan, who has been with the Royal organ- 
ization since 1925, takes the position vacated by Mr. 
Risbey. Up to the time of his promotion he was one 
of the company’s outstanding standard machine sales- 
men in New York. 
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TWO NEW EXECUTIVES JOIN DUPLICATOR 
SUPPLY CORP. 

Recent transactions involving the stock of the 
Duplicator Supply Corporation, Minneapolis, have 
brought two new officers into the firm. H. C. Genter, 
together with his friend and counsel of long standing, 
J. D. Nunan, now hold fifty per cent of the corpora- 
tion stock, the interest formerly held by A. R. Davis 
and family. 

Mr. Genter, who now becomes vice-president of the 
corporation, was formerly vice-president and general 
manager of the Toast Master products division of the 
McGraw Electric Company, with headquarters at 
Minneapolis. Mr. Genter takes with him to his new 
position a wealth of business experience and ability 
and a pleasing personality which has made and held 
for him hundreds of friends in the business world. 

Mr. Nunan becomes corporation secretary. Like Mr. 
Genter, he possesses an astute business training 
coupled with a knowledge of financial affairs which 
will stand him in good stead in his new undertaking. 

H. F. Arndt, who announced the acquisition of the 
two new Officers, will remain president and general 
manager of the Duplicator Supply Corporation, a posi- 
tion he has held with brilliant success since the organ- 


ization was formed. 
= 2 —__ 


FOUR MADE REMINGTON RAND BRANCH HEADS 

In recognition of their ability as salesmen with 
outstanding records, four members of the Remington 
Rand, Inc., staff last month were appointed managers 
of branch offices. They are C. L. Taber, J. F. Sweeney, 
R. H. Greenlee and R. P. Greiner. 

Mr. Taber goes to head the typewriter division of 
the Boston, Mass., office. With him he takes an un- 
usual list of qualifications, having served as inspector 
and aligner in the Syracuse and Ilion factories, sales- 
man in New York City, branch manager at Chicago 
and later, assistant to Mr. Mathews. 

Mr. Sweeney takes the position of manager of the 
Buffalo typewriter sales department. He joined the 
Remington Typewriter Company in 1923 as a junior 
salesman in Chicago but one week later was given a 
senior assignment. A year ago he was appointed 
assistant manager of the same branch and held that 
post until his recent promotion. 

Mr. Greenlee, who takes over the Youngstown, Ohio, 
branch is a comparatively new man although his 
promotion has been rapid. He has been district man- 
ager at Wheeling, W. Va., Johnstown, Penna., and New 
Castle, Penna. 

Mr. Greiner becomes manager of the Memphis, 
Tenn., branch office. He started as a salesman in 
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J. D. NUNAN 


Minneapolis and served in Fargo, N. D., St. Joseph, 
Mo., Johnstown, Penna., and Wheeling, W. Va., main- 
taining his sales record in the higher brackets 
throughout. At the time of his new appointment he 
was serving as assistant manager of the Atlanta, Ga., 
office. 
—— 
RICKETTS TAKES NEW TERRITORY FOR 
STEIN BROS. 

Claude A. Ricketts, who left the retail field to join 
the Stein Bros. Manufacturing Company, Chicago, in 
August as a traveler, last month was given a new terri- 
tory by that organization. He will cover Kentucky, 
Indiana, Ohio and Michigan. 

Mr. Ricketts started in the stationery field in 1931 














CLAUDE RICKETTS 


for the W. K. Stewart Company, Indianapolis. In 1933 
he changed to Stationers, Inc., of the same city, gain- 
ing thorough experience in retail selling by working 
as an order clerk, and inside and outside salesman. He 
also worked for a while in the order, display and pur- 
chasing departments. 

Shortly after marrying, Mr. Ricketts joined Stein 
Bros., and was given a small Middle West territory. 
There he demonstrated a natural ability to sell the 
company’s line of leather goods and equipment which 
led to the firm giving him the much larger district. 


—_—___—_ 9 


WEBER COSTELLO OPENS N. Y. OFFICE 

On January 3 the Weber Costello Company, Chicago, 
opened its New York office in the Fifth Avenue build- 
ing. The organization will be in charge of Irving 
Hopkins. The trade is cordially invited to visit the 
Eastern branch where the entire output cf globes 
manufactured by Weber Costello and ranging in price 
from eighty cents to $650 will be on display. 
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THE GUEST BOOK 

L. J. MacDonald, manufacturers’ representative of 
Buffalo, N. Y., signed the Guest Book on January 6. 
He travels New York State and Pennsylvania for 
Charles Doppelt & Company and Elbe File & Binder 
Company, also one or two others. He had occasion to 
attend a sales conference at Waterloo, Iowa, the first 
of the year and stopped in Chicago on his way back 
to Buffalo long enough to contact some of his friends 
including those of the Doppelt organization. 

G. A. Keyworth, treasurer, Collier-Keyworth Com- 
pany, Gardner, Mass., gave us the pleasure of a visit 
on January 14. In Chicago with Mrs. Keyworth for a 
few days, having made some business calls on the way 
out. Joined by friends from Gardner on the day fol- 
lowing, they set out for California, where they will 
spend part of the winter. Los Angeles to be the first 
stop. Several other places to be visited. Plans for the 
holiday well arranged but flexible enough for adapta- 
tion to any special inclination the party may develop. 

W. Bruce Ellsworth, sales manager, stock division, 
Corry-Jamestown Manufacturing Company, Corry, 
Penna., affixed his signature in the Guest Book on 
January 19. Having stopped in some few places en 
route to Chicago, whence he was setting out for the 
northwest with stops along the way to the Pacific 
Coast, thence south to San Francisco and Los Angeles, 
returning home by the southern route. As this is Mr. 
Ellsworth’s first trip to the far west, he is looking for- 
ward with pleasure to meeting the company’s agents. 

Charles W. Lipman of New York, ambassador for 
George B. Graff Company, signed the Guest Book 
January 20. Working west from New York, he found 
the dealers optimistic and was favored with a good 
volume of business. In Chicago he conferred with E. J. 
Mitchell and Milton Shuster, representatives for the 
Graff company in the Middle West. After leaving 
Chicago he planned to work his way back east. 

E. J. Mitchell of St. Louis and Milton C. Shuster 
of Philadelphia signed the Guest Book, January 21. 
Gene and Milt, as the trade knows them, have joined 
forces as manufacturers representatives. A statement 
showing the lines carried appears elsewhere in this 
issue. 

After spending a week calling on the trade in Chi- 
cago, they were ready to start through Wisconsin and 
reach Minneapolis in time for the Northwestern Sta- 
tioners’ annual dinner to be held on the night of 
February 5. Both are enthusiastic over the prospects 
afforded by their new arrangements. They are well 
known in the district and are active in association 
work, Mr. Mitchell being a past president of the North- 
west Travelers Club and secretary of the Midwest 
Travelers Club. 

J. R. Kinsman, managing director, Hemingway & 


CITY OF HARTFORD CHOOSES AUTO- 
MATIC FILE & INDEX COMPANY 
EQUIPMENT.—This fine installation was 
made for housing of city tax records of 
the Connecticut city after municipal 
buyers made an tensive investigation 
of several types of equipment. The de- 
partment now has thirty-five units of 
the Automatic expanding and compress- 
ing tariff file partially shown in the 
picture. 








OFFICE APPLIANCES 


Robertson Pty., Ltd., Melbourne, Australia, gave us the 
pleasure of a call on January 25. Two weeks were 
spent seeing some of the Pacific Coast and midwest 
cities. In Chicago he met a friend from home, C. W. 
Brown of E. T. Brown, Ltd., Melbourne, who was a 
visitor here in December and had returned from the 
east for a few days’ stay. From Chicago Mr. Kinsman 
proceeded east to spend a fortnight there. Whence he 
will proceed to England, thence to the Continent for a 
short stay in Germany and Russia with brief stops in 
some other countries. From Europe he will go first to 
Cairo, whence, circumstances favorable, he will make 
an air trip to Capetown. The plan is for a short time 
in South Africa and flight back to Cairo to catch the 
steamer for Australia. The chief object of his trip 
here and to Europe is to “look about generally and 
also to observe what others are doing” in businesses in 
which his company is engaged. A manifestation of the 
Australian spirit which has impelled that country’s 
tremendous progress and which destines it for a great 
future. Australia achieves by industry intelligently 
applied. It is the magic by which pours from her 
mines, coal, gold, copper, iron, lead, zinc, tin and opals; 
from her factories, textiles, clothing, metals, machin- 
ery, foodstuffs, vehicles, etc. Even battleships and 
airplanes; from her orchards products of tree, shrub 
and vine native to climate both tropical and tem- 
perate; from pastures, sheep, cattle and horses of 
finest breeds; from farms, all grains; from wood- 
lands, needed timber. All developed by a population 
of about seven million, ninety-eight per cent British 
and ninety-six per cent native born. All speaking one 
language. 

A. J. Nordstrom, traveling representative of the 
Smead Manufacturing Company, Hastings, Minn., and 
special reporter for the Northwest Travelers Club, 
dropped in on January 28 to prepare the copy for his 
column of news in the February issue. He took out 
time enough to sign the Guest Book and relate that 
he was in Chicago on company business as well as 
for reportorial work. He expected to return to Minne- 
apolis in time for the Twin Cities Stationers annual 
mid-winter party in the Nicollet Hotel February 5. 


New York Guest Book 

William F. Block and E. H. Knapp, president and 
New England district manager, respectively, of the Vic- 
tor Safe & Equipment Company, paid our eastern office 
the honor of a visit on January 13. Messrs. Block and 
Knapp were in town to attend an important dealer 
conference with distributors who handle their line, but 
they managed to find time to engage us in an intensely 
interesting discussion on dealer problems and oppor- 
tunities in this day and age. All too short was this 


visit and we hope that both Mr. Block and Mr. Knapp 
find their way to our office often. 
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CURRENT FINANCIAL STATEMENTS 


The Dictaphone Corporation yesterday declared a 
dividend of 25 cents on the common stock. Payments 
during 1937 were $1 on March 1, $1.50 each on June 1 
and September 1, and $2 on December 1. (Chicago 
Tribune, January 8, 1938.) 


* * * 


An extra of 15 cents and the usual quarterly 25 cent 
disbursement were ordered on the common stock of 
Horder’s, Inc. (Chicago Tribune, January 8, 1938.) 

Directors of International Business Machines Cor- 
poration last month declared a quarterly dividend of 
$1.50 a share, payable April 11 to stock of record April 
1. The stock of record date has been changed for this 
dividend from March 22, the usual date, to April 1 in 
order that this dividend may be paid on the five per 
cent stock dividend, heretofore declared and deliverable 
April 1, or as soon thereafter as practicable, it was 
officially stated. 

Action was taken last month due to the fact that 
there will be no quorum at the February meeting. 


* * * 


In contrast to the general trend of lower earnings, 
Remington Rand, Inc., and subsidiaries today reported 
net income of $1,391,497, equal after preferred divi- 
dends requirement to 76 cents a common share, for 
the quarter ended December 31, 1937. This compared 
with $1,057,243, or 55 cents a share in the like 1936 
quarter. For nine months ended December 31, 1937, 
Remington Rand net income was $3,774,066, compared 
with $1,769,931 in the like 1936 period. (Chicago Daily 
News, January 25, 1938.) 


* * * 


At a special meeting of the board of directors of the 
W. A. Sheaffer Pen Company, held at Fort Madison, 
Iowa, a dividend of one dollar on the no par value 
common stock of the corporation was declared. It is 
payable February 26, to stock of record as of the close 
of business on February 14. Stock books will not be 


closed. 
—_———_—a- oe 


BARATELLI JOINS GREIST COMPANY AS 
SALES DIRECTOR 


Succeeding Walter Lown, recently resigned after 
many years of service, Charles A. Baratelli last month 
was named sales director of the Greist Manufacturing 
Company, New Haven, Conn. He was formerly assis- 
tant sales manager under Mr. Lown, who goes to the 
Polaroid Corporation, Boston. 

Mr. Baratelli takes to his post a wealth of experi- 
ence in the portable lamp field. He is credited with a 
major role in the engineering development of the 
Greist White Knight, nationally advertised product of 
the company, and several other lighting innovations 
as well as assuming an important part in their sales 
promotion. Mr. Baratelli has announced that no 
changes are contemplated in the policies of the com- 
pany. 

“The policies developed and maintained by Mr. 
Lown,” he said, “have proven highly satisfactory from 
the standpoints of increased sales and good will. We 
intend to continue intensively the program which has 
resulted in steady sales increases through a period of 
fluctuating conditions. I wish to comment particularly 
on the splendid cooperation of all distributing inter- 
ests.” 

Mr. Baratelli, following a conference with company 
Officials took his post on February 1. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


i question was asked the other day why the asso- 
ciations in Southern California do not meet more 
often, and the answer in a word is, Distance. Cali- 
fornia is a big state, and to go to Los Angeles for a 
day means for many to remain. over night and lose 
the day following from business. In the big cities of 
the East the situation is different. There are many 
big cities to go to, and out-of-town dealers can attend 
conventions with the utmost economy of time. Ex- 
pense is another item that must be taken into consid- 
eration. Rail fares aré more, and if one travels by 
auto, there are still greater attendant costs. It is 
remarkable that associations get the turn-outs they 
have when they do meet. And they get results, too. 


* * * 


Gordon Wallace Takes Over Kendrick Office Furni- 
ture Business.—W. J. Kendrick, formerly president of 
the company bearing his name in Chicago, and re- 
cently head of the Kendrick enterprise which he 
organized at Los Angeles, sold his interest in the latter 
company on January 1 to Gordon Wallace, for the 
past year associated with his brother, Ebenezer Wal- 
lace, in the firm known as the Southern California 
Stationers. The new company is named Kendrick and 
has spacious quarters on the ground floor of the prem- 
ises at 849 South Maple avenue, Los Angeles. The new 
organization will devote itself to the repairing, refin- 
ishing and re-upholstering of office furniture, and to 
the sale at retail of the office furniture made by the 
Harter Corporation of Sturgis, Michigan; the Zundel 
Seating Company, Los Angeles; the Howell Company, 
Chromsteel, St. Charles, Illinois, and the lines handled 
at wholesale by the Hunting-Roberts Company, Los 
Angeles. Another company whose lines will be featured 
is the Angelus Office Furniture Company, Los Angeles. 

One of the products featured by Kendrick is plate 
glass desk tops. Here, in a department adjoining the 
main rooms, plate glass tops are cut, ground and 
beveled. 

Mr. Wallace has been fortunate in securing the serv- 
ices of Leo Zemke of Chicago, who bears the enviable 
reputation of being one of the best wood finishers in 
the country. 

OFFICE APPLIANCES extends its best wishes to the new 
company. 

* a * 

Nern in New Quarters.—Rod Nern, widely known 
office furniture dealer of Los Angeles, has moved his 
store from 730 South Spring street to larger premises 
in the 900 block next door to the Remington Rand, Inc. 


Miss Pressey Moves Ribbon Factory.—By the time 
OFFICE APPLIANCES goes to press it is expected that Miss 
M. L. Pressey, owner of the Bushnell Ribbon Manufac- 
turing Company, will have completed arrangements 
for the removal of the factory from its present loca- 
tion, 12514 West Third street, Los Angeles, to larger 
premises and better surroundings at 927 South Grand 


(turn to page 78, please) 
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HOSPITAL FUND CAMPAIGN HONORS ZELLERS 


John A. Zellers, vice-president of Remington Rand, 
Inc., last month was presented with a parchment scroll 
by John W. Davis, chairman of the United Hospital 
Campaign, in appreciation of his services rendered 
during a recent drive to aid the ninety-two voluntary 
hospitals of New York and the Visiting Nurses Asso- 
ciation of Brooklyn. 

Mr. Zellers, who acted as chairman of the office 
equipment and supplies division of the industry sec- 
tion, was awarded the scroll signed by Mr. Davis, David 
H. McAlphin Pyle, president of the United Hospital 
Fund, and George A. Wilson, secretary of the same 
organization. 





JOHN A. ZELLERS 


Appointed by Walter C. Teagle, chairman of the 
industry section, Mr. Zellers organized associates in 
his field to aid in the appeal for funds. More than 
$2,000,000 was raised in the drive, constituting the 
largest sum received by the United Hospital Fund in 
any drive during the past fifty-eight years. 


9 
CONKLIN ANNOUNCES NEW SALES POLICY 


A new sales policy under the direction of three 
regional sales managers was announced last month 
by the Conklin Pen Company, Toledo, Ohio. 

Under the new plan C. H. Scheaffer will be eastern 
sales manager, with headquarters in New York; E. J. 
Bradley will be central sales manager, maintaining 
headquarters in Chicago, and O. R. Pierce will be 
western sales manager with headquarters at San Fran- 
cisco. All three men have been associated with 
Conklin for many years. 

The announcement of the new policy was made by 
Harris McIntosh, vice-president of the company since 
1935, who will also serve as general sales manager. 


———-_— =P 


SPROTT ANNOUNCES PLANS OF WOOD MANU- 
FACTURERS ASSOCIATION 


Throughout 1938 officers and members of the Na- 
tional Association of Manufacturers of Wood Office 
Desks and Tables will actively continue to study the 
problems confronting business men within that indus- 
try, according to an announcement made by J. S. 
Sprott, president of the organization and of The Globe- 
Wernicke Co., Cincinnati, Ohio. 

Speaking of manufacturing activities sponsored and 
endorsed by the association Mr. Sprott said: 

“The year 1937 in the wood desk field brought forth 
new designs both from the appearance and construc- 
tion standpoint. This brought to the public greater 
dollar value and unquestionably it is the intention of 
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every manufacturer in the field to continue this 
program.” 

The part played by manufacturers as individuals in 
creating a better market was described by Mr. Sprott 
in the following words: 

“T have concluded long ago that the activity and the 
progress of the individual manufacturer is more far- 
reaching than any plans that can be devised and put 
into effect by an association. The action of the individ- 
ual manufacturer assures action on the part of his 
competitors in the field and there is sufficient vision 
and aggressiveness in the membership of our associa- 
tion to insure continued progress. 

Oi 


SCHUELKE IN 26TH YEAR FOR UEF 


Twenty-five years ago, when airplanes did not clut- 
ter up the sky, New York still had horse-cars and 
incandescent gas mantles could still be purchased 
anywhere, a young fellow went to work as a clerk in 
the accounting department of the Underwood Type- 
writer Company branch in Chicago. 

He gave his name as Fred G. Schuelke; his age as 
twenty and he told Chicago Manager D. M. Alkire he 
thought, maybe, the typewriter business was destined 
to go places, especially with an eager young fellow like 
himself mixed up in the industry. 

“What have we got to lose?’’ mused Mr. Alkire, and 
then aloud he said: “Alright, young fellow, take off 
your coat and get busy.” 

And, with that, we introduce Fred Schuelke, who 
was recently presented with a beautiful lounging chair 
for his home by the selling organization of the Under- 
wood Elliott Fisher Company’s Chicago branch. The 
occasion, of course, being the rounding out of a quar- 
ter-century of service with UEF. 

Fred, as he is known throughout the Middle West, 
was not on the job long before he convinced the powers 
that were of his ability, and in rapid succession he 














F. G. SCHUELKE 


won promotion to the positions of credit manager and 


office manager. Mr. Schuelke’s ability and tact in 
handling both the customer and the salesman mani- 
fested itself, with the result that the late George W. 
McClellan made him assistant in the sales department. 

When the merger occurred and the Underwood 
organization became the Underwood Elliott Fisher 
Company, F. C. Snow, then consolidated branch man- 
ager, appointed Mr. Schuelke to his present position, 
that of assistant in charge of the typewriter division 
in Chicago. Although finding time to make a great 
many friends in and out of the industry, Mr. Schuelke 
has never neglected his job of building up what he 
proudly describes today as a Selling organization 
“second to none.” 
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JUNGBLUTH ENDS PACIFIC COAST TOUR 

Clyde Jungbluth, sales manager of the portable type- 
writer division, Underwood Elliott Fisher Company, has 
just returned to headquarters in New York City, having 
spent a month in the Pacific district calling on branch 
and sub-branch sales organizations; also the portable 
dealers. 

Mr. Jungbluth was selected as one of the head- 








CLYDE JUNGBLUTH 


quarters executives for the annual January good will 
and get acquainted visits to the field, and he certainly 
got acquainted and spread good will. One of the coast 
group refers to the trip as “a triumphal tour of the 
western one-fourth of the United States.” 

Entering the Pacific district at El Paso on Jan- 
uary 3, Mr. Jungbluth held branch office, and also 
portable dealer meetings there and at the following 
cities in order—Phoenix, San Diego, Los Angeles, 
Fresno, San Francisco, Sacramento, Portland, Seattle, 
Butte, Spokane, Boise, Salt Lake City and Denver. 


Mr. Jungbluth was accompanied by District Man- 
ager William Coffman, and also by Portable Field 
Representatives Dietrick, Walker, Torson and Hult in 
their respective zones. 

Mr. Jungbluth is well known to the Pacific district 
and his legion of friends saw to it there were no idle 
moments, day or night. Sales meetings, luncheons and 
calls on portable dealers were the order of the days, 
and the nights were replete with theater parties, box- 
ing shows and other forms of entertainment. The port- 
able dealer luncheons were especially to Mr. Jung- 
bluth’s liking, for there he met the leading dealers 
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TWO LUNCHEONS HELD BY ENTHUSIASTIC PORTABLE 
DEALERS OF THE UNDERWOOD ELLIOTT FISHER COM- 
PANY ON THE PACIFIC COAST IN HONOR OF PORTABLE 
DIVISION SALES MANAGER CLYDE JUNGBLUTH DURING 
HIS RECENT TOUR OF THE WEST.—(Top) At San Francisco: 
Outer row, left to right—Art Young, Fred Guy & Young Com- 
pany, Oakland; M. L. McDonnel, San Francisco; J. E. Curran, 
Stanford Bookstore, Palo Alto; Mr. Schenck, Business Equip- 
ment Company, San Francisco; R. Steinberger, S & H Type- 
writer Company, San Francisco; Herbert Hastings, San Fran- 
cisco Typewriter Exchange; William Watt, Watt Office Ap- 
pliance Company, San Francisco; Larry C. Sullivan, Sullivan 
Typewriter Company, San Francisco; Lloyd Johnson, C. C. Spen- 
cer Company, Watsonville; O. E. Rosenberry, The Typewriter 
Shop, Palo Alto; L. A. Weitz, manager, Oakland; W. M. Coff- 
man, district manager, San Francisco; George S. Walker. 
portable field representative, San Francisco; Clyde M. Jung- 
bluth, sales manager portable division, New York City; Miss 
Marion Liebel, Holladay Typewriter Company, San Francisco; 
Lee Pingree, Lee Typewriter Company, Oakland; H. F. Secor. 
Guaranty Typewriter Company, San Francisco; Louis Smith, 
The Typewriter Company, San Francisco; Win B. Phillips, Win 
B. Phillips Company, Oakland; William C. Maurmann, Rebuilt 
Typewriter Exchange, San Rafael; Anthony Troya, Hayward 
Typewriter & Office Machine Company, Hayward; Mr. Mans- 
field, Gill-Mann Company, San Francisco; Glenn W. Shearer, 
San Francisco; Mr. Jacobs, The Typewritorium, San Francisco; 
C. C. Thorn, Thorn Typewriter Company, Oakland; Roy 
Rauber, Office Equipment Company, Oakland. 


Inside row, left to right—Frank Carlbloom, Frank Typewriter 
Company, Oakland; Frank L. Bronson, Bronson Typewriter 
Company, San Francisco; Arthur Perry, Perry & Guy, San 
Francisco; Earl White, Ames Supply Company, San Francisco; 
Harry Randall, Schwabacher-Frey Company, San Francisco; 
Dean Murphy, San Francisco; A. H. Kleyn, Kleyn Typewriter 
Company, Sar Francisco; J. A. McKinnon, McKinnon Type- 
writer Company, Oakland; C. W. Perkins, Perkins Typewriter 
Shop, Berkeley; Leroy Wilson, San Francisco; M. D. Williams, 
Typewriter Sales & Service, Vallejo; Mr. Finegold. Hale Broth- 
ers, San Francisco; Roy Rineheart, San Francisco; Dale Cham- 
berlain, San Francisco; Mr. Schreiber, Office Equipment 
Company, Oakland. 


(Lower) At Sacramento: Standing, left to right—George H. 

Hammond, George H. Hammond Typewriter Company, Sacra- 

mento; Mr. Jungbluth; George S. Walker, portable field repre- 

sentative, San Francisco; A. G. Walsh, branch manager, Under- 

wood Elliott Fisher Company, Sacramento; Thomas Huston, 
sub-branch manager, Reno, Nevada. 


Seated, outer row, left to right—Mr. Jones and Mr. Wilcox 
of the Vic Varnum Typewriter Company; Eddie Noakes, pro- 
prietor, Sacramento Wholesale Typewriter Company; Jimmie 
David of the David Typewriter Company; Mr. Carpenter, fore- 
man, Sacramento branch; Manuel and Sam Cassanelli of 
Typewriter Sales & Service; Mr. Kling, Kling Type- 
writer Company; Mr. Kato of Lee Brothers, Modesto; Mr. 
Rowland and Mr. Newman of the Capitol Office Equipment 
Company; Jack Hammond of the George H. Hammond Type- 
writer Company; Mr. Anderson of the Sacramento sales force; 
Mr. Murphy, of the Murphy Adding Machine Service Company, 
Stockton; C. E. Lindstrom, manager, Stockton sub-branch; 
Mr. Nickel and son of the Nickel Typewriter Company, Sacra- 
mento; Harry Foote of Harry’s Business Machines, Reno, 
Nevada; Mr. Hammond of the George H. Hammond Typewriter 
Company; Salesmen Calhoun, Check, Hunt and Ekstrom, 
Sacramento Branch. 


face to face and was able to get over his messages of 
appreciation, cooperation and prospects for the future. 
Everywhere he was warmly received by the dealers. 
Among the outstanding portable dealer luncheons 
given for Mr. Jungbluth were those at San Francisco 
and Sacramento on January 13 and 17, respectively. 


SMITH ADDRESSES SQUARE CLUB 

J. A. Smith, Jr., assistant special agent in charge of 
the New York City field division, Federal Bureau of 
Investigation, was the guest of honor and principal 
speaker at a meeting of the Stationers Square Club of 
Greater New York on January 20. The meeting was 
held in the Governor Clinton hotel with President 
Henry W. Bowman wielding the gavel. 
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MEETINGS — CONVENTIONS — DINNERS 


IBM OPENS WORLD BUSINESS CONGRESS 


With 1600 representatives of the company present 
from practically every section of the world, the annual 
world business congress of the International Business 
Machines Corporation opened Monday, January 24, at 
the Waldorf-Astoria hotel in New York City. 

Frederick W. Nichol, vice-president and general 
manager of the corporation, opened the three-day 
conclave by greeting the IBM Hundred Percent Club 
of sales leaders in whose honor the convention is held 
annually. The delegates who attended came from 
twenty-two countries. 

The work of the International Business Machines 
Corporation, as an organization, in contributing to the 
cause of world peace through world trade by creating 
a better understanding among the people of the vari- 
ous nationalities who are members of it, was the 
theme of an address by President Thomas J. Watson, 
who is also president of the International Chamber 
of Commerce. 

After declaring that another world war would end 
civilization as it is known today, Mr. Watson explained 
how IBM is pointing the way toward universal peace. 
He said: 

“If a business that is spread over seventy-nine dif- 
ferent countries can develop that spirit of cooperation, 
and helpfulness, and belief in the future peace of the 
world, I say that it can be developed among nations, 
and it is our job to do all that we can to help develop 
that same spirit among the nations of the world.” 


Other speakers at the opening session were Samuel 
M. Hastings, Chicago, and Oscar L. Gubelman, New 
York, directors of the company; John L. Merrill, Wal- 
ter F. Titus, vice-president in charge of manufacturing 
of IBM; John E. Holt, Oswaldo F. Boucas, director- 
manager, Cia. Nacional Machinas Commerciales, Bra- 
zil; Professor Ben Wood, Professor Theodore H. Brown, 
George Morris, manager of the Canadian organiza- 
tion; G. W. Baehne, J. A. Osterlund, T. K. Mallen and 
Eugene F. Schwerdt, managers, Chica, Puerto Rico, 
Philippine Islands and U. S. S. R., respectively. 
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The next event on the session’s program was the 
installation of officers of the Hundred Percent Club. 
They were Julian M. Gibson, Albany, president; L. 
Frank Becker, Newark, and Lewis W. Bargar, Cleve- 
land, vice-presidents; Bernard F. Murphy, Detroit, sec- 
retary; Thomas V. Learson, Boston, treasurer; C. H. 
Mahan, New York, Ross G. Thomas, Jr., Cleveland, 
E. A. Thomas, Endicott, and David C. Moore, Buffalo, 
directors. 

While the New York convention was under way 
similar events were being conducted by company rep- 
resentatives in Buenos Aires, Argentina; Rio de 
Janeiro, Brazil; Santiago, Chile; Lima, Peru; Guaya- 
quil, Ecuador; Havana, Cuba; Caracas, Venezuela; 
Bogota, Colombia; Mexico, D. F. Mexico. 

Besides the United States, countries represented at 
the American convention included Switzerland, Rus- 
sia, France, China, Brazil, Argentina, Puerto Rico, 
Japan, Peru, Netherlands, Italy, Philippines, Finland, 
Sweden, Cuba, Norway, Hungary, Belgium and Canada. 

The huge banquet which was the special feature of 
the convention was marked by the bestowal of various 
awards for outstanding achievement in the company’s 
behalf during 1937. Chief among these was the Wat- 
son world trophy which went to Julian M. Gibson, 
divisional manager at Albany, for the best individual 
sales record of the past year. At previous sessions 
several other awards had been made, including two to 
C. S. Winsor, Endicott, and Harry S. Evans, Philadel- 
phia, whose services entitled them to membership in 
the Forty-Year Club. 

Among the speakers at the banquet were Mr. Hast- 
ings, Judge Abraham L. Kellogg, director; Mr. Titus, 
John G. Phillips, secretary; John E. Holy, European 
general manager; Professor Brown, Miss Anne Van 
Vechten and Dr. Walter Russell. 

Following the banquet the Endicott organization 
together with the Hundred Percent Club boarded 
trains for a trip to the company’s plant at Endicott. 
There the visitors the next day inspected the factory 
and were guests at a dinner given by the IBM Country 
Club, employes’ recreational center at Endicott. 


NOTABLES AT THE IBM CONGRESS.— 
Front row (L to R:) Oswaldo F. Boucas, 
division manager of Brazil; Julian M. 
Gibson, Albany, N. Y., president of the 
Hundred Percent Club and winner of 
the Watson World Trophy; Thomas J. 
Watson, president, International Busi- 
ness Machines Corporation; Frederick 
W. Nichol, vice-president and general 
manager; Kadru Ando of Japan, and 
Fernando De Luca of Italy. Rear row 
(L to R:) Pierre Bastar of France; Joseph 
T. Wilson, manager of the foreign divi- 
sion; John E. Holt, general manager of 
Europe and the Far East, and George F. 
Morris, president of the International 
Business Machines Company Ltd., of 
Canada. They were pictured at the ban- 
quet held in the Waldorf-Astoria hotel. 
(Wide World Photo) 
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NEW YORK O. A. M. A. FETES CONTEST WINNERS 

Attended by an imposing array of high executives of 
companies in the industry, the thirteenth annual din- 
ner of the New York Office Appliance Managers’ As- 
sociation to winners of the 1937 association sales con- 
test was held at the Waldorf-Astoria hotel on Thurs- 
day, January 13. 

This year there were sixteen salesmen who, due to 
their impressive and outstanding sales records, were 
the guests of honor and winners of valuable prizes. Of 
the sixteen, two were second-time and two were third- 
time winners. 

The festivities began with F. A. Greis, Underwood 
Elliott Fisher Company, assuming the position of toast- 
master for the evening. After welcoming the guests 
and complimenting them upon the fine record each 
man had rolled up during the year, Toastmaster Greis 
introduced the new officers of the association. They 
were: President, A. J. Zonnevyille, Monroe Calculating 
Machine Company; Vice-president, Walter P. Lindsay, 
Remington Rand, Inc., and secretary-treasurer, R. W. 
Davidson, International Business Machine Corporation. 

As in former events the highlight of the evening was 
the introduction of the sixteen winners and the pres- 
entation to them of their prizes. They were: 

W. W. McKenna, Addressograph-Multigraph Corpo- 
ration; N. E. Wolf, Addressograph-Multigraph Corpo- 
ration; W. E. Kline, American Sales Book Company, 
Inc.; Walter E. Conway, A. B. Dick Company; Augus- 
tine Healy, Dictaphone Sales Corporation; Claude Ma- 
han, International Business Machines Corporation; 
Thomas C. Mulheron, International Business Machines 
Corporation; J. E. Judge, Kee Lox Manufacturing Com- 
pany; L. C. Lassen, Monroe Calculating Machine Com- 
pany; John B. Blottman, National Cash Register Com- 
pany; Julius E. Kassig, Postage Meter Company; 
Thomas N. McWilliam, Remington Rand, Inc.; Ernest 
Gibson, Select-O-Phone Company; I. L. Greene, Todd 
Sales Company, Boyd H. Moreland, Underwood Elliott 
Fisher Company; F. L. Crocker, Yawman and Erbe 
Manufacturing Company. 

Of these star salesmen, Messrs. Judge and Kline were 
third-time winners and were presented with a hand- 
some wardrobe suitcase and a scroll. Messrs. Mahan and 
Moreland were second-time winners and received a 
traveling bag and scroll. The remaining twelve men 
were presented with scrolls and Sheaffer Lifetime pen 
and pencil sets. 

The first speaker of the evening was Charles H. 
Everly, eastern manager of OFFICE APPLIANCES, who 
opened his remarks by congratulating the contest win- 
ners on their achievements. He went on to describe 
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the business picture of today; the over-use of the 
words “depression” and “recession,” the human trait 
of needing something “to kick about.” He added: 

“The period of depression is a consequence of a dis- 
torted vision and warped mental viewpoint. The too- 
prosperous era will, by the very nature of things, be 
followed by subnormal times. What we should strive 
for and what is reasonable to hope to achieve is to keep 
our vision so well-poised and balanced that we may 
lessen the distance between the abnormal rise and the 
consequent drop. Bring them to the same level.” 

Walter F. Titus, vice-president, International Busi- 
ness Machines Corporation, was the second speaker. 
His subject was “The Growing Importance of the 
Office Appliance Industry.” He said in part: 

“In fifty short years the office appliance business has 
grown up so that today it serves business, government 
and society as well. Its representatives are no longer 
received with suspicion, but in many instances are 
trusted advisors. It has taken the drudgery out of 
office work and has become the right hand of modern 
management. Each year it is succeeding and each 
year offers brighter opportunities to those who are able 
and anxious to carry forward the pioneering spirit of 
the last half century.” 


—>--—___ 


NORTHWEST TRAVELERS CLUB HOLD SEMI- 
ANNUAL MEETING 

The semiannual meeting of the Northwest Travelers 
Club was held at the Nicollet hotel, Minneapolis, 
February 5, preceding the annual dinner of the North- 
west stationers. Stanley Griebel of Yawman and Erbe 
Manufacturing Company, president of the club, called 
the meeting to order. After singing a verse of 
“America” time was taken for self-introduction. Roy 
Clarke of F. S. Webster Company, secretary of the 
club, read the names of the following new members: 
Jack Laws, Wallace Pencil Company; Pete Masterson, 
Acco Products, Inc.; Ed. F. Perkins, Columbia Ribbon 
& Carbon Manufacturing Company; Dave Bevans, 
Wilson-Jones Company; Stewart White, A. B. Dick 
Company; Myron Schweizer, Diebold Safe & Lock 
Company; William Lipner, Koh-I-Noor Pencil Com- 
pany; C. H. (Jack) Johnstone, Neva-Clog Products, 
Inc.; Leo Stein, Stein Brothers Manufacturing Com- 
pany; Albert R. Blackbourn, Blackbourn Publishing 
Company. 

The secretary read a letter written by Ed. M. Hansen 
of Miller-Davis Company expressing his appreciation 
to the club for assistance to him as governor at the 
regional meeting held last year in St. Paul. 

Charles Consodine of Wallace Pencil Company, vice- 
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president of the national association representing the 
field division, gave some reasons why travelers should 
join the national association. 
—- 
N. E. TRAVELERS ELECT OFFICERS 

At its annual meeting held December 30 in the 
Boston Chamber of Commerce, the New England 
Travelers Club elected the following officers for 1938: 

President, F. H. Salmen; First vice-president, J. R. 
Armington; Second vice-president, Malcolm Dresser; 
Treasurer, H. R. Bennett; Secretary and auditor, F. N. 
Fisher. 

Elected to the executive committee to serve two 
years were Melvin Wheeler, J. A. Hobart and F. J. 
Horie. For one year: J. E. Brooks, T. M. Hargen, Wil- 
liam Driscoll and Garry Dell. 


——<o—ag 9 —__ 


RECORD ATTENDANCE MARKS CHICO 
ANNUAL PARTY 


Bent upon spending an evening of fun, frolic and 
food, more than 160 men turned out for the annual 
party of the Chico Club, an organization composed of 
stationers in and near Chicago, held at the Medinah 
Athletic Club on Monday, January 10. 

Although former preparations had included plans 
for a table set-up of 150 diners, the unexpected addi- 
tional guests were easily accommodated by the instal- 
lation of extra tables and no hitch occurred to mar 
the occasion. 

Gathering at 6:30 o’clock the members and their 
friends stormed the bar where the stationery business 
was temporarily shelved for refreshments, stories and 
reminiscences. A rule for the abolition of “talking 
shop” was rigidly adhered to and the hackneyed “how’s 
business?” was not heard all night. 

It was not until the excellent steak dinner was 
served and consumed that the hilarity reached its 
height. Two pretty and talented girl musicians, with 
a violin and an accordion, provided the music to which 
the crowd sang the old-time favorite songs and Fred 
Fenne and Carl Kaufman obliged with several solo 
dance numbers. Messrs. Fenne and Kaufman made 
up in enthusiasm whatever they lacked in terpsi- 
chorean ability. And the club didn’t even demand 


payment for the few dishes and glasses which fell 
beneath the blows of an inspired spoon-china-glass- 
music artist. 

There were several out-of-town visitors present in- 
cluding Jess Sutton of the Woodbury Book Company, 
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who traveled all the way from Danville, Ill., to be with 
the boys for the annual pow-wow and feed. Mr. Sut- 
ton, a thoroughly interesting talker and personality, 
is a past president of the Illinois Booksellers and Sta- 
tioners Association. 
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MILWAUKEE AND CHICAGO TYPEWRITER MEN 
HOLD JOINT FROLIC 

About a dozen members of the Milwaukee Type- 
writer Dealers Association responded to the invitation 
of the Chicago group and were present at the meeting 
held in the Sherman Hotel, Chicago, Tuesday evening, 
January 11. Another Wisconsin visitor was Stanley 
Stemp of Madison. The out-of-towner from furthest 
away was Otto Kretschmer of the Peerless Key-Im- 
perial Manufacturing Company, Newark, N. J. Kansas 
City was represented by Earl Wynn and his son. The 
Chicago dealers present raised the total in attendance 
to sixty-eight. 

After enjoyment of the dinner, President Al Hug of 
the Chicago Typewriter Dealers Association called the 
meeting to order and introduced E. W. Doepke cf Mil- 
waukee, who substituted for President Teeter of the 
Milwaukee group. Mr. Doepke introduced each of the 
men from Milwaukee—men who had made the trip 
to Chicago despite the weather forecast of storms and 
snow, in order to participate in the pleasantries of 
the evening. 

Following the introduction of the number of nota- 
bles, President Hug announced that he had some 
“bad news’, which was to the effect that the cost 
of the dinner was being shared by Hazen Ames of the 
Ames Supply Company and Jim Ward of the Shipman- 
Ward Manufacturing Company. When the applause 
died away he announced further that the liquid re- 
freshments were provided by J. L. McDonough of the 
Royal Typewriter Company, Inc., and A. B. La Fleur of 
L. C. Smith & Corona Typewriters, Inc. 

Hank Schroeder of Remington Rand, Inc., took 
charge, and amid hearty applause, announced Mr 
Bentley of the Victor Adding Machine Company, Mil- 
waukee, and George Dinger of Kingson Service Com- 
pany, Chicago, as winners of Remington Rand Close- 
Shavers, electric razors made by the General Shaver 
Corporation, a Remington Rand division. An addi- 
tional drawing was made and E. A. Knapp of the 
Underwood Elliott Fisher Company branch at Milwau- 
kee was awarded a scale provided by the Shipman- 
Ward Manufacturing Company. Following the gen- 
eral meeting those present participated in informal 
conversation and community singing. 
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PARMENTER GUEST AT FAREWELL DINNER 

Sherman L. Parmenter, who recently left the Amer- 
ican Crayon Company, Sandusky, Ohio, to enter the 
insurance field, was the guest at a farewell dinner 
given in his honor on December 29. The affair was 
held in the Wievel restaurant, 254 West Fifty-fourth 
street, New York, N. Y. 

It was an earnest bunch of friends, composed prin- 





“GOOD-BYE AND GOOD LUCK!”—wWith these sentiments the 
crowd of diners bid Godspeed to Sherman L. Parmenter on the 
occasion of his departure from the American Crayon Company 


to enter the insurance business. Mr. Parmenter, wearing a 
carnation, is seen standing. 


cipally of associates from the company Mr. Parmenter 
was leaving and some of the firm’s Eastern representa- 
tives, who gathered to deplore his leaving but to wish 
him Godspeed and good luck in the new undertaking. 

The highlight of the dinner came when the guest 
of honor was presented with a handsome traveling 
bag and dressing case suitably marked and accom- 
panied by a scroll bearing the names of the donors 


of the gift. 
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EMPLOYES CELEBRATE BIRTHDAY OF BOYCE 
COMPANY 

Staging a surprise party which included a long eve- 
ning of fun and entertainment, employes of the A. E. 
Boyce Company, Muncie, Ind., last month celebrated 
the sixtieth anniversary of the firm. 

The evening opened with a dinner served at the 
home of Mrs. Ed Hoffer to which every member of the 
staff was invited. Following the dinner the party re- 
paired to the home of Mr. and Mrs. Boyce where bridge 
and dancing were enjoyed. 

Before the celebration came to an end Mr. Boyce 
was presented with a fine wrist watch and a plaque 
bearing the signatures of all employes of the organiza- 
tion which he heads. 
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MANAGERS HEAR DICTAPHONE 
PICTURE 

By special request the Dictaphone Sales Corporation 
showed its moving picture, “Two Saiesmen in Search 
of an Order,” before the Office Appliance Managers 
Association of Chicago at the regular January meeting, 
which was held on the fourteenth at Medinah Athletic 
Club. It had been shown previously, but the members 
expressed a desire to see and hear it again. The thanks 
of the association were extended to Arthur Blackstone, 
Chicago district manager, and Harry Cross, his assist- 
ant. The picture was preceded by a brief business 
session conducted by President A. H. Foxcroft, Chi- 
cago manager for L. C. Smith & Corona Typewriters 
Inc, 
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CANADA C. & R. CO. ELECTS OFFICERS 

At the annual meeting of the Canada Carbon & 
Ribbon Company, Ltd., held at Toronto on January 14, 
Charles J. Gillooly was re-elected president and A. B. 
Holmes re-elected vice-president. 

At the same time it was declared that the organ- 
ization is looking forward to a great increase in busi- 
ness for 1938, such as marked the year just passed 
over 1936. As a means of increasing service and pro- 
duction to meet the anticipated rise in business, sev- 
eral organization changes have been made. Additions 
to the sales force and manufacturing personnel are 
planned in line with the general speeding up program. 

Directors of the company elected were Robert R. 
Murdock, Arthur J. Norton and F. J. Reddall. 
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WILLSON COMPANY HOLDS CHRISTMAS PARTY 

The Winnipeg staff of the Willson Stationery Com- 
pany was entertained by the firm at a happy Christ- 
mas party in the form of a luncheon on December 24, 
many guests, including resident representatives of 
manufacturers, being present. 

The company Glee Club, under the direction of Gus 
Wickberg, rendered several delightful numbers, with 
Ralph, nephew of the director, making a splendid con- 
tribution with solos. Jimmy Irvine expressed the ap- 
preciation of all for a delightful party, following which 
H. L. Willson and F. E. Martin were encircled, and 
that good old song “They Are Jolly Good Fellows” was 
sung heartily and lustily. It was a great party. 

———>= > e—______ 


NEW YORK 0O.M.D.A. OFFICERS ELECTED 

With more than fifty members present the New 
York Office Machine Dealers Association held its elec- 
tion of officers and annual meeting at the Hotel New 
York on January 13. Those who will govern the organ- 
ization for 1938 are: 

President, John Loser, Noiseless Typewriter Machine 
Service Company; Vice-president, A. P. Pohl, Jr., Busi- 
ness Machines Service Company; Secretary and 
treasurer, A. Wittekind, A. Wittekind & Company. 

eee eee 
PENN-MAR-VA MEETS FEBRUARY 27 

With a definite program of important events sched- 
uled to be acted upon, the annual meeting of the 
Penn-Mar-Va Travelers Club will be held February 27 
at the Lord Baltimore hotel, Baltimore, Md. 

The meeting, which is to be held in conjunction 
with the third district regional convention, will include 
the election of officers, distribution of the club roster 
and many other unusually important matters. 

— 
ILLINOIS R. & C. DEALERS INAUGURATE NEW 
SPEAKER PROGRAM FOR THE YEAR 

Plans whereby each monthly meeting will have as 
the guest of honor a speaker outstanding in the indus- 
try have recently been completed by the Illinois Inked 
Ribbon & Carbon Paper Association. 

Announcement of the new speaker program was 
made last month by William Fleischmann, Standard 
Manifold Company, Chicago, who is secretary of the 


association. 
ee 


CONNECTICUT VALLEY STATIONERS 
20TH CONVENTION 
As this issue goes into the mails there is sched- 
uled to be held on February 14 the twentieth annual 
convention of the Connecticut Valley Stationers Asso- 
ciation at the Bond Hotel, Hartford, Conn. 
Under the general chairmanship of Gustave Fischer, 


HOLD 





56 


The Gustave Fischer Company, Hartford, plans for 
the big event were formulated to assure one of the 
largest and most diversified programs in the history 
of the New England organization. Associated with 
Mr. Fischer in the task of providing an exceptionally 
fine day of business and entertainment were Leo W. 
Burt, Burt & Jeffers, Inc., former district governor; 
Otto A. Cavanaugh, Plimpton Manufacturing Com- 
pany, vice-president of the association, and I. Wit- 
kower, Witkower’s Book & Stationery Store, all of 
Hartford. 

The tentative program released by Mr. Fischer was 
as follows, with President Sidney Challenger in the 
chair: 

11 to 12 o’clock. Business meeting in the Egyptian 
Hall. 

12:15. Luncheon held jointly with the Rotary Club. 
Address on “The Shifting Sands of Success” by Charles 
P. Garvin, general manager, The National Stationers 
Association, to be broadcast over radio station WTHT. 

2 p.m. Meeting in the Egyptian Hall, with an ad- 
dress on “Membership in The National Stationers 
Association” by Harry Tehan, Charles M. Higgins & 
Company. Other speakers and their subjects at the 
afternoon session were scheduled as follows: 

Paul Buckwalter, National Blank Book Company, 
“Your Customer, Your Salesman and You”; Harold J. 
Hampton, president, The National Stationers Associa- 
tion, “Gross Sales or Gross Profits”; Mr. Garvin, “What 
1938 Means to the Stationer.” Mr. Garvin was also 
to give a humorous address in the evening on “Chisel- 
ing Is a Fine Art,” while a splendid program of enter- 
tainment was arranged for the dinner at 7 o’clock. 

A reception committee was to consist of Chairman 
Donald McDonald, Bradley & Scoville, Inc., Hartford; 
Thure Bengston, Adkins Printing Company, New 
Britain; Leo W. Burt, Burt & Jeffers, Hartford; Ray- 
mond I. Cowles, Bradley & Scoville, Inc., Hartford; 
Frank H. Fargo, Frank H. Fargo Company, Bridgeport; 
James E. Feeley, Springfield Office Supply Company, 
Springfield; Gustave Fischer, The Gustave Fischer 
Company, Hartford; John Molloy, The J. F. Molloy 
Company, Meriden; Gilbert F. Mulford, Kilborn 
Brothers, New Haven, and E. W. Pape, Adkins Printing 
Company, New Britain. All of these men are past 
presidents of the association. 

SE cine eet 
BRIGGS AGAIN HEADS 12:30 CLUB 

Dwight N. Briggs, Sun Rubber Company, and Ed- 
ward Dooley, Wilson-Jones Company, were unani- 
mously re-elected president and vice-president, re- 
spectively, of the Stationers 12:30 Club of New York 
City. 

The election of officers was held at the organiza- 
tion’s usual Monday meeting at Gassner’s on Duane 
street. Harry Tehan, Charles M. Higgins & Company, 
was chairman of the nominating committee and 
offered a slate which resulted in a unanimous ballot. 
Other officers were: Secretary, Philip A. Coulter, East- 
ern Tablet Corporation, and Treasurer, George C. 
Wheeler, OFFICE APPLIANCES, 

Those who make up the board of directors are: 

Harry Tehan, Charles M. Higgins & Company; Nat 
Kremer, Kremer Company; Gerard D. White, Acco 


Products, Inc.; Lou Caracci, Norwood Company; Fred 
Steinhilber, Geyers-Topics; John J. Walder, Boorum & 
Pease Company; Elmer G. Stacy, Spencerian Pen Com- 
pany; Charles Kuehne, S. E. & M. Vernon, and Herman 
Von Frank, Oakville Company. 
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HAMILTON DIVISION OF CANADA GUILD MEETS 
The first meeting of the Hamilton (Ont.) division 
of the Stationers Guild of Canada was held January 6 
in the board room of the local Y.M.C.A. A wholesome 
dinner was served before the business meeting began. 
Several visitors were present all of whom were greet- 
ed by Chairman Alec Cloke, Cloke & Son, Ltd. Among 
these were Lawrence Beattie, Bixby-Beattie & Com- 
pany, St. Catherines, Ont., and T. F. Wright, The 
Wright Stationers, St. Catherines, Ont. From Toronto 
were Art Lancaster, Dennison Manufacturing Company 
of Canada, Ltd., and J. S. (Steve) Luckett, The Luckett 
Loose Leaf Ltd., both of whom are Guild directors. 
9 
PENN-MAR-VA CLUB HOLDS XMAS PARTY 


With a record turnout in attendance and a spirit 
of festivity apparent on all sides, the annual Christmas 
party of the Penn-Mar-Va Travelers Club was held 
December 28 in the Vendig hotel, Philadelphia. 

The party was preceded by a business meeting at 
which the highlight was a decision reached by the 
officers and members in attendance to issue a roster 
of the club’s personnel, each member to be listed with 
his business connections. 

——————7—- 2 —__ 


OKLAHOMA CITY STATIONERS ELECT OFFICERS 

At its first meeting of 1938, held January 5, the 
Stationers Association of Oklahoma City re-elected 
the following officers for the new year: 

President, Charles H. Wigger, Wigger’s, Inc., and 
Secretary-Treasurer, J. L. Wren, Jr., Western Bank & 
Office Supply Company. Don Branham, Branham’s, 
Inc., was appointed chairman of the price com- 
mittee. 

The meeting and election of officers occasioned a 
fine turnout of the membership, all of whom regretted 
the absence of H. E. Manly, of the Manly Office Supply 
Company, who has been away from business for sev- 
eral weeks due to illness. 

sical cas 
ATLANTA ASSOCIATION ELECTS OFFICERS 


Newly-elected officers of the Atlanta Office Appliance 
Association, Atlanta, Ga., were installed in office at a 
meeting of the organization held on January 17. They 
are: 

President, Howard Selby, Addressograph-Multigraph 
Corporation; Vice-president, J. L. Howerton, L. C. 
Smith & Corona Typewriters, Inc.; Secretary-treasurer, 
Charles Philips, Miller-Bryant-Pierce Company, and 
Directors, Stanley Ashley, Elliott Addressing Machine 
Company, and F. R. Wood, Felt & Tarrant Manufac- 


turing Company. 
—__—— 2 —_—_ 


HUB CLUB ELECTS OFFICERS 

At the annual meeting of the Hub Club of St. Louis, 
Mo., held last month, the following officers were elected 
for 1938: 

President, L. R. Varner, Addressograph Sales Agency; 
Vice-president, G. A. Scobell, International Business 
Machines Corporation; Treasurer, A. J. Coleman, Post- 
age Meter Company; Secretary, Orson H. Lee, Electro- 
matic Typewriter Company. 

———_o—e— 9 
ANNUAL DINNER OF COLUMBUS CO. HELD 

The annual dinner and sales meeting of the Co- 
lumbus Blank Book Company was held recently at 
the Neil House, Columbus, Ohio, with H. B. Perkins, 
general manager, in charge of arrangements, and 
Fred M. Ellis, president, the principal speaker —AK 
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IN THESE LITTLE HOUSES YOU WILL FIND 
ORGANIZATION PERFECTED 

Science tells us that the beehive is the world’s most efficient 
workshop, wherein all things function for the good of the 
whole. In the well balanced man-made organization of today 
the Mimeograph is a busy and important worker. Thousands 
of aggressive institutions are using it not only in their sales 
and advertising departments, but also in accounting, purchasing, 
shipping, in laboratories, stockrooms and factories—using it 
as a most efficient means of coordination and development. The 
Mimeograph becomes a need of the day through its ability to 
duplicate all kinds of forms, graphs, line drawings, typing, etc., 


with utmost rapidity and the least possible trouble and expense. 


Let us show you how it may help in the greater efficiency of your 
own organization. 


Any Mimeograph distributor will gladly demon- 
strate—an inquiry will bring you pertinent facts. Write A. B. Dick 


Company, Chicago, or see classified telephone book for local address. 
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THOSE IN ATTENDANCE AT COLUM- 
BIA’S ANNUAL SALES MEETING AT 
KANSAS CITY.—(Front row, left to right) 
H. B. Holmes, F. R. Nichols, R. C. Moore. 
(Second row) Sylvia Bablove, W. W. 
Epps, Pauline Lisser, W. J. Fitzgerald, 
Martha Hanson, O. W. Kuntz, Mrs. S. A. 
Sweet, E. F. Perkins, Betty Annis. (Third 
row) Jack Wilt, Francis Essig, Leslie Hut- 
son, W. B. Seaver, Carl Land, Mrs. E. R. 
Spengler, R. W. Fagen. (Fourth row) 
C. M. Smith, Verne Palmer, Helen Mc- 
Kiernan, Bill Calegari, F. C. Ruland. 
(Fifth row) Paul Martin, Charles Wallace, 
Ava Vickrey, Glenn Evans, Earl 
Matthews. 


KOCH BROS. HOLDS 3-DAY SALES SCHOOL 

With a number of prominent manufacturer’s repre- 
sentatives present as instructor-speakers, a three-day 
January sales school was held by Koch Brothers, Des 
Moines, Iowa, last month. 

The school session opened Saturday, January 8, with 
fifteen company salesmen and a number of guests 
present. At the morning session the “students” were 
addressed by Edward Little, sales manager, Wabash 
Cabinet Company, Wabash, Ind., who was followed by 
W. S. Miller of The General Fireproofing Company, 
Youngstown, Ohio. Other visiting members of GF in- 
cluded E. A. Purnell, vice-president and sales manager; 
Bill Hoge and Lisle Nelson. 

When school closed for Saturday the entire party 
went to the home of B. J. Bristoll, vice-president of 
the company and past-president of The National Sta- 
tioners Association. There they were served an excel- 
lent buffet dinner and royally entertained. 

On Sunday was held the General Fireproofing sales 
school, which took up the entire morning session. In 
the afternoon J. C. Krueger, F. S. Webster Company, 
was the teacher, ably assisted by Oscar Hug of the 
same company. 

Monday saw the pupils addressed by the following 
speaker-teachers: Bob Valleau, Sight Light Corpora- 
tion, Essex, Conn.; Ed. Mendenhall, McMillan Book 
Company, Syracuse, N. Y.; Al Nordstrom, Smead Manu- 
facturing Company, Hastings, Minn.; William Boyd, 
Acco Products, Inc., Long Island City, N. Y., and Elmer 
Krumweide, G. J. Aigner Company, Chicago. The last 
meeting closed with a dinner for the salesmen and 
guests. 

a ee 
KIWANIS CLUB HONORS MANNING 

Ray L. Manning, who represents L. C. Smith & 
Corona Typewriters, Inc., in Pittsburgh, and is well 
known in the ribbon and carbon field, last month was 
elected president of the Pittsburgh Kiwanis Club. 


—~— > —_— 


PHILADELPHIA STATIONERS RE-ELECT OFFICERS 

At a meeting held January 20 the Philadelphia Sta- 
tioners Association re-elected its entire slate of officers 
for the new year. As in 1937, the association will be 
guided by the following: 

President, Walter F. Crap, C. F. Decker, Inc.; first 
vice-president, Richard B. Yeo, Yeo & Lukens Com- 
pany; second vice-president, Ben Wachtel, Parker Pen 
Company; treasurer, Thomas Shanahan, Shanahan & 
Company; secretary, George Wustner, William F. Mur- 
phy Sons & Company. 
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COLUMBIA HOLDS ANNUAL SALES MEETING 

An enthusiastic spirit of optimism was the keynote 
of the annual sales meeting of the Columbia Ribbon 
& Carbon Manufacturing Company, Inc., held in the 
Muehlebach hotel, Kansas City on December 27, 28 
and 29. 

The three-day conclave was for Columbia’s Kansas 
City and Minneapolis branches only and was held 
under the direction of R. C. Moore, manager of the 
two offices. Meetings were held daily for the purpose 
of discussing sales plans and policies and arranging 
activities of the two branches for 1938. 


o—e 8 8 — 


MICHIGAN STATIONERS MEET IN LANSING 

The January meeting of the Michigan Stationers 
Club was held on the twelfth at the Olds hotel, Lan- 
sing. Clem W. Seely of Tisch-Hine Company, Grand 
Rapids, president of the organization, called the meet- 
ing to order and directed the discussion which had to 
do mostly with advancing the use of the Michigan 
Fair Trade Act. Every stationer present went on rec- 
ord as favoring operation under the benefits of the 
act aS a means of minimizing certain undesirable prac- 
tices. 

Among the visitors at the meeting were two im- 
portant officials of The National Stationers Associa- 
tion—Harold Hampton, president, and Charles Con- 
sodine, vice-president. Mr. Hampton told of trade 
benefits derived through the national association, 
some of which were not generally known or under- 
stood. He complimented the Michigan association 
upon its assistance to him during his period as dis- 
trict governor and later as president. He also went 
on to tell of progress toward getting signatures under 
fair trade agreements elsewhere in the Fifth District, 
particularly in Indiana and Ohio. 

Mr. Consodine, who heads the field division, added 
more to the subject of fair trade, and then talking 
for his own division stated that the salesmen are glad 
to cooperate with dealers and particularly in dealers 
sales meetings. He recommended membership in the 
national association for any who are not in it, as a 
result of which Mr. Hampton was presented with sev- 
eral applications. 

o—=me = — 
DETROIT STATIONERS RETAIN OFFICERS 

At the annual election of the Stationers Association 
of Detroit held in December, Fred L. Holmes of Prompt 
Press Company, president, and Elmer L. Sick of W. B. 
Gregory & Son, secretary, were re-elected for another 


year. 
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“Recession” or not, 
CORONA keeps on climbing 





The way a Corona is made—the way a 
| Corona is sold—the way a Corona pleases a customer 
1934 eT these are the things which keep Corona climbing 

steadily on up the success ladder. And these same 
qualities give certain promise of even greater success 


to come. 
L C Smith & Corona Typewriters Inc 
Desk 2, 191 Almond Street, Syracuse, N. Y. 


CORONA 
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fhenouncing the NEW 
GoodForm \omrort laste 








So good that it will 
stimulate the Sales 
of your Entire Lines 
* 
In making your cus- 
tomer comfortable 
and consequently 
receptive, you open 
the door with the 
GoodForm Comfort 
Master to the sale 
of GF Duty Matched 
Metal Desks, Super- 


Filers and all other o Aa 
GF equipment for ol” 
the modern office. ff da 

Kj 





The General Fireproofing Company is constantly bringing out 
sales stimulating ideas that will create dealer acceptance 


Mt. Gewtral HREPROOWNG Cnpany 
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Yhe Yoodharm 


ComeoRT MASTER 


vy ey 





@ THE SEAT IS AD- 


Here are reasons why dealers — justastt vr ano 


er’s body into the correct 
height-relationship to his 


will find sales advantages in work 
presenting this newest addi- @ THE CHAIR BACK IS 


ADJUSTABLE UP AND 
DOWN to bring the back 


tion to the GF line of Metal = =x mtieeren 
Office Equipment... 


@ THE CHAIR BACK 

P. ° # IS ADJUSTABER FOR 
WARD AN . 

ersonalized omfort- WARD so that the proper 
angle between seat and 


back can be secured to fit 
the physical conformation 


P ractical P ostures of the user. 





Universal Adjustability _—_— 


OTED IN A FRAME, IS 
SO ADJUSTABLE that 
its cushioned parts are 


Air Conditioned Upholstery aan ae oot ok 
Made of Aluminum, 
Ten Year Guarantee TILT TOGETHER and 


fort and fre edom of the 


F. ree Trial Offer ‘nok bs tae see 





Metal Business Equipment: ALUMINUM CHAIRS e STEEL DESKS 
TABLES e FILING EQUIPMENT e SUPPLIES @ SAFES © STORAGE CABINETS 


e e e STEEL SHELVING e SPECIAL TO ORDER EQUIPMENT @ @ @ 
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DECKER 





Thats what ne’re telling 
them in National Advertising 


Let’s get down to cases on this business of selling portable 
othce lamps. . . . YOU know that a business man will jump 
at any buy that brings his money back! .. . That’s why he will 
buy CORRECTED LIGHT from you! CORRECTED LIGHT is more 
than a line of lamps. It’s a paying mvestment. 

It’s a light that makes an entire office more efficient. It’s a 
light that’s virtually co/or/ess because the special triple-glass 
luminaire in all CORRECTED LIGHT units filters out harmful 
color rays. It provides maximum contrast and high visual acuity. 

When light is white like CORRECTED LIGHT it prevents eye- 


strain headaches—it cuts down office mistakes— it helps the 





MODEL 201—RETAIL PRICE $16.50. 


staff do a bigger, better day’s work. Greist produces CORRECTED LIGHT models 


Sell those dividend-paying features and you'll sell CORRECTED for every office purpose. Pictured above is the 


White Knight double action swinging arm 


LIGHT lamps—even to prospects you've found hard to ‘‘crack”’. ' , 

Write us for fu// story of newly developed CORRECTED LIGHT. ay deerme — a 

‘ desks, tables, drafting boards and other large 

GREIST MANUFACTURING COMPANY working areas. Finished in genuine bronze or 
NEW HAVEN, CONN. gunmetal plate. 


CORRECTED LIGHT is available only in 


Cpu? WHITE KNIGHT 


AND OTHER GREIST V.A. ILLUMINATING UNITS 











FEBRUARY, 1938 


AUSTRALIA COMES TO US IN BOOK FORM 

Australia, that vast and glamorous continent of the 
Pacific, this year is celebrating the 150th anniversary 
of its founding. The event is dramatized in text and 
picture in two anniversary magazines, the “March of 
a Nation,” and “150 Years in Australia,” copies of 
which have come to us by courtesy of Sydney Pin- 
combe, Ltd., of Sydney. 

From the pages of these two publications—sixty- 
four in one, and seventy-two in the other—the nation 
stands out in all its glory. Every word and every pic- 
ture reflects the justifiable pride with which those who 
wrested the great continent from the Bushman now 
view their native land which has grown from a little 
settlement on the coast of a continent into one of the 
strongest constituents in the British commonwealth 
of nations. 

“March of a Nation” deals with the settling of Brit- 
ish pioneers in 1770, after the Dutch abandoned the 
huge island as “a continent of no commercial value.” 
As the pages turn so are disclosed the years of Aus- 
tralia’s growth into what is now one of the principal 
nations of the world. Here are facsimiles of rich old 
drawings and engravings depicting Sydney in 1788, 
the first farmlands, the thousands of acres of sheep 
country, the first horse races in 1810, the conquest of 
formidable Blue Mountains, for years an almost in- 
vincible barrier to the West; the cattle era, the fasci- 
nating and historic finding of gold, and every known 
type of sport. 

The growth of Australia’s industries is a saga in 
itself, and is likewise presented in picture form. 

Australia’s Wealth 

Almost unbelievable is the story of the country’s in- 
creasing wealth gathered from the mining of precious 
metals and stones. Factories, orchards, sheep and cat- 
tle raising add their gigantic quotas to the country’s 
national income. 

As proof of the above fact the book shows that the 
nation of 6,819,711 inhabitants, who are ninety-eight 
per cent British and ninety-six per cent native born, 
raises its bushels of wheat, heads of sheep, pounds of 
fine wool and tons of coal by the millions. 

“150 Years in Australia” is the official program of 
the celebration and is devoted almost entirely to 
depicting by picture and printed word the country 
as it is today. 

Modern Sydney 

Here are shown the modern city of Sydney, its har- 
bor and commercial and industrial centers. Play- 
grounds, shipping, parks and zoos, bathing beaches 
and skiing centers, each is presented in a wealth of 
photographs. Eight full pages are given over to the 
official program of the anniversary celebration which 
began January 26 and ends on April 25. 

Still another series of pages pays homage to Aus- 
tralia’s gallant troops who carved an eternal niche in 
the military Hall of Fame during the World War. 
Every one of the Allied armies remember with affec- 
tion and deep respect the immortal “Auzzies,” who 
left their thousands of dead in Belgium and France 
but emerged from every major engagement with some- 
times annihilated regiments but always immortal 
honor and almost impossible victories. No one will 
ever forget the Australians at the Ypres sector, re- 
christened by the “Auzzies’” as “Wipers.” 

Australian business and industry is impressively pic- 
tured in the advertising pages of the two publications. 
From buildings to bakeries and from orchards to air- 
lines, these advertisements stress Australia’s efforts to 
show herself to the world in this 150th year of being. 
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HORSES 


in a field—carbons in a box. What do you know 
about them? 

If you know the horses come from a LINE of 
famous champions; if you know your Carbon 
Papers come from "The Line That Can't Be 
Matched" then you know that you can be sure 
of their superior yee 


di. x 





SELECT 


Be 
a pps 


va 
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for SUPER-COPIES 


MERIDIAN 


“Super” Carbon Paper 


Ask your PANAMA or BEAVER man 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 
PANAMA and BEAVER 


188 THIRD AVENUE * BROOKLYN, N. Y 
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NEW MACHINES AND DEVICES 
(Continued from page 43) 





THE “REAL” LETTER OPENER 
The R. L. O. Sales Company, Oak Park, IIl., has re- 
cently introduced to the market a mail-opening device 
listed as the “Real” letter opener and which is priced 
at fifty-nine cents. 
The “Real” letter opener will open any size or style 





DESK MODEL “REAL” LETTER OPENER 


of envelope quickly and accurately without damaging 
the contents. It is handy to use, sturdily constructed 
and attractively made. 

Further details and descriptive literature may be 
obtained by communicating with the company at 6717 
North avenue, Oak Park, Ill. 

ee 
NEW BRAILLE TYPEWRITER ANNOUNCED 

What is said to be the first typewriter writing Braille 

| for the blind equipped with a normal keyboard has 
been announced by Ufficio Studi -Costi Contabilita E 

| Statistica Automatica, Milano, Italy. The machine has 
been named the Aurora. 

The Aurora has a standard keyboard of four rows 
| of keys, a signal bell, a stop brake and movable mar- 
| gins. Its type is supplied with all the Braille signs in- 
| cluding those for writing music. A backspacer key and 

an automatic spacing lever are standard features. 


| The machine, which weighs about eighteen pounds, 








. 
dupli cate your STAXONSTEEL will equal the 
widespread popularity you 
LIBERTY BOX have enjoyed with the fa- 
mous Liberty Box. An added 
form of storage filing equip- 


Ss u Cc S e Ss Ss wi th ment to swell your profits. 


Already meeting universal fa- 
STAXONSTEEL vor, STAXONSTEEL should be 
displayed in your store and 


featured in your sales effort. 








NEW ITALIAN BRAILLE TYPEWRITER 





was invented by Parisini Fernando of Italy. The Italian 
firm mentioned above is interested in contacting an 
~ g American organization relative to securing manufac- 

turing or selling rights abroad. Communications should 

l 4 S I Z E S e WRITE TO-DAY ® be addressed to the company at Via Tomaso Grossi 2, 


Milano, Italy. 


OO 
‘STAX ONSTEEL 











BANKERS BOX COMP ARS NEW MODEL TWINPHONE ANNOUNCED 

The Twinphone interoffice communicating system, 
offered by Executone, Inc., New York, N. Y., retails for 
| $21.95 and embraces several new features. The new 
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“simplicity, Sturdiness, Ease of Action 
are Features of Every Monroe Machine 











Monroe Adding-Calculator, Model LA-6, is a sturdy, desk- 
size machine that takes up no more room than a letter. It adds, 
subtracts, multiplies, and divides—instantly and automatically. 


Monroe Adding-Calculators have found their place throughout the world because they 
are saving money for business. For more than a quarter of a century the Monroe name 
has stood for quality and service. 

The expanded Monroe line includes adding-listing, accounting, and bookkeeping machines, 


as well as calculators—a range of usefulness that means speed and economy for any office. 


ONROE 


CALCULATING MACHINE COMPANY 
GENERAL OFFICES: ORANGE, NEW JERSEY 
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February, 1938 


Oxford Filing Supply Co., 340 Morgan Ave., Brooklyn, N. Y. 


Vol. |, No. 2 





GOOD FOR EGGS BUT 
NOT FOR INDEX CARDS 


Observing the axiom “don’t put all 
your eggs in one basket” doesn’t 
always pay. 

For instance, your purchases of 
index cards. Do you split your 
buying? Shop around for a cheap 
grade, and then get your better 
grade cards, ledger, journal, and 
colored cards from a complete line 
manufacturer? 

Actually, this method of buying 
costs you money instead of saving 
it. Because you can get both your 
low-priced cards and your better 
grade cards from Oxford, with 
these advantages: 


1. Quantity discount is earned on 
ALL items involved. 

2. Low priced cards are available from 
Oxford at competitive prices. 

3. Smaller quantity of low-priced 
cards bought at one time, hence more 
frequent turnover. 

4. Saving in transportation costs thru 
bulk freight shipments instead of several 
small shipments on better grade cards. 


5. Simplified buying, less bookkeep- 
ing, all cards of uniform quality and 
workmanship, less sales resistance to 
unknown brands, and neater appearance 
on your shelves. 

Put all your index card purchases 
in one basket. You'll find it “eggs- 
tremely” profitable. 


DO YOU MIND? 


A few “laid end to end” statistics 
about Oxford index cards 


15,151 miles of cards per hour! 
3200 cards every minute! If you 
must have enough 3x5 index cards 
to wrap around the earth’s middle, 
it would take this one machine only 
68 days, 11 hours and 34 minutes 
to produce them! 

What machine? Why, the big 
index card machine in the Oxford 
Brooklyn plant that rules ’em, 
rotary cuts ‘em, counts ‘em, and 
wraps ‘em in moisture-proof Cel- 
lophane in one continuous opera- 
tion. 

Very interesting to watch. Any- 
time you are in New York or St. 
Louis, dealers are cordially invited 
to come in to see the Oxford plant 
in operation. 


“YOU CAN'T DO THAT TO ME” 
CRIED MARIE ANTOINETTE — 


— riding to her final conference 
with a guillotine. But they could, 
and they did. 


“You can’t do that to me, either!” 
cries every lot of Oxford Index 
card stock that rides through the 
Oxford factory to be cut up into 
Oxford index cards. 


Well, we can, but we don’t. 
Nothing doing! For the 
only accurate way to 
cut index cards is to 
rotary cut them. 

So the index card 
stock is fed through 
whirling rotary knives, 
each set spaced exactly not 
the same distance apart, 
and kept that way by frequent 
checks with micrometers. That’s 
why Oxford index cards are called 
“precision rotary cut”. 


But what’s the difference, you 


SPECIAL INDEX CARDS 


Not the kind you have on the 
shelf but cards made for special 
requirements, ruled, printed, tab- 
bed, punched, or what have you. 
We make them, and how. 

Some dealers 
handle orders for 
special cards this 
way: They order 
> stock from the 
=== ——: jobber who de- 

{ livers it to the 

ruler who cuts and 
rules and delivers 
to the printer for 
completion. The 
result is often poor and when an 
error is made, each operator in- 
volved blames the other fellow. 

Wise dealers send their special 
card jobs to Oxford where all op- 
erations are performed in a profes- 
sional manner and the job delivered 
complete—one order, one invoice, 
one responsibility. 





Guillotine cut cards will 
““finger”’ 


ask, if cards vary a hundredth of 
an inch or so? 


Anyone constantly using a file of 
index cards will tell you why they 
must all be exactly the same size. 
Cards that vary a tiny fraction over 
or undersize simply won't “finger”. 
Your finger will not contact low 
cards in front of a high card, and 
consequently two or more cards are 
pulled forward, as the 
illustration shows. Guil- 
lotine cut cards and 
even carelessly rotary 
cut cards will frequent- 
ly show this variation. 
The user is dissatisfied, 
and the dealer loses a 
customer. 

Be sure your customers get pre- 
cision rotary-cut index cards. They 
will, if you sell Oxford index 
cards, rotary cut to micrometer 
accuracy. 


satisfactorily 


BE A” YES” MAN— 


How many of these questions can 
YOU answer in the affirmative ? 


1. When customers ask for index 
cards do you first show them your better 
grade cards? 


2. Don’t you find that some customers 
actually want “something better” and 
will pay for it willingly? 

3. Do you know that your gross profit 
on such sales are from 40% to 60% 
higher than if they had bought the lower 
priced card? 


4. Do you have a stock of better grade 
cards like our Broadway or Jefferson 
grades, wrapped in attractive moisture- 
proof printed cellophane, to make bet- 
ter grade card sales easier? 


5. Do you set up an attractive display 
of these cards on your counter, along 
with colored cards to boost your index 
card turnover, and attract attention to 
better grade cards? 

If you can answer “yes” to all of these 


questions, then we are sure you can 
answer “yes” to this one: 


Are you making a good profit on your 
index cards? 
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device furnishes fast and simple intercommunication 
and is enclosed in a handsome streamlined cabinet 
which adds to the attractiveness of any business 




















POCKET PLIERS 


The only plier-type staplers 
using standard size staples. 












TWINPHONE INTEROFFICE COMMUNICATOR UNITS 
TWO SIZES 


No. 3-P, shown 
here, retails for 


$3.50. 


establishment. Further details may be obtained by 
writing to Executone, Inc., at 415 Lexington avenue, 
New York City. 


*—>P« 
No. 4-P (see 


INTRODUCING THE TELE-MEMO item No. 3 be- 
A new type of memorandum pad, designed partic- low), retails for 
$4.50 


ularly for attaching to a French-type telephone has 
recently been placed on the market under the name 
of the “Tele-Memo” by the Tele-Memo Company, 
Philadelphia, Penna. 

Made in black enamel finish the device slides over 
the back prongs of the cradle where it remains firmly 
without the use of screws or bolts. The Tele-Memo, 
which holds a standard size three by five inch pad, 


lL. COMPLETE INSIDE ACCESSIBILITY: Like Swingline desk 
models, the pocket-pliers open wide fer quick loading or instant 


removal of any faulty staple. No jamming. No service troubles. 


» STANDARD SIZE STAPLES: Both machines use standard size 
(low-price) staples. Another consideration for your customers. 


‘ 
3. LARGE THROAT DEPTH: No. 
3-P, the smaller machine, has a 
throat depth of 2%”, and loads 105 
standard staples. No. 4-P, at right. 
is mechanically the same, but has 
throat depth of 4”, and loading 
capacity of 210 staples. 


4. COMPACT DESIGN: Both machines are extremely light in 
weight, with no protrusions to catch on clothing. Perfect for 





pocket use. 


THE TELE MEMO 


5. THE PACKING FEATURE: 
does not interfere with the operation of the telephone ay te tae. ones, Oe 
. 2 . the head, and either model 
in any way. It is manufactured to retail at twenty- is ready for all light tacking 
five cents jobs. Have you ever seen the 


tacking feature on a pocket- 
> 





plier before? The answer is 
PARKER’S SALES PORTFOLIO IN NOVEL DRESS si 
Following out the example set by Life magazine’s Genuine Swingline Staples, of 100%, Round Wire 
photographic treatment of news, the Parker Pen Com- Now Listed at $1.00 ‘a Box (5000). 
pany, Janesville, Wis., last month released its Sales 
Portfolio for 1938 in Life’s format, using as a cover a 
simulated cover of that magazine. The title is: “The PARROT SPEED FASTENER CORP. 


LIFE of the Pen Business.” 37-18 Northerr Long Island City, N. Y. 
Besides outlining Parker’s sales and advertising pro- 
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gram for the new year, the portfolio includes in its 
twenty-four pages, all of them made up in the style of 


FE é O N O M y Life, factual case histories from pen retailers report- 


Webster says ‘Frugality in Expenditure’ 




















Filing Cabinet Users 


appreciate the economy of 






~ EXPANDING and 


AUTOMATIC | COMPRESSING 


A FILE DRAWERS 





~ FIRST COST 


ECONOMY IN | ee “LIFE"—OF THE PEN BUSINESS.— 


\ OPERATING COST This is the cover of the Parker Pen 
Company's new _ sales_ portfolio 
dressed like Life magazine. 























ing their success with the Parker line, including the 

company’s new de luxe Major and Maxima models. 
The book, which was prepared by Blackett-Sample- 

Hummert, Inc., contains interesting photographs of 






341,” 
expanded 
< —agutomatically— 




















; ; ‘Sa ’ Parker’s scientific manufacturing processes, demon- 
9 inches \ { l Lia o 

Working RARE ERR _Strating clearly the many intricate operations per- 
Space ' formed in manufacturing the Vacumatic pens, pencils 





and desk sets of the company. 

Included also are charted facts about the market 
for fountain pens as revealed by a nation-wide con- 
sumer survey recently completed. This was performed 
by Crossley, Inc., and was based on 20,412 house-to- 
house interviews. 

Copies of the unusual portfolio were distributed to 
Parker salesmen at the semi-annual sales conventions 
held in Chicago, New York, Cincinnati and San Fran- 
cisco. The book is available on request to Parker 












Automatic— 
Positive 
Compression 
































representatives. 
Mr. Dealer: Your Customers and Prospects <> 
are entitled to hear and know the story of: DICTAPHONE FOR TRAILER OR AUTO USE 
*‘Automatic—The File of The Time.” The tendency of modern executives to take their 
Will you tell them? business problems with them wherever they go is re- 
4 sample on your floor may save an order a en Sa see ay we 
; pet ‘ei Dictaphone Sales Corporation, New York City, that it SG 
against rigid drawer competition. You can- has developed a Dictaphone which may be used on 
not afford to hesitate. Write now. ordinary house circuits or may be plugged in on an 
automobile dashboard, an airplane or on any 6-volt 
Files « Desks «© Wandex Visible battery circuit. To allow for use on varying currents he 
Executive File « System Supplies the machine may be changed over by the mere throw- 
ing of a switch. A portable case makes it easy for the it's ( 
Specialties business man to carry this Dictaphone with him on ad 
Our Investigate ee ; and 
sal oe “tits In announcing the development of this new product 
32nd Year Our Dictaphone officials pointed out that many business stanc 
of Exclusive men who travel by automobile have special Dicta- 
Service Franchise phones installed in their cars. Others utilize their time it's C 
on trains and in hotels to dictate reports and to catch 
up on their correspondence. The growing use of trail- Clari 


ers has also brought in its wake the employment of 


Automatic File AND Index Company dictating machines on the road. Executives find that 


“THE FILE OF THE TIME” they can enjoy week-end holidays by taking trailer 
DEPT. 789 trips, but they frequently use part of the trailer as an 
, , — office and in this way keep up with their work while 
629 W. Washington Blvd. Chicago, Illinois 43. travel ea nif : 











| Che Star Stands Out 4): 


ee ee eee 


HINK of ice skating and the name that comes Typist desires. And a long-life economy every Pur- 


- 


instantly to mind is Sonja Henie. Think ot acting ana chasing Agent requires. @ Dealers everywhere find it 
it's Garbo, of base ball and it's Babe Ruth, of fighting profitable to handle OLD TOWN—because it's sim- 
and it's Dempsey. @In every human endeavor the star plified basic numbers means larger profits on a smaller 
stands out. In the inked ribbon and carbon industry inventory. Because they enjoy doing business with 
it's OLD TOWN. @ Because OLD TOWN has a sharo a company which has a reputation for protecting its 
clarity of reproduction, a neatness of impression every Dealers. You are invited to join the OLD TOWN family. 


L 


Old Cown Ribbon ano Carbon oe INC 
MAKERS OF Quality Ribbons ano 


Carbons FOR EVERY OFFICE NEED 





ee 
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LOOSE LEAF 
EQUIPMENT 


To Help You Sell 
MORE VISIBLE 
EQUIPMENT 


We now have available three new System 
Booklets designed to promote the sale of 
Visible Record Books. They illustrate and 
describe visible systems for Stock Control, 
Inventory and Purchase Records; Sales 
and Prospect Records; and Strip Analysis 
Systems. Others are in the course of 
preparation. These new booklets will help 
dealers sell more Visible Equipment. 
Copies may be had on request. 


A Complete Range of 
Visible Equipment 
The Cesco Line of Visible books is ex- 
tensive—Non-shift and Automatic Built- 
in shift types—a wide range of sizes and 


grades of bindings. 


Exclusive Agencies Available 


No matter how well you may be satisfied 
with your present connection, an investi- 
gation of the Cesco Line is suggested. It’s 
worth your while to get our catalog and 


dealer’s exclusive agency plan. 


The C.E. SHEPPARD CO. 


44-O1 21% Street,- LONG ISLAND CITY, N.Y. 
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IN OTHER LANDS 


‘Continued from page 45) 





BELGIAN FIRM SUFFERED FROM FIRE 
A card carrying the signature of La Vie au Bureau 
Brussels, and the return address of an affiliated con- 
cern known as Papeterie “Vioburo,” Brussels, Belgium, 
announced that a fire which destroyed stores and 
offices did not injure the firm’s workshops. In conse- 
quence, stocks are available for delivery of binders, 
file cards, loose leaf, social-law forms, etc., but not for 
wood and metal accessories. 
Because the mailing list of the “Guide Fiscal’ was 
completely destroyed, the January 15th number of the 
publicat was delayed fifteen days in issuance. 


—<—_ + —— 


PAPER SCARCITY IN GERMANY 

Papier Zeitung (Berlin) addressed itself to the prob- 
lem of the German printing trade, which is hard put 
to provide an adequate supply of suitable printing 
paper. The Berlin publication showed how the national 
stock of printing paper can be conserved by the use of 
wood engravings in publications and other lines of 
printing. Supporting the contention, Papier Zeitung 
showed illustrations of buildings, mechanisms, pack- 
ages and portraits cut on wood. The German wood 
engravers have not lost the able technique of their 


predecessors. 
——— 


STENOGRAPHY IN ITALIAN SCHOOLS 

La Stenographe Illustre (Paris) reported that Mr. 
Giovanni Vincenzo Cima, chief stenographer of the 
“Gazzetta del Popolo,’ sent the latest edition of 
Stenografia Italiana Corsiva (“Italian Cursive Stenog- 
raphy”) of which he is the able author. This system 
was recognized by the state in a recent decree, No. 
1,759, of October 7, 1937. Thanks to this decree, the 
teaching of stenography will develop more and more 
in the Italian colonies. The Cima system—like that of 
Duploye—is very simple, and this fact permits its 
popularization in the school field. 


<=> 


THE LIBRARY OF LATE PRESIDENT MASARYK 

L’Efficience reported that the library of the late 
Dr. T. G. Masaryk, who was president many years of 
Czechoslovakia, left a private library of 107,300 vol- 
umes. Many in the collection deal with the theme 
of efficiency. 

During his life—he lived to be eighty-seven years 
old—he was a reader, and at the same time a man 


of action. 
=e -— 


CARBON PAPER PLANT IN IRELAND 


Buro-Bedarf Rundschau (Berlin) reported that a 
factory producing carbon paper, typewriter ribbons 
and stencil duplicator supplies has been established 
at Trim, Ireland. It is known as the Tore Manufac- 
turing Company, Ltd. The capital required for this in- 
dustry is in the hands of the Irish. About sixty work- 
men are engaged in the manufacturing processes. 


<> —_— » 


FRENCH POSTAL IDENTIFICATION CARDS 
Le Chef de Comptabilitie (Paris) reported that the 
French postal administration has introduced identifi- 
cation cards to its patrons. The object is to have an 
official identification card when employing the postal, 
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For years dealers have said ‘‘Can you give us a guide card with 
front, back and top edges protected by some material that will 
stiffen the guide, eliminate unsightly dog-eared tabs and help 
to keep them clean and still not increase the cost but a little?” 


A large order, but it has been accomplished. 


Any plain tabbed Manila, Index Bristol or Pressboard guide 
card, any size, can now be CELL-U-SEALED by Weis at only 
a small extra cost over the plain, unprotected guide, and the 
process accomplishes the desired results. 


CELL-U-SEAL is transparent—cleans like glass; pliable—bends 
like rubber; no bothersome edges to curl and catch papers—it 
becomes part of the guide stock. 


You only have to examine samples and study the price list to 
be convinced how easy it will be to sell Weis CELL-U-SEALED 
indexes in place of the plain, unprotected kind. 


With your first stock order we shall be glad to send you im- 
printed CELL-U-SEAL circulars, display card for counter and 


window use. 


They’re here to stay so why not be the first to show them. 


Monroe c€ Michigan 


New York:—54-56 Franklin Street 


Chicago:—Associated Stationers Supply Co. Boston:—Adams, Cushing & Foster, Inc. 
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The CELL-U-SEAL pro- 
tecting material cannot be 
lifted anywhere —it’s flat 
-fused into the stock. 
No curled or frayed edges. 
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Any guide that has been 
CELL-U-SEALED may be 
cleaned like glass. And 
it’s pliable—will bend like 


rubber and wear like iron. 


Monroe 


Top and end edges, back 
and front of the guide are 
sealed. It stiffens the stock 
and prevents unsightly, 


dog-eared tabs. 
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telephonic and the telegraphic services when identifi- 
cation of an individual is necessary. The card is valid 


for transactions with other countries, as well as in 
France. 


The identification card is valid for a period of three 


The fee is five francs. 


years from the date of issue. 
——»——2— 
BAGASSE AS PAPER STUFF 

Papier Zeitung (Berlin) reported a development 

which may have an important bearing on raw mate- 

rial supplies for paper stock. Experiments are being 

conducted at Durban, South Africa, which, if success- 

ful, will develop a new source of supply for paper 

manufacture. Bagasse is the spent fiber resulting in 

the crushing of cane used in the manufacture of 
sugar. 


ADDITIONAL GERMAN CALCULATOR PLANNED 

Burobedarf-Rundschau (Berlin) reported that a fac- 
tory is planned for the manufacture of calculating 
machines of the Odhner type. The new industry is to 
be located at Rastatt, Baden. The founder of the busi- 
ness is Emil Schubert. The plans contemplate intro- 
duction of the new calculator to the market in the 
Spring. 
PRESIDENTS’ CUP PICTURED 

IN ITALY 

L’uficio Moderno (Milan) pictured the President’s 
cup, offered to the representative of the Monroe Cal- 
culating Machine Company excelling in a sales contest. 
The trophy was won by Cesare Verona, Monroe repre- 
sentative in Italy. 


MONROE’S 


—— 
MASTER UNDERWOOD GETS THE PLAY 
Zeitschrift fiir Organisation (Berlin), a German pub- 
lication in the office equipment field, showed the 
Underwood Elliott Fisher ‘Master’ model correspond- 
ence machine. The comment on the new model by 
the German publisher was that the new form of the 
machine affords superior protection against dust and 
a perceptible hushing of machine action sounds. 
_ —— > —__— 


OFFICE MACHINES IN SPAIN 
Papier Zeitung (Berlin) commented on the progress 
made in Spain in the use of office machines. While 
that country is largely agrarian, the several large 
cities offer opportunities for the installation of modern 


office devices. 
— eee 


GERMAN OFFICE MACHINE MEN VISIT PARIS 
Reichverbands Nachrichten (Berlin) reported a visit 
made by German office machine men to Paris, to see 
the world’s fair at the French metropolis. The visit 
included an excursion on the Seine. 
ee 
TYPEWRITER WITH 2,000 KEYS 
The Tenger Papier Zeitung (Vienna) reported that 
a teacher in Osaka, has constructed a_ typewriter 
with 2,000 keys which can write either European or 
Japanese characters. 
Se oe 
GERMAN STENCIL SUGGESTION 
Verkaufs Journal (Berlin) suggested to window dis- 
play artists that they use spray and cutout stencils 
in developing their window displays. 
es 
BELGIAN PUBLICATION FEATURES “DORSON” 
La Vie au Bureau (Brussels) described the Dorson 


time stamp, produced by the Chicago manufacturer. 


Here’s a display 
that does a 


DOUBLE SELLING JOB 


SINCE 1858 
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IT SELLS: 
@ The New Spencerian *1:°° Pen 
@ The New Spencerian *1:5° Set 


Here is a real merchandising display that makes 
two bids for a sale to every customer who enters 
your store. It shows two inexpensive, fast-selling 


items: 


(1) The new Spencerian Dollar Pen—a remark- 
ably smooth-writing pen with a beautiful bevelled 
shape, choice of handsome colors, and a flexible, 


iridium-tipped, guaranteed point. 


(2) The new Spencerian $1.50 Pen-and-Pencil Set 


a handsomely-designed, attractively-boxed set 


that sells at a price that appeals to everyone. 


Don’t pass up this opportunity to increase your 
volume in dollar pens and inexpensive sets. Re- 
member, there is a big market for both of these 
items. Put this sturdy, five-color, free display to 
work for you now—in your window or on your 
counter. Just order the intreductory assortment 


of one dozen pens and eight pen-and-pencil sets. 


SPENCERIAN PEN COMPANY 
134 Broadway, Dept. P, New York 
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Sixty Fire-Files used for gen- 
eral papers in Lincoln, Neb. 


——— Fire-Files are now sold 
only TO and BY authorized exclusive agents of Shaw-Walker. 


Orders received during the first five weeks of the new year 
indicate that the 31 exclusive Fire-File items in the “Built Like 
a Skyscraper” franchise will repeat their phenomenal sales rec- 
ords of the past seven years, reaching another new high in 1938. 


Fire-Files, now the “Mark of the Modern Office’, will again 
produce thousands of dollars in Ewtra Profits for the nationwide 
agency organization selling Shaw-Walker products exclusively. 


If you would like to gain some idea as to the amount of Evtra 
Profits you can add to your balance sheet by becoming an Exclu- 
sive Shaw-Walker Agent ask some of your fellow dealers who 
have changed to Shaw-Walker. If you don’t know many dealers 
who have changed, write Muskegon, Michigan, for the list. 


, Built Like a 















































= GHAW-WALKER = 


Any Shaw-Walker dealer will tell you that the 1938 Buyers’ Guide, like 
its two predecessors, means more calls and orders for every salesman 
because in one place it provides complete order producing details about all 
of the 4,000 items in the “Built Like a Skyscraper” franchise, 
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ITALIAN DRIVE FOR PENCIL SALES IN AUSTRIA 
Burghagen’s Zeitschrift fiir Birobedarf (Hamburg) 
reported that Italian lead pencils are being offered in 
Austria at extraordinarily low prices. 
——?—e—e 
AIR POWERED TYPEWRITER 
Deutsche Kurzschrift (Bayreuth) reports that a 
patent has been granted to Franz Anders, Berlin, for 
a typewriter operated by compressed air. 
- + ¢ 
GERMAN OFFICE FURNITURE SITUATION 
Reichverbands Nachrichten (Berlin) commented on 
the fact that the German office furniture trade is satis- 
fied with the domestic business in office furniture. 


ee 


OAK PARK DEALER SEEKS STOLEN MACHINES 
George Vertin, of Sarco, Inc., office outfitters of Oak 
Park, Ill., last month warned dealers to be on the 
lookout for a number of office machines stolen from 
his establishment on January 29. These machines and 
their serial numbers are as follows: 
Adding Machines 
Sundstrand No. 145.110-8020-52. Eight column direct 
subtraction. 
Burroughs portable No. 8-1026348. 
Allen calculator, electric, No. 43388. 
Corona portable No. H-2A0363. 
Remington Rand portable No. 7166-3-M162139. 
Remington Rand portable No. 7166-3-M162203. 
Remington Rand No. 7180-5-M146085. 
Remington Rand No. 7180-5-M146030. 
Royal Portables 
BJ-64024, BJ-64438, A-664151, A-708809, O-718549. 
Royal Standards 
KHM-2133432, KHM-2133246, KHM-2145494, 
KHM-2142771. 
Corona IC-No. 146380. 


© 

UEF ANNOUNCES FIVE NEW APPOINTMENTS 

Five important staff changes were announced last 
month by the Underwood Elliott Fisher Company, New 
York City. Those named and the positions which they 
take are as follows: 

E. I. Tafel, branch manager of the Minneapolis 
branch; G. J. Longueville, branch manager, Fresno, 
Calif., branch; L. A. Weitz, sub-branch manager, 
Oakland; W. J. Sherry, assistant branch manager, 
accounting machine division, San Francisco, and Dale 
Chamberlin, assistant branch manager, adding ma- 
chine division, San Francisco. 


——e— © 


CLOYES ISSUES PARTS CATALOGUE NO. 5 
A new catalogue of replacement parts for office 
machines was issued late last month by the Cloyes 
Gear Works, 17214 Roseland road, N. E., Cleveland, O. 
Dealers desiring copies should communicate with the 
company’s home offices. 


>—¢ 


“SOCIAL SECURITY IN AMERICA” 

Making available for the first time much background 
data of the social security legislation, its conception 
and adoption as a law, a book entitled “Social Security 
in America” has been published by the Social Security 
Board at Washington, D. C. Copies of the pamphlet may 
be obtained from the Superintendent of Documents, 
Government Printing Office, Washington, D. C., and 
all requests must be accompanied by a remittance of 
seventy-five cents. 


For every office’need, there’s 
the RIGHT carbon paper or 
ribbon, and you know you’re 
giving the customer utmost 
VALUE when you sell M&V. 
Display this versatile line and 


business will be BETTER. 


Write for Samples and Prices 


MITTAG & VOLGER, Ine. 


Principal Office & Facteries: Park Ridge, New Jersey 


Sales Agencies in Leading Cities the World Over 




















TRANSFILE 






REGULAR 


There will be no question 


in your mind when your customers 
try TRANSFILE. They like it—and come 
back for more. That's good sound busi- 
ness. The kind you like and the kind that 
builds your business. 
And that is exactly the profitable experi- 
ence of hundreds of dealers who sell 
TRANSFILE, the original steel reinforced 
corrugated board file. 
Every TRANSFILE is built to give a greater 
measure of service with the advantages 
of a regular steel file and at a fraction of 
the cost. In single units or in Interlocked 
batteries of hundreds they take the gaff. 


In the 4 styles and 13 popular sizes there 
is a TRANSFILE for every purpose. You can 
make real money with this line. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK, N. Y. 
Manufacturers of the GUSSCO 
complete line of Filing Supplies. 
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(Seen and Heard in Southern California— 
Continued from page 43) 


avenue. The new place is 20 by 100 feet, with double 
skylights and large back room for machinery. Miss 
Pressey expects to dispose of her rebuilt typewriter 
business and devote herself exclusively to the manu- 
facture and sale of all kinds of inked ribbons. 

She expects to be installed in the new place, ready 
for business, by the fifteenth of this month (February). 
7 ” a 

Paper Pencil Man in Town.—G. L. Ortega, vice-presi- 
dent of the Blaisdell Pencil Company, 141 Berkley 
street, Philadelphia, was in Los Angeles on a combined 
business and pleasure trip. He was here before in 1929. 
Ben. Vorwick represents the Blaisdell company in 
Southern California. 

* * * 

Imperial Methods Company Visits L. A.—E. A. Buten- 
schoen of the Imperial Methods Company, Forest Park, 
Illinois, visited Los Angeles recently. While here he 
appointed “Jim’’ Davison as the company’s representa- 
tive in the southwest, as reported elsewhere in this 
issue. 

* * * 

Ebenezer Wallace Outfit Celebrates Overcoming of 
Quota.—The Southern California Stationers, 818 South 
Los Angeles street, exceeded quota in December, and 
on January 21 the employees and their wives, if any, 
received invitations to a party to be held at the home 
of Mr. and Mrs. Ebenezer Wallace, 2933 Twelfth avenue, 
Los Angeles. Eighteen employees were present. After 
a wonderful dinner the men turned in ‘and washed the 
dishes, while the women sat in the parlor and talked 
about whatever it is that women talk about under such 
circumstances. 

So successful was the affair that it is believed an- 
other party will be given a year hence. 

* * * 

Moore Stops Off at L. A~-Thomas, familiarly known 
as Tom, Moore spent a few days in Los Angeles last 
month. Mr. Moore is a true veteran of the office equip- 
ment business. He is an expert in loose leaf and in 
many other lines. He lives at Berkeley. 

* a * 

Chicago Typewriter Man in L. A.—Robert S. Leete, 
veteran and well known typewriter supply man of 
Chicago, is spending the winter at the Biltmore, Los 
Angeles. 

* * * 

Indiana Man Joins California Desk.—Another 
Hoosier has joined the California Desk Company, Los 
Angeles, in the person of Marion V. Clemens, who hails 
from Cannelton, Indiana. He has been here only a 
short time, and likes it. He will specialize in the prod- 
ucts of the Hoosier Desk Company of Jasper, Indiana. 

* * * 

Ink Man Takes the Trail.—“Jimmie” Montgomery, 
who represents Charles M. Higgins & Company, in the 
western section, left late in January on a long trip 
through the west and southwest. 

* * * 

Store Display Exhibit Touches Office Equipment.— 
Several office equipment concerns were represented at 
An Exhibition of Modern Store Display held in the 
spacious downstairs display rooms of the Los Angeles 
Chamber of Commerce. Among them we noted the 
International Business Machines Corporation, Los An- 
geles branch, 1670 Wilshire boulevard; Ohmer Register 
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FEED 


PATENTED 


These patented Feed Rolls eliminate the 
many distracting troubles caused by smooth 
feed rolls which have become glossy by 
the absorption of paper fibres, dust and 
erasure particles. 


“PAPER GRIP” feed rolls provide numerous 
live rubber cushion feeding surfaces which 
insure a positive yet gentle grip on the 
paper. 
“PAPER GRIP" feed rolls reduce— 

Feed roll tension 

Carbon "smut" 

Paper slippage 

Faulty registration 

Uneven feeding 

Waste of stationery 

Feed roll replacement 


“PAPER GRIP" feed rolls feed accurately 
regardless of — 

Smoothness of platens 

Grades of paper 

Number of copies 

Electric carriage returns 

Speed of operation 
The cost of these new, better Feed rolls is 
reasonable and profits the dealer. “PAPER 
GRIP” rolls create good will and get more 
business. Push the “PAPER GRIP” roll in 
your territory. It wins friends. 


ROLLS 
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TYPEWRITER DEALERS 


AND REPAIRMEN! 


“A Complete Service 
Brings Reorders”~ 
» 


One order can grow into 3 or more orders if 
you get the "Complete Service” habit. One 
dealer follows this procedure: “Note the 
style of type ... if the machine is in perfect 


a, adjustment... if 


the type is prop- 
**Amesco" Platens insure erly aligned and 
lasting impressions 
not worn or dirty. 
Replace platen if old, and worn, or un- 
satisfactory ribbons with new ribbons of 
the proper ink density to give the desired 
impressions . . . also recommend a carbon 
of the proper weight and coating to give 
the desired impressions 
. and recommend a 
carbon of the proper 
weight and coating to 
give the necessary 
number of legible 
copies.” 





For best results use 
"*True-Mark'’ and 
*"Mercury"’ ribbons 


Promote the sale of a complete line of bal- 
anced supplies such as Amesco 
platens, True-Mark ribbons, 
carbons, and Mercury silk 
ribbons. You will find it profit- 
able and a sure-fire means of 





None better 
than ‘'True- 
Mark" carbons 


getting reorders. 


AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding 
machine platens—parts—tools—ribbons—carbons and supplies 


564 West Randolph Street 


206 Lane Street 
DALLAS 


37 Murray Street 
NEW YORK 
BOSTON 
CINCINNATI 


CLEVELAND 
DENVER 


583 Market Street 
SAN FRANCISCO 


CHICAGO, ILLINOIS 


617 Commercial Place’ 11 Pryor Street, S. W. 


NEW ORLEANS ATLANTA 
LOS ANGELES PITTSBURGH 
PHILADELPHIA SEATTLE 


WASHINGTON, D.C. 
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HE HISTORY of the development of the 

American office is paralleled by the history 
of the Art Metal Construction Company. Since 
the day of its founding in 1888, Art Metal has 
pioneered in the design and construction of 
efficient steel office furniture, safes, and filing 
equipment. Every item is designed to speed 
the work and conserve the energy of office 
employes. One of Art Metal Construction 
Company's first products was a compression 
file, which permitted for the first time not 
only the neat filing of records but also access- 


ibility and rapid identification. 


It has pioneered and constantly improved 
the steel office desk, eliminating the fire hazard 
of wood, and increasing the useful life of this 
equipment. By painstaking experiments and 
research, Art Metal has made drawers of both 
files and desks silent and easy to operate. And 


it has been an originator in bringing aesthetic 
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OF EXPERIENCE BEHIND 


Art Natal ovanitry 


beauty to office furniture in addition to dura- 
bility and efficiency. Art Metal has proved that 
attractive appearance is indeed a phase of 


efficient operation. 


Just as the assembly line in a factory has 
been organized for a continuous flow of work, 
so too has the modern office been organized. 
Today every operation, every written fact, every 
figure, has its place and is readily accessible. 
Files especially designed for every business need 


keep the vital records in order—and thus Art 


Metal has contributed its share to keeping the 
office abreast with the pace and expansion of 


industry and commerce. 


Art Metal enters its second half century 
dedicated to the principle of quality and progress 
which it followed during the first 50 years of its 
life. And if in 1988 the office of tomorrow pre- 
sents as great a contrast with the office of today, 
as it does with the one of 1888, we are sure that 
Art Metal products and equipment will be well 


represented in it. Art Metal will keep abreast. 


ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, NEW YORK 





Art Metal 


Jamestown, New York 
U.S.A. 
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YEARS OF SERVICE TOM 


BUSINESS 





CONSTANTLY IN TOUCH WITH IMPROVED OFFICE 


METHODS 
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FOR THE 
BUSINESS HOME 


Colonial Chair 
Company of 
Chicago uphol- 
sters this chair 
fand many 


others of its 
finest crea- 
tions)in Eagle- 
Ottawa _ Leath- 
er to assure 
lasting good 
looks and com- 
and LENDS THE TRULY 


“HOMELIKE” TOUCH 


AYS the modern business executive 
or professional man, “The office where I spend so 
much of my time must be a comfortable and home- 


like place.” 


Eagle-Ottawa leather, used for upholstery, desk and 
table inlays, wall panels, and in other useful and 
decorative ways, fills this demand. It wins approval 
and holds it through 


the years by remarkable wearability. 


for beauty and distinction .. . 


To achieve effects of dignity and good taste, choose 
from the 155 available tones and colors produced in 
Eagle-Ottawa’s Colonial, Guildhall and Dixie lines. 
80 of them available for immediate shipment. Sam- 


ples gladly sent upon request. 


EAGLE-OTTAWA LEATHER CO. 


GRAND HAVEN—MICHIGAN 


CHICAGO, 912 Washington Blvd. ST. LOUIS, 1602 Locust St. 
NEW YORK, 2 Park Ave. HIGH POINT, N. C., 900 N. Main 
SAN FRANCISCO, 615 Howard St. LOS ANGELES, 1012 Broadway Plaza 


PORTLAND, 1238 Glisan St. 


WORLD'S LARGEST TANNERS OF FINE UPHOLSTERY LEATHERS 
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Company, 1233 South Olive; Weber Showcase & Fix- 
ture Company, 5700 Avalon boulevard, and one or two 
others. 


* *x * 


Carbon and Ribbon Dealers Association.—The Car- 
bon and Ribbon Dealers Association held its regular 
monthly meeting on the first Thursday in January. 
Present were W. E. Sibertson, American Ribbon & 
Carbon Company, president; H. O. Ecclestone, Rem- 
ington Rand Inc., secretary; C. K. Bland, Western 
Carbon Paper Manufaciuring Company; Robert P. 
Picou, California Carbon Paper Manufacturing Com- 
pany; W. E. McElfatrick; E. W. Billings, Jr., Winn- 
Billings Company, and H. W. Martin, OFFICE APPLIANCES. 

The trend of the talks advised an attitude of opti- 
mism. From such an attitude no harm can arise and 
much good may come. Those who spoke included 
Messrs. Sibertson, Ecclestone, Bland, Billings, Picou 
and McElfatrick, the last named gentleman touching 
upon conditions in Seattle and surroundings. 

—_>-—_— 


EX-OFFICE BOY IS STORE OWNER NOW 

When E. N. Maledon walked into the Fort Smith, 
Ark., branch of the Underwood Elliott Fisher Company, 
to ask for and obtain a job as office boy, he was just 
a youngster. Which doesn’t mean that he trips over 
a long white beard now. 

Mr. Maledon got his job and between his daily chores 
tinkered about the repair bench, displaying such talent 
as to officially become repairman helper. 

Repair work appealed to him and his work appealed 





LONGVIEW, TEX., STORE AND PERSONNEL CF THE TYPE- 
WRITER EXCHANGE WITH E. N. MALEDON, THE PRO- 
PRIETOR, AT THE LEFT. 


to the company with the result that he was transferred 
to Little Rock and later to Eldorado, Ark. About that 
time he began to show managerial ability and, when 
the oil boom started in Texas, he went to Longview in 
the Lone Star state, where he opened the Typewriter 
Exchange. 

Today Mr. Maledon operates the Longview store with 
a branch in Tyler, Tex., selling Royal typewriters and 
Victor adding machines in both. 

I 
ANDERSON’S UNIQUE AD BRINGS RESULTS 

Phil M. Anderson, progressive stationery and book 
store proprietor of Newton, Kans., and president of 
the Kansas Book Dealers Association, knows the value 
of appeal when advertising his wares to customers in 
his territory. He also knows the average American’s 
favorable reaction to being taken into confidence. 

So, last December he worked out an advertising plan 
into which he ingeniously inserted both of the above 
factors to the ultimate profit of his organization. Here’s 
how it worked: 

Mr. Anderson had printed a broadside containing 
small advertisements of the many items carried in his 
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\RING BINDERS 





Note te Sealers: 


Dealers handling the new Faultless 
Slide-Operating Ring Binder report 
an amazing turnover in this item. The 
improvements over old-style binders 
offered in the operation of this S-O 
binder have made it an immediate 
hit and fast seller from coast-to-coast. 

The window displays illustrated 
are part of the promotional material 
with which Stationers is assisting in 
the securing of sales. 





@ The Pull-Push action slides rings apart with an 
easy pull of the lever and closes them with an 
easy push. There is no snap, no jumping out of 
sheets, no pinched fingers. 


@ The Cradle Action Sheet Lifter lifts, rather than 
pushes, sheets over the rings, preventing jamming 
at the base of the rings and wear on the punching. 


@ The Flat Back feature allows the binder to lie 
firmly on the desk without roll or sway, making 
reference and manipulation of sheets more con- 
venient. Entries on sheets are easily made. 


@ The recessed Label Holder makes identifica- 
tion easy, especially in offices where many 
are in use. 


STATIONERS LOOSE LEAF COMPANY 


NEW YORK 524 NORTH BROADWAY, MILWAUKEE CHICAGO 
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satisfaction behind it. 





this 





today! 


The Style File has proved its outstand- 
ing merit in everyday performance. It 


has an unequalled record of customer 





Steelcase profit maker. 


! 





<2 
The fhe ti le 
. a 
Modern business has long needed a 
finer filing cabinet. The Style File, sold 
with a guarantee of lifetime service, 
fills that need and increases profit 


possibilities for any dealer who sells it. 


Let us send you complete facts about 


Write 


‘STEELCASE 


| Business Equipment 

















METAL OFFICE FURNITURE CO. 
Grand Rapids, Michigan 





Better 


BECAUSE IT IS 


Quieter. Drawers are noiseless in 

@ operation. Heavy live rubber cushions 
silence every contact. It is the 
quietest file made. 


Easier to Operate. Drawers glide on a 

@ patented new suspension—coasting 
on hardened steel balls. Under the 
heaviest loads, they move with a 
fraction of the effort required by 
other cabinets. 


More attractive in appearance. Dis- 
3. tinctive styled hardware, of solid 
cast bronze, especially designed for 
this file, modern, dignified, different. 


4. Lverlasting. There is nothing in this 
file to ever wear out. It has no springs, 
no ball bearings, no rollers. 
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store. Each of these “ads” had been run in the local] 
newspapers from time to time through the year. Sep- | 
arately, they were snappy little pieces of reading mat- | 
ter, and together they formed quite an impressive | 
whole. 


But the unique slant on the plan was a two-column | 
message directed to the reader and appearing in the 
top left-hand corner of the sheet which read: 

“T can’t advertise like the big chain stores, so this 
year I tried a system of insinuating small ads, running 
them in different places in the daily paper. This cost; / —Y a 
me 35¢c an inch. I thought you might be interested in| //7/AAV Yo ur & ustomer 
this so had the printer hold the type and run them Yy 


all at once on one sheet, so I could send the sample =U 1 
of them to you. Sincerely, Phil Anderson.” G g g Relies on 


/ZZMAMPDEN WF | Your Judgment 



































i ({ustomers who buy paper fasteners 
COMPASS Poe 


depend upon their dealers to sell them 













ae ACCURATE COMPASS | AAwars avanaoe a quality product. They have no par- 
Sir sno Sastre So clasts vet oe 


ticular brand in mind as a result of 

















national advertising in general maga- 
zines because ordinarily paper fasteners 
are not merchandised in that way. 

Sell Vail products to win and hold your 
customers. Every item in the Vail 
line is designed to assure satisfactory 
7. performance. Perfectly formed of high 


quality materials, their fine, attractive 


\\ 
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\\\\ 
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\ \ \ \ 


| in \ a 
School Teachers Say -"STUDENTS SHOULD NOT BE WITHOUT ONE” 


\\\\\\ 
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WW cet \\ 
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finish and modern packaging are dis- 











tinct aids in making sales and particu- 

JACKNIFE COMPASS PENCILS IN A larly repeat sales. 

ROW.—This attractive display card, car- 

rying twelve of the new Jacknife com- 

pass pencils, a combination pencil and 

drawing compass, is issued to dealers by | 

the Hampden Manufacturing Company, 

New York, N. Y., as a means of increasing | 
sales of the item. 





\ 


Keep stocks of all types of Vail metal 
paper fasteners, with assurance that 
an adequate replacement supply of all 
sizes is maintained at our factory for 
nepali 

FRIDEN APPOINTS AGENTS HERE AND ABROAD 

The appointment of four distributors abroad and 
four within the United States was announced last 
month by the Friden Calculating Machine Company, 
Inc., San Leandro, Calif. 

The foreign appointees and the territory they will 
control are Cia. La Camona, Buenos Aires, distributors 
in Argentina; Arnaldo C. Castro, Montevidio, distrib- 
utor in Uruguay; Gibian & Company, Prague, dis- 
tributor in Czechoslovakia, and The Rex Company, 
Vienna, distributor for Austria. 

The four men who will represent Friden in America, 
and their territories are as follows: C. A. Gilbert, Port- 
land, Ore.; R. B. Moodie, New Orleans, La.; C. A. Hooks, | 
Louisville, Ky., and Percy C. Decker, Worcester, Mass. | 


immediate shipment. 





PAPER CLIPS, STAPLES, 
PINS, BRASS FASTENERS, 
THUMB TACKS 











Send today for dealer's 
price list and discount 


| 
| sheet No. 1138A 
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COLUMBIA C. OF C. HONORS SIMONS j YN VA | 1 
Arthur Simons, president of R. L. Bryan Company, <7) MANUFACTURING 
office appliance dealers and stationers of Columbia, S COMPANY 
S. C., was recently elected a member of the board of : 
directors of the Columbia Chamber of Commerce. Fol- | Yj 900 E. 95th St. Chicago, II. 


lowing the election there was a banquet attended by | 
a number of notables and distinguished guests, in-| 


cluding Governor Olin D. Johnston of South Carolina. | “MAIL idk di @, VAIL, ‘ 


—JW 
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TICK-STRIP 








FOR INSTALLATION OF GLASS TOPS 













No. O2S—5 /32" thick STICK-STRIP (Seif- 
adhesive ne Wainut, Mahog- 3 
any, or Gre -$.09 per foot 
No. 045—3 pee thick STICK- 
STRIP (Self-adhesive Back- 
ing) Wainut, Mahogany, 
or Green a - 
$.07 per foot 


Stick-Strip is 
made one inch in 
width and in two 
thicknesses 5/32” 
and 3/32”. It is a 
cork and rubber 
cushion with the 
reverse side a 
self-adhesive, pro- 
tected until used 
with a linen cover. 
Remove the linen 
cover and apply 
to furniture top 
under the glass. 

















7 \ Furnished in 100-foot rolls. (Each 
100-foot roll packed in individual 
box.) 


Adhesive backing will not af- 
fect desk top finishes. 

. It is a non-skid finish 

and prevents glass from 

moving. 


‘ 
Prevents dust accu- 
mulation under glass 
top. 
Makes a per- 
manent job, 


never necessary 
to remove glass 
top for cleaning 
and polishing 
desk top. 

Equalizes un- 
levelness of desk 
tops. 

Offers proper 
cushion around 
entire edge of 
glass and ore- 
vents giass 
breakage. 

Prevents glass 
from sweating 
and spoiling 
finish of furni- 
ture. 


Corners 


(Each set consists of four corners and 
two discs.) 


No. 02—Self-Adhesive Stick-Strip Corners 
5/32” $.25 per set 







No. ee Adhesive Stick- — Corners 
3 -25 per set 


Walnut, Mabeoeer or Green 


(Not self-adhesive) 
No. 2—Rubber Corners (4 Cor- 
ners and 2 Discs to Set) 
Chocolate Color only 
; is ....$.25 per set 








Cs 


Discs 


Each set consists of 6 discs 
No. 02%4—Self-Adhesive Stick-Strip 





Dises 5/32” seoeeeeHo lS per 8 
No. 0414—Self- Adinsive Stick-Strip 
Discs 3/32” ........ .....$.15 per 


Walnut, Mahogany or Green 


No. 2%—Felt Discs, All Wool, 
Brown, Maroon or Green....$.10 per set : 
Wholesale Only—All Prices Subject to Regular Dealers Discount. 


Complete Catalogue on Request 


POLAR MANUFACTURING CO. 


40! N. BROAD ST., PHILADELPHIA, PA. 
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TEXAS NEWS NOTES 

The San Antonio branch of L. C. Smith & Corona 
Typewriters Inc., enjoyed the unusual distinction of 
leading the entire country in sales of the Silent Corona 
during 1937, according to word received by E. P. Haye, 
branch manager. Inasmuch as this is the first year 
this branch has been established, the achievement is 
a compliment to the fine work of Mr. Haye, and one 
on which he is receiving many congratulations. 

Mr. Haye reports sales for the typewriters with 
colored keyboards among schools is good, with recent 
sales of eight to the Harper high school, and twelve 
to the Lady of the Lake college. 

C. H. Burris of Syracuse, N. Y., district auditor for 
L. C. Smith & Corona, was a visitor in the city this 
month, calling on the local branch. 


* * * 


Thomas S. Conneely, district representative for The 
Globe-Wernicke Co., with headquarters in Dallas, re- 
ports good business with an increase for 1937 over the 
previous year of thirty-six and one-half per cent. He 
anticipates good business through 1938, and reports 
that the first month’s business has given definite indi- 
cation of this. Mr. Conneely covers the states of Texas 


and Oklahoma for this firm. 
+ * = 


The San Antonio branch of Remington Rand, Inc., 
reports that its service division has enjoyed the best 
volume of business during the past two years, with 
1937 volume approximately seventy-five per cent over 
that for 1936. This department services all Remington 
Rand work for the entire San Antonio district. L. J. 


Carson is service manager. 
o * * 


Louis Bromgoole has joined the city sales staff of 
the San Antonio branch of the Royal Typewriter Com- 
pany. 

W. T. Haskell has been named service manager of 
this branch. He started with Royal in Birmingham, 
Ala., in 1922, and has been associated with sales and 
services in various branches since that time. 

3 + 2 


Fred H. Guyer, who has been associated with county 
and bank supply sales in the stationery and business 
equipment field for the past seventeen years, joined the 
sales staff of Maverick-Clarke Litho Company on Jan- 
uary 1. Guyer, whose home has been in Fort Worth, 
will cover thirty-one counties in West and Northwest 
Texas for this firm. 

Reporting good business in the office furniture divi- 
sion, Frank J. Ducos, manager of this department, re- 
ports recent installations in the general offices of the 
Equitable Life Assurance Society, the executive and 
general offices of the Amicable Life Insurance Com- 
pany and the executive offices of the Sacultrab Oil 
Company. 

A Hartford suite was installed in the offices of Equit- 
able Assurance, while in Amicable offices, a Plymouth 
suite was furnished, both by Hoosier. Companion 
chairs in the Equitable offices were by B. L. Marble 
Company, while reception room furnishings at Amic- 
able were by Jamestown Lounge Company. 

In the Sacultrab offices the desks were by Leopold. 

In addition to these lines, this firm is also agents 
for the well-known Doten-Dunton matched suites, and 
is the oldest exclusive agents for Art Metal Construc- 
tion Company, being agents for this line for twenty-six 
years, and one of the original dealers—BCR 
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THE 
QUALITY 
LINE OF STEEL 
OFFICE EQUIPMENT 


AVAILABLE 


PROGRESSIVE DEALERS WHO DESIRE—GREATER 
PROFITS—UNFAILING SATISFACTION—REPEAT 
ORDERS—ARE INVITED TO WRITE FOR COMPLETE 














INFORMATION 
COMPLETE VARIETY 4 LINES 
STANDARDS AND 
SPECIAL COLUMBIA 
APEX 
COLONIAL 
ATLAS 





COLUMBIA STEEL EQUIPMENT CO. 
LINCOLN-LIBERTY BUILDING N. E. COR. BROAD & CHESTNUT STS. 
P | ee | L A ae Sas & ee 2 | | A P P ) | a 














No. 491 “Bodiform” Office Chair 


A deluxe chair for the visitor. Made of 

steel throughout, its graceful lines and 

fine finish create an atmosphere of re- 
finement, dignity and beauty. 
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No. 481 “Bodiform” Office Chair 
A companion chair to the No. 491,- but 
without arms. A chair of many constant 
uses in any business office. Built of steel 
and fine upholstery materials. 


EVERY S/t MEANS A SALE! 


Just sit in these beautiful new Artility “Bodiform” Chairs—and 
you'll soon see why they're “best sellers.’ They are undoubtedly 
the most comfortable non-adjustable chairs ever made—resting 
your back just where support is most appreciated. Give your 
prospects a chance to try these smart modern chairs—and they 
will “sell a bill of goods” for you. Write today for complete infor- 
mation and discounts on the profitable Artility line. 





No. XL70—Sten- 
ographer’s Chair 
or for office ma- 
chine operation. 
Seat height and 
back rest ad- 
justable. Swivel 
base. 


No. 400—Execu- 
tive Chair. With 
Spring Back. 
Seat height ad- 
justable. Metal 
throughout. 








No. XOR70— 
Bookkeeper’s 
Chair—or for 
Bench Work. 
Seat height and 
back rest adjust- 
able. Swivel 
base with foot 
ring. 


No. 371—Secre- 
tarial Chair—or 
for office ma- 
chine opera- 
tions. Seat 
height and back 
rest adjustable. 
Swivel base. 












ARTILITY METAL PRODUCTS, inc. 
203 MONGER BLDG., ELKHART, IND. 


A Complete Line of Artility Chairs for Executive, Stenographic, Office Use 
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CLAUSING APPOINTS FOUR NEW | 


REPRESENTATIVES 
William (Bill) Clausing, owner of the International | G O Oo 


Typewriter Exchange, Chicago, last month appointed 


four new sales representatives to specialize in selling | 
the Hermes Featherweight portable typewriter and | 
other lines of the company. 

R. I. Rielly, who was formerly with the Underwood 
Elliott Fisher Company, takes a territory consisting | 


of Ohio and Pennsylvania, and Dale Wasson, also an | 


experienced typewriter and office machine man, takes | 
Michigan, New Mexico and Arizona. | Fee a 

Charles Lyons, formerly of Milwaukee, where he was “a ee ; 
connected with the portable division of one of the | { 4 pire” F nt? N 


major companies, will represent International in a - 
territory consisting of Colorado, Oklahoma and Kan- 1 ee si tos 
sas, while J. D. Marshall will cover Kentucky, Ten- pie? Pn 
nessee, Virginia and West Virginia. 

Mr. Clausing in announcing the new appointees 
declared he was prompted into increasing his sales 
staff by a firm belief that 1938 will be a banner year 
for every branch of the office equipment and sta- 
tionery trade. 

“Other industries will not experience an _ over- 
abundance of business due, I believe, to the prevalence 
of selling their products on long-term contracts,” 


ieoa ee phen 
3 
Mr. Clausing explained. “This condition seldom if ever | . . 
exists in our field. In industries other than ours, this GRADES mn 
practice has recently resulted in manufacturers find- | "WEIGHTS wide 
ing themselves flooded with practically new merchan- | , COLORS eaten 
variety 








dise returned because of the buyer’s inability to make 
his payments. Payments asked on these long-term | All available in any required size. 
contracts were so small that practically nothing was 
collected before lack of employment or other reasons | Write today ae stating your 
forced the original buyer to return the article. Thus 7 / 
many manufacturers found themselves the possessors requirements . . We I be glad to 
of merchandise which was not new and certainly was | fyrnish samples of the sheet YOU 
not old and for which ‘new’ prices would be too high 
and ‘second hand’ prices would be too low. need... and at prices which we 
“I believe that our industry, carefully avoiding this know will prove interesting 
dangerous practice of selling ‘at all costs’ is going to 
experience a year of plenty, with a complete return to AND profitable. ae a 


normal no later than next Spring,’ he concluded. 


———__—_ 9 


STATIONERS IN ALABAMA BUSINESS SHOW 


About 20 office equipment concerns will have 15,000 -. § a 

square feet of exhibits at the Alabama Business Show M0 RE THAN b tk 
to be held February 23 to 25 at the municipal audi- mee — 
im = 


torium in Birmingham, Ala., sponsored by the Birm- ; 
ingham chapter of the National Association of Cost FIFTY 4 











ai 
“ 


Accountants. 
According to James A. Head, of James A. Head, Inc., 


this is the first time in fourteen years Birmingham 4 
office equipment concerns have participated in such a VA 1 | E - ( V| Nf 
cooperative endeavor, which is designed to show the 4 
public what the modern office looks like. The event 

is being promoted in the newspapers and over the a 
radio stations. A radio address will be made on the A: 
day of the opening from the auditorium by Neill si (34 


Hutchens, president of the Birmingham Chapter of SEP RRS ee 
Cost Accountants, who is treasurer of the Tennessee Aeon ne ae Oh DON OTE EeE NEES 


Coal, Iron & Railroad Company.—_GHW. 
ti ROCKWELL-BARNES 


GODWIN BECOMES COLUMBIA AGENCY 
Godwin Stationery Company at 320 Empire building, 
Birmingham, Ala., on January 3 was appointed dis- C 0 M ; A N Y 
tributor for Birmingham and environs for the . mee 
Columbia Ribbon and Carbon Manufacturing Com- 1511 W. 38th Street Chicago, Illinois 


pany, Inc., of Glen Cove, N. Y—GHW 
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“THE NEWEST AND MOST EFFI- 
CIENT DESK THAT HAS COME ON 
THE MARKET IN MANY YEARS” 


THE NEW COMPTODESK ENDS Many 
years of wasted time * * * Fatigued opera- 
tors * * * Abuse of expensive calculating 
machines * * * Inadequate desk accommo- 
dations. 


A BOON TO THE 
OPERATOR 


Exhaustive experiments prove that placing ma 
chine at angle shown in illustration is not only 
scientifically but that it conserves the 
energy of the operator, lessens fatigue and pro- 
efficiency to a remarkable degree. 


correct 
correct 


motes 
Full writing space when desk is closed. 


Machine locked securely in place at all times 
eliminating the hazards of theft and accident in 
falling to the floor. 


In closed position the container protects machine 
from dust; and water from fire sprinkler systems. 
Saving of 25% in desk and floor space. No vibra- 
tion. 


Large drawer for statistical records and Utility 


drawer. 
Five gang plug for electrical connections. 


SECTIONETTE—optional. Drawer units for card 
l Easily attached to desk. 


{:} 
sr lett 4 
or letter hie 


COMPTODESK 


TRIBUNE TOWER CHICAGO, ILLS. 





DEALERS WRITE 
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BEARDSLEY BECOMES FIELD MAN FOR BUCKEYE 

George F. Beardsley, for more than twelve years a 
retail salesman for Horder’s, Inc., Chicago, last month 
was appointed a field man for the Buckeye Ribbon & 
Carbon Company, Cleveland, Ohio. He takes to his 
new job a wealth of experience which will stand him 











GEORGE F. BEARDSLEY 


in good stead as a representative of the Buckeye organ- 
ization. 

Mr. Beardsley during his service with the Chicago 
stationery firm worked as a store salesman and out- 
side salesman, and was associated with the formation 
and operation of the Horder ribbon and carbon de- 
partment. Despite his duties he found time to apply 
himself to the study of conditions of application, in- 
cluding paper and machines. By these means Mr. 
Beardsley developed an education on carbons and rib- 
bons which automatically makes him a specialist on 
the subject. 

With his background of marketing and intricate 
knowledge of the field, Mr. Beardsley is destined to 
go a long way in his chosen calling and new con- 
nection. 


*—-> © 


NEW CONTAINER FOR DYE- 
CLENE.—This bottle, with its 
double-spout stopper, is a new 
container recently created by 
the Consolidated Ribbon & 
Carbon Company, Chicago, for 
its line of Dyeclene hand 
cleanser. The stopper, which 
may be removed entirely for 
refilling the bottle, is equipped 
with a smaller cap which, 
when removed, permits a small 
stream of Dyeclene to flow out 
of the bottle thus preventing 
waste or overflow. 





BEST ATTENDS CONGRESSIONAL DINNER 
Leonard E. Best, of the Richard Best Pencil Manu- 
facturing Company of Irvington, N. J., attended the 
annual Congressional Dinner given in Washington 
January 26 by the New Jersey State Chamber of Com- 
merce for Congressional delegates from New Jersey.— 
NJNS 
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Pardon us for dome a little 
hom tectin’ about 
COLUMBUS PENCILS 


| NDULGE us as you would a 
fond parent raving about his baby. COLUMBUS is our baby 
And what a fine, lusty youngster he has turned out to be! 
You will remember we predicted great things for him. We told you that here was a pencil 
destined to tower like a steeple in the 5c market. We told you your customers would be de- 
lighted with the supersmooth writing qualities of A. W. Faber lead, with its long-lasting econ- 
omy. And now—in four short years—America has discovered COLUMBUS and accepted 
it as the Nation’s premier 5c pencil. Iftyou are a COLUMBUS 





Dealer you appreciate what this means in sales and profits. If 
you are not, wouldn’t you like us to tell you about the 


protected COLUMBUS franchise in your city? 
MADE IN U.S.A Ra 


5 tones of black 





* NEWARK, N. J. x 
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Most folks appreciate chair comfort . . . 





Display and recommend the 


JASPER CHAIR CO. 
LEATHER UPHOLSTERED LINE 





"The Right Chair at the Right Price” 


Harmonious, homelike surroundings help to bring about under- 
standing and confidence among men. To make the business 
office more effective in the solution of business problems should 
be the end and aim of everyone engaged in the production and 
sale of office furnishings and equipment. And that, to the 
Jasper Chair Company, means building chairs correctly pro- 
portioned for good posture and solid comfort . . . fitting into 
and enhancing the office scene . . . and dependable for lifetime 
service. 

The Jasper Chair Company line is extensive. Many designs 


made of solid walnut and upholstered in Eagle Ottawa leathers 





of various grades and colors, and a full line of all wood executive 
office chairs of walnut, birch and quartered oak, stenographers 
and posture chairs, tablet chairs, stools, etc., are illustrated in 
our catalog. While distributed through authorized dealers only, 
in some territories there is opportunity for properly qualified 


distributors to build up their volume and profit with the Jasper 


Chair Company line. 








Jasper Chair Co. 


JASPER, INDIANA 





Representatives: 


Geo. A. Litchfield, Sales Mgr James 8S. Fowls, (Southern) 

R. J. Freeman, (Eastern) 3414 Euclid Heights Blvd 

505 Fifth Ave., New York, N. Y Cleveland, Ohio 

E. W. Thomas, (Southwest) 

Daytona Beach, Fla. W. H. Brown, (Chicago- Midwest) 
S. H. MacDonald, (West) 6708 Glenwood Ave., Chicaga 


Orpheum Bldg., Seattle, Wash (Phone ROGers Park 3644) 
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PASSED AWAY 





GLEN BUCK 


Closing a brilliant career in the advertising profes- 
sion, Glen Buck died of a heart attack at his home in 
Evanston, Ill., on February 3, 1938. He had reached | 
the age of sixty-one. 

For more than twenty-five years Mr. Buck was head | 
of the Chicago advertising agency that bears his name. 
During that period he was the creator of many of the 
finest and most effective examples of advertising ar- 
tistry. Early in his career, handling public relations 
for Oldsmobile he wrote and designed some of the 
first automobile copy, and later for a short term di- | 
rected the advertising activities of the Ford Motor 

















WRITES 5 COLORS! 


FOR TEACHERS, ARTISTS, STUDENTS, 
ACCOUNTANTS, DRAFTSMEN! 


The Autopoint Coloriter is a brand new item. 





THE LATE GLEN BUCK 


Company. The part of his work with which the office It fills a long felt need in the fields of educa- 
equipment industry is most familiar is the advertising tion, business, and art. Ideal for making maps 
of A. B. Dick Company. In which work, reflecting the graphs, sketches, control charts, etc. Each set 


business principles and practice of the client he main- 


tained through more than twenty-three years the high neatly boxed with generous supply of leads in 


point of his advertising ideals. five different colors ... red, blue, green, yellow 
Recognition of his talent was accorded him by the and black. (Other colors if desired.) Retail 
United States government during the World War, price, $2.50. 


when he was placed in charge of publicity for the war 
department. 


Among Mr. Buck’s accomplishments was his skill ° 
as an essayist and pamphleteer. Most of his writings Cutopont 
The # Better Pencst 


are upon business subjects, especially advertising. His 





Display Free with 
6-Set Order! 


This striking display, 
printed in six brilliant 
colors, holds an 
opened Coloriter set. 
Its uniqueness in- 
trigues customers. Its 
utility sells them. 
Order six sets today 
and get this sales- 
making display free. 
Sample set sent on 10 
days approval. 


AUTOPOINT COMPANY 
Dept. OA-2 1801 Foster Ave. 
Chicago, Illinois 


copyrighted booklets include “Is Advertising in Amer- 
ica Costing Too Much?” “What’s the Matter with Ad- 
vertising?” and “What People Want.” In each is evi- 
dent his skill in the use of pungent phrases that im- 
press the point of his comments. 

Mr. Buck was born in Grand Rapids, Mich., and 
received his formal education at Lawrence College, 
Appleton, Wisc., and Northwestern University, Evan- 
ston, Ill. In June, 1929, the honorary degree of Doctor 
of Business Administration was conferred upon him at 
the commencement day exercises at Lawrence College. It 
was one of the first degrees of its kind to be conferred. 

Eight years ago Mr. Buck was appointed a trustee 
of the public library board of Evanston. The appoint- 
ment calls to mind Mr. Buck’s interest in rare manu- 
scripts, books and the writers of them. His collection 
of John Burrough’s first editions is probably the finest 
in existence. In his library are also extensive collec- 
tions of the work of Walt Whitman and Ralph Waldo 
Emerson. 

Through his writings Mr. Buck has expressed many 
challenging ideas, and in giving form to the ideas he 
expressed his own personality. His tribute to business 


















WRITE...IT'S EASIER WITH 








Better Pencil 














Q4 





SUPERIOR 
in sharp writing quality! 
€EN-=TR-KOTED 
CARBON PAPER 


With the Perfected 
CEN-TR-KOTED Backing Sheet | 


There’s a special grade of CEN-TR- 
KOTED Carbon Paper for each use! 


Perfected Backing Sheet ensures 
superior performance finer 
quality means longer life... . rigid 


inspection makes for absolute uni- 
formity! No wonder CEN-TR- 
KOTED sales are booming! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 
you many _ informa- 
tive facts on Carbon 





Paper. 


An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 


booklet. 
@ 


GRAND PRIZE 
CARBONS and RIBBONS: 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 








Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Houston, Tex. Portland, Ore. 


Denver Seattle 


Los Angeles 
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men (quoted below) is perfectly applicable to his own 
character and philosophy. 

“The splendid integrity and vision which is evi- 
denced generally throughout sound American business 


| I do not find matched in any other field of action; 


certainly not in the churches, the schools or in book- 
dom. Politics knows little of it. It is something bigger 
and better than we have even guessed. The most tal- 
ented and high-minded men of my acquaintance are 
business men. The most important work I know of is 
being done by business men—for through them is life 
being made richer and deeper for all. Economic bet- 
terment is bringing the liberty which our outgrown 
statesmanship has failed to supply.” 

Surviving Mr. Buck are his widow, Mrs. Lillian 
Barnes Buck, and two daughters, Mrs. Albert R. Han- 
sen and Miss Gwendolyn Buck, both of Chicago. Fu- 
neral services were held at the home Saturday after- 
noon, February 5. 


PAUL R. MAHONY 


Paul R. Mahony, assistant to the president of The 
Wahl Company, Chicago, and formerly export manager 
for Remington Rand, Inc., died at Bombay, India, on 
December 21 while on a world tour. 

Accompanied by his wife Mr. Mahony started on his 
long tour on behalf of the Wahl organization. Upon 
reaching India he contracted enteric fever and despite 














THE LATE PAUL R. MAHONY 
(from an old portrait) 


the best medical attention failed to rally from the 
dreaded ailment. He was sixty-one years of age at 
the time of his passing. 

Born in Brooklyn, N. Y., Mr. Mahony was the son 
of the late Peter Mahony, former assistant district 
attorney of Kings county and commissioner of supplies 
in Brooklyn during the regime of Mayor David A. 
Boody. Following an education in the Brooklyn public 
schools he joined the Remington Typewriter Company 
and by dint of hard work and a natural executive 
ability became export manager. 

Still later Mr. Mahony resigned to take a similar 


| position with The Wahl Company, leaving in 1929 to 


become executive vice-president of the International 
B. F. Goodrich Corporation. He returned to Wahl 
about 1934 as special assistant to the president, in that 
capacity making several trips abroad. 

Prior to 1931 Mr. Mahony lived in New York, but in 
that year moved to Mount Dora, Fla. At various times 
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SALES STARS 


@ Many dealers, quick to recognize profit 
opportunities, have their eyes on the 
A-S-E line. Wherever SALABILITY counts, 
A-S-E Aurora files, transfer cases and 
cabinets have won dealer approval. And 
wherever VALUE is demanded they have 
won consumer acceptance. 

There are more than twenty-five years 
of experience in constructing quality steel 
equipment behind this fast-selling line. 


The superior workmanship and attrac- 


tive features of the popular-priced grades 
are easily recognized by your custom- 
ers. Don’t miss this unusual opportu- 
nity of easily increasing your profits 
and sales. 

Get ready now for a BIG year. ‘There 
are big things ahead for A-S-E “Aurora” 
line dealers. Don’t miss the new sales 
stars. Write today for complete informa- 
tion and catalog of the entire A-S-E line. 


There is no obligation. 
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STEEL FILING EQUIPMENT—LOCKERS—CABINETS—SHELVING 





ILLINOIS 


AURORA, 


604 JOHN ST. 
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MODEL 36 SORTER TRAY STAND 


| 


his new Sher-Man stand is so universally useful that 
it sells on sight—has already proved itself one of the 
most popular items of the Sher-Man line. Ideal for sort- 
ing operations in filing, accounting, and purchasing 
departments, it is also a convenient desk-side file for 
the day's work, for reference material, catalogs, ledger 
sheets, stock cards, and similar purposes. 

The strong, lightweight tubular steel stand has four 
large swivel casters for easy movement. The steel tray 
holds up to 14 inches of letter-size 
contents. Also made in legal size. 
Write for illustrated literature. 


General catalog covering the 
complete line of Tubular Steel 
Stands for typewriters and office 
machines will be sent on request. 


SHERMAN-MANSON MFG. COMPANY 


{ 625 South Kolmar Avenue ¢ Chicago 
Pacific Coast Representative: 
C. 3. Schubert, Jr., 339 E. Third St., LosAngeles 
Stock on hand for immediate delivery 








Letter or legal size, with or 
without hinged'shelf 


He RM 


TUBULAR STEEL STANDS 
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he was a lecturer in the New York University School 


| of Commerce, a member of the Twenty-third Regiment 


in Brooklyn and a charter member of the Belle Harbor 
Yacht Club. He was active in Masonic affairs while in 
New York and had been an officer in the Export Man- 
agers Club. 

Mr. Mahony is survived by his widow, Mrs. Ella 
Forster Mahony, who was with him at the time of his 
death; a daughter, Mrs. Madelyn Ralph; a brother, 
Robert L. Mahony, and two sisters, Mrs. James D. 
Petrie, Greenwood Lake, N. J., and Mrs. Edwin A. 
Westervelt, of Jersey City. 


Tt Tt & 
W. H. McAULIFFE 


William H. McAuliffe, president of the McAuliffe 
Paper Company, Inc., Burlington, Vt., died at his Ot- 
tawa, Canada, home on December 17, following a brief 
illness. He was seventy-nine years of age. 

Since making his residence in the Canadian city Mr. 
McAuliffe had been interested in a number of lumber 
firms including the McAuliffe-Davis Lumber Company 
which he founded. In 1882 he went to Ottawa and 
become associated with the Shepard-Morse Lumber 
Company, and some time later formed a partnership 
with Mayno Davis to found the McAuliffe-Davis organ- 
ization. When he retired from active work in 1917 he 
was also president of the McAuliffe-Grimes Lumber 
Company, Ltd. 

Mr. McAuliffe became well Known to members of the 
sporting fraternity through his association with the 
Connaught Park Jockey Club of which he was vice- 
president and a director for many years. He was also 
a director of the Capital Trust Corporation, Ltd., 
Royal Ottawa Golf Club, Laurentian Club, the Elks, 


/ and the Ethan Allen Club of Burlington. 


Keenly interested in boys’ work Mr. McAuliffe was 
one of the original directors of the Ottawa Boys Club 
and is credited with bringing that organization to its 
present high standard. 

As a member of the finance and building committee 
Mr. McAuliffe played a leading role in the erection of 
St. Theresa’s Catholic church in Ottawa which was 
completed and opened in 1929. He also belonged to 
the Holy Name Society and was a Fourth Degree mem- 
ber of the Knights of Columbus. 

Following a high requiem mass in Ottawa the body 
was taken to Burlington where a Libera service was 
conducted at the Cathedral of the Immaculate Con- 
ception. Interment was at St. Joseph’s cemetery. 

Mr. McAuliffe is survived by his widow, the former 
Miss Mary E. O’Brien; four brothers, Patrick E., Rich- 
ard L., and Henry J. McAuliffe, all of Burlington, and 
David F. McAuliffe of Ottawa; one sister, Mrs. John 
P. Madigan of Burlington, and several nephews and 
nieces. 


+t Fr + 
FRANK L. PELTON 


Frank L. Pelton, the oldest sales representative in 
the line of service of the F. S. Webster Company, 
Boston, Mass., died January 14 at the age of seventy- 
five. 

Mr. Pelton was born on June 10, 1842. He entered 
the employ of the F. S. Webster Company in 1892 and 
for the following forty-one years traveled the states of 
New York and Vermont. He was retired from active 
service in 1933 and lived at his home in Potsdam, N. Y. 
Since 1935, he had been failing in health but always 
managed to keep in close touch with the executive 
staff of the Webster factory. His service record is one 








FEBRUARY, 1938 97 


IGHT AFTER SUNDOWN 








GUARDSMAN FAMILY! 


















“* Today's accepted standard por eppicient ligh ting 


Designed to avoid both direct and reflected glare 

. to eliminate shadows . . . to avoid eyestrain 
and relieve fatigue . . . to properly illuminate the 
entire lighted area with an evenly distributed light 
having the texture of properly controlled daylight. 





Model 2209 


List $13.50 Our advertising to business executives will make 


ready sales for you! Orders will be shipped promptly. 


Pamphlet of actual installations available on request. apogee 


List $15.00 








Model 2207 
List $15.75 


Model 2242 
List $11.00 






Model 2202 
List $19.50 


and S. Robert Schwartz Div. OA 


FARIES MANUFACTURING CO. Decatur, ILLINOIS 




















UHL STEEL & 


Posture 
Chair 


WITH 


WOOD SEAT 
AND 


WOOD BACK REST 









No. 8500-17 





Many DEALERS are making a nice 
PROFIT, selling these chairs. 


And they sell readily because they are the lowest priced 
Steel Posture Chairs on the market. Rotary seat with 
height adjustment. Back rest is also adjustable. 
Easy-swivel, fiber casters. Rigid construction. Excel- 


lent finish. 


UHL REMOVABLE 
UPHOLSTERY 





This is the really up- 
to-date method of fur- 


nishing upholstered 
chairs. Does not destroy 
the Posture feature. 
Made of best grade of 
Artificial Spanish Grain 
Leather in a pleasing brown shade. It is pulled 
on like a glove. No tacks. Positively non-shifting. 


ASK FOR CATALOG 


The Toledo Metal Furniture Co. 
1640 Hastings St. Toledo, Ohio 
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of the longest in the industry. The wide circle of 
friends he built up during the years will deeply regret 
his passing. 

Funeral services were held Sunday, January 16, at 
Potsdam. 


+ - - 
W. W. GONSER 
Winfred Walter Gonser, for many years a member 
of the staff of Koch Bros., Des Moines, Iowa, died Jan- 
uary 6 following a major operation in a local hospital. 
He was forty-three years of age. 
Born in Dubuque, May 19, 1894, Mr. Gonser spent 
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practically all his lifetime in Iowa. At the outbreak 
of the world war he enlisted in the army and when he 
was discharged in 1919 became affiliated with the Koch 
Bros. organization, specializing in filing equipment 
and visible record systems with considerable success. 

Mr. Gonser was a member of the American Legion, 
the Moingona lodge of Masons, Des Moines Consistory, 
Shrine, and the Des Moines Country Club. He is sur- 
vived by his widow, Mrs. Grace Gonser; a mother, Mrs. 
Emma Gonser; a sister, Mrs. Dewey Butterfield, and a 
brother, Frank Gonser. 

+ + f 
FRANK BURNS 

Frank Burns, one of the early pioneers of the type- 
writer manufacturing field and founder of the The 
Burns Typewriter Company, Buffalo, N. Y., died Decem- 
ber 5 at Westfield, N. Y. He was seventy-five years 
of age. 

Mr. Burns became affiliated with the early manu- 
facturing of “writing machines’ when in 1889 he 
secured a patent on a typewriter of the forced align- 
ment type in which the type passed through a cen- 
tral guide placed under the platen. 

This machine was an innovation in that it was 
said to be the first typewriter equipped with a tilting 
and removable platen, a back-spacer and a variable 
line spacer. The writing was brought into view by 
depressing a lever on the front of the machine. 

In 1890 a company was formed and incorporated 
for the manufacture of the Burns typewriter, tools 
and fixtures, and a few machines were actually con- 
structed. Hard times which struck the country in 
1893, however, caused Mr. Burns and his associates 
to abandon the manufacture of the machine, although 
the company still operates as a manufacturer of steel 
type for typewriters and adding machines at which 
it has won considerable success. 

Throughout his lifetime Mr. Burns was credited with 
several important inventions. These included a steam 
automobile, handles for grape baskets, a medical 
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have readily 
accessible facts. Visible record equipment provides the means 


of quick fact finding. 


To an ever-widening scope of modern steel office equipment, 
Security now announces Visible Record Filing Equipment. 
The line, embracing a wide range of styles and sizes, offers 
great flexibility of card arrangements. 


Cabinets are 
offered in the 
usual Security 
finishes. “Supe- 
riority is inherent 
in every product.” 





Choice Dealer Territory Available—Write today 


SECURITY STEEL EQUIPMENT CORPORATION 


Visible Division 


AVENEL, N. J., U.S. A. 
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A Brief Message 
to 
All Stationers— 








| As a dealer handling Carbon 
| Papers and Typewriter Ribbons, 
| we feel sure that increased sales 
| will be of interest to you. 
| The question is: How can 
| this be accomplished? 
| The answer will be found 
when it is recognized that spe- 
cialization must be applied to 
the marketing of the product. 
We have been specialists in 
the making and marketing of | 
Typewriter Ribbons and Carbon | 
Paper for over 45 years. | 
Our method has proved suc- 
cessful and can be applied to in- 
crease your volume of trade. 
WRITE FOR | 
THE BUCKEYE PLAN | 
| 


We wish to cooperate with 





you and welcome your request 


for full particulars. 





The 


Buckeye 
Ribbon & Carbon Co. 


1457-1468 E. 55th St. Cleveland, Ohio 
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vaporizer and an air gun. During the world war he 
was responsible for improvements on machine guns 
to prevent jamming while in action. 

Mr. Burns was active to within a few weeks of his 
passing, a weak heart and kidney ailment contributing 
to his death. 


+t bk + 
W. H. COGSWELL, Sr. 
William Harvey Cogswell, Sr., president of the 


Walker, Evans & Cogswell Company, manufacturing 
stationers, died January 1 at his home in Charleston, 
S.C. He was seventy-seven years of age. 

Mr. Cogswell, who had been in ill health for many 
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months, was one of South Carolina’s oldest stationers. 
The firm is one of the pioneer stationers in the State. 

Funeral services were held at the Bethel Methodist 
Episcopal church in Charleston of which Mr. Cogswell 
was chairman emeritus of the board of stewards. 

Mr. Cogswell is survived by his widow, who before 
marriage was Miss Lucisa Walker; three sons and four 
daughters by his first marriage and two sons and two 
daughters by his second. Surviving also are two 
brothers, Sumter Cogswell, mayor of Pell City, Ala., 
and Julius E. Cogswell, register of Mesne Conveayance 

During his occupancy of the president’s chair Mr. 
Cogswell is credited with business ability and acumen 
which resulted in his company occupying the digni- 
fied and enviable position it enjoys in the field today. 
He was a Mason and a Shriner and belonged to a 
number of prominent Southern social organizations, 
including the St. Andrew’s Society, the South Caro- 
lina Society, the German Friendly Society and the 
New England Society, of which he was a steward. 

The company which Mr. Cogswell headed dates back 
to 1821 when it was founded by John C. Walker, who 
went to Charleston from Broadalbine, N. Y., and bought 
out the bookbinding and stationery firm of Schenck 
& Turner at 15 Broad street. In 1832 two brothers, 
Alexander and Joseph, joined John Walker. The 
former soon moved away to Lumpkin, Ga., while 
Joseph took an active part in the business and later 
became its head. Twenty years later Benjamin F. 
Evans was admitted to membership and the firm’s 
name was changed to Walker & Evans. 

During the war between the states this firm printed 
many of the bonds, treasury notes and executive docu- 
ments of the Confederate States of America. At one 
period when the state’s capitol was considered in less 
danger of attack by federal forces than the port of 
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folehbbaha-sa front bate! railing Ardmore style solid end Ben Franklin style solid end G/W sectional bookcases for 

é : bookcase made in several bookcase shelves are ad- home and office . . . ‘‘grow as 

built and installed oh sizes, genuine walnut or justable every half inch your library grows” .. . sales 
: mahogany finishes popular prices are increasing. 


Glohe-Wernicke. 


THERE ARE MANY OPPORTUNITIES 
TO SELL GLOBE-WERNICKE WOOD 
OFFICE AND LIBRARY EQUIPMENT 


Many business concerns and public institutions prefer the natural 
beauty and charm of wood. For these Globe-Wernicke provides a 
variety of stock and special equipment—merchandise of distinction 
that combines efficiency, long life and useful service with attractive 
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12y'e- baat ol(- Mop MOCHA) Mat al-Wcolele! 
work in Raleigh County 
Court House, Beckiey, 


appearance. 
No other manufacturer offers such a complete line of dependable 


wood and steel business equipment and supplies. Write for cata- 
logs, prices and information about our proposition to dealers. 
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SWAY CHECK 


LIBRARY 


Beautiful library of Amer- 
$Cof- ba WH \/ -Xo bCor-¥ MD C-r-foles tha Co) al 


equipped b y Gilohkes | | . The Tri-Guard principle is an . 
Weenicke. This two-drawer file with exclusive Globe-Wernicke Standard height four- 


legs can be used beside feature—the outstanding fil- drawer file for private or 
a desk ing development in years. general office use. 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Officc Furniture, Filing Equipment, Bookcases, Partitions—Special Stree! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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Washington did more than refuse to tell a lie. He demonstrated 
a quality of character that inspires eternal respect. 


THE NAME OF QUALITY PARK is also synonymous 
with the dependability of the product it represents 


— 


\ 














Double reinforced 
corners and 
fold-over gusset 
tops insure 
GREATER 
FP WEAR 




















: VERTICAL FILE POCKETS 


QUAL/TY PARK ENV.CO 



































Double top 
file jackets— —— 
the logical 
container for 
grouped A 
letters, 
etc. 
Made with 
both celluloid 
and cloth 
tabs. 
EXECUTIVE DESK FILES EXPANDING FILE JACKETS 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, III. 
FACTORY AT ST. PAUL 

















FEBRUARY, 1938 


Charleston, the plant was moved to Columbia. After 
its destruction and burning during Sherman’s occupa- 
tion of Columbia, the move back to Charleston was 
made. 

Joseph Walker died in 1872 and Mr. Evans in 1875. 
C. Irvine Walker, a Confederate soldier and later 
commander of the United Confederate Veterans, suc- 


ceeded his father and Harvey Cogswell took charge | 
as secretary and treasurer. The present firm name of | 


Walker, Evans & Cogswell Company was adopted in | 
1887. In 1902 Harvey Cogswell died and the late Mr. | 


Cogswell became president. Associated with him as an 
officer of the present company was his eldest son, 
William H. Cogswell, Jr., who is still an executive of 
the organization.—JW 


vl« oy. « vl« 


R. W. ROGERS 

Read Wyman Rogers, a veteran in the Southern Cali- 
fornia stationery trade and proprietor of the Station- 
ery Shop at Alhambra, Calif., died in Los Angeles on 
January 17. He was born at Kankakee, Ill., on Jan- 
uary 3, 1875. He leaves surviving his widow and a son, 
Lloyd, who was associated with him in the stationery 
business. 

Mr. Rogers was universally esteemed. He had been 
in the stationery business in his district for about 
thirty years, beginning with Grimes-Stassforth. Later 
he was with the Kingsley, Mason & Collins Company, 
which became the Kingsley, Mason & Rogers Company 
and after some years sold out to the Schwabacher- 
Frey Company. Mr. Rogers remained a short time with 
the company last named and then moved to Alhambra 
and opened the present store. It is said that he was 
next to the oldest stationer in the district in point of 
service, the eldest being George W. Grimes. 

Mr. Rogers was a prominent Shriner, and was a 
leader in other fraternal activities. 

Funeral services were held at the chapel of Turner, 
Stevens and Turner on January 20, the Rev. Dr. John 
R. Atwill officiating. 

+ + fk 
MRS. R. S. ANDERSON 

Mrs. Rissa S. Anderson, for many years a bookkeeper 
at A. R. Taylor and Company, office supply firm, Sec- 
ond street, Memphis, died January 26 at 543 Edith, 
where she resided. She was a native of Natchez, Miss., 
and has resided in Memphis twenty years——-CG 


"> + 
L. C. NEUBERGER 


Louis C. Neuberger, of the Broadway Typewriter 
Exchange, and past president of the New York Type- 
writer & Office Machine Dealers Association, died on 
January 13 following a heart attack. He was sixty- 
eight years of age. 

Mr. Neuberger had been prominently identified with 
association work for a number of years and was well 
known in New York. He is survived by his widow, Mrs. 
Jennie Neuberger and two married daughters. 

Funeral services were held from the Universal 
funeral chapel, Fifty-second street and Lexington ave- 
nue, New York City, on January 24. 


TT +} 
A. L. MORRISSEY 


A. L. Morrissey, general service manager of the Bur- | 
roughs Adding Machine Company, died January 3 at | 


his Detroit, Mich., home, following a short illness. He | 
was fifty-two years of age. 
Mr. Morrissey joined the Burroughs organization 


in New York in 1909. Six years later he was trans- 
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Imperial No. 96 

Home Typewriter 

Desk 42” x 24” 

x 30” high 

(Patents Applied 
For) 


NEW! 


The First Home Desk for 
a FULL-SIZE Typewriter 


IMPERIAL leads again—with a fast-moving specialty item 
that will bring you a big volume of profitable sales! 










Here, for the first time, is a beautifully styled home desk 
that accommodates a full-size typewriter. It combines busi- 
ness-like efficiency wih distinctive home-like appearance. 

Hundreds of people right in your own community are wait- 
ing for just such a 
desk as this. Show 
it to them! Sell its 
outstanding fea- 
tures—5-ply Wal- 
nut top, center- 
matched Butt Wal- 
nut drawer fronts, 
solid cast brass 
drawer pulls, mold- 


ed base, 6 single 
drawers, 1 double 
drawer with full- 


size letter file. 


Write today for full 
information and 
prices on Imperial’s 
latest “scoop.” 


Srapeaiial 


DESK COMPANY 


EVANSVILLE INDIANA 


Imperial’s big new catalog of 
Send for your copy! 









Holds Full-Size Type- 
writer at Exactly the 
Right Height. 


Just off the press! 
1938 office furniture values! 














It's Easter to SELL 


MEILINK 
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The Next SAFE 
You SELL 


Sell it "FITTED" with 
INTERIOR FILING EQUIPMENT 


With Meilink Unit Equip- 
ment you can build up any 
special interior to meet your 
customer’s requirements. You 
can make any combination of 
units that will handle the sys- 
tem of records efficiently. 





<p Use this feature—it’s a selling 
Showing how the advantage 
shelves and partitions : 
are set up 


MEILINK 
offers this 
feature... 


Over 170 various combina- 
tions are possible with this 


interior unit equipment— 














yet all are assembled from 








stock parts. 


Send for catalog and prices 
MEILINK-BUILT 


Fire-Resistive Products for Every Business 
Office and Home Use—Provide “Better Protection” 
36 Years of Protection Service 


Also Modern Systems of Cash Protection 


Meilink Steel Safe Company 


TOLEDO, OHIO 
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ferred to the home office in Detroit and since that 
time had been in charge of the foreign and domestic 
service departments. He was active in the Knights of 
Columbus and belonged to the Holy Name Society, the 
Economic Club and the Detroit Chamber of Commerce. 

Surviving are his widow, Mrs. Anita L. Morrissey; 
a son, Donald C., who is a student at Notre Dame; 
his mother, Mrs. Margaret A. Morrissey, Schenectady, 
N. Y., and a sister, Mrs. Thomas P. Feane, also of 
Schenectady. 


Tt bt 


W. E. AYERS 


Walter E. Ayers, manager of the Portland, Me., 
branch of L. C. Smith & Corona Typewriters, Inc., 
was killed in an automobile accident Wednesday eve- 
ning, January 12. Funeral services were held Janu- 
ary 15, at his home in Falmouth Foreside, Me. 

Mr. Ayers entered the employ of the Smith-Corona 
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Company in 1929 as a salesman in the Portland branch. 
He had a very good record which resulted in his pro- 
motion on May 1, 1932, to the managership in which 
capacity he continued until his death. Surviving Mr. 
Ayers are two sons and a sister. 


+ + & 


B. A. ALLEN 


As this issue goes to press word is received of the 
death on February 3, of Bert A. Allen, president and 
founder of the Allen Paper Company, 318 West Wash- 
ington boulevard, Chicago. 

Mr. Allen, who was sixty-six years of age, organized 
the company bearing his name in 1895. Until eight 
years ago he was a resident of Aurora, Ill., but moved 
to Chicago following the death of his wife, Sarah. 
One son, Wheaton Allen, survives. 

Funeral services were held at Aurora on February 
5 with interment at Spring Lake cemetery. 


+ + b 


MRS. SIDNEY GASSENHEIMER 

Mrs. Sidney Gassenheimer, mother of the officers 
of the Mercantile Paper Company, Montgomery, Alia., 
died January 20 at her home in Montgomery. She 
was seventy-nine years of age. 

Mrs. Gassenheimer is survived by two sisters, Mrs. 
Julia Stern and Mrs. Joseph Dreyfus; six sons, Sidney, 
Leo, Irvin, Armand, Edwin and Bernard Gassenheimer; 
two daughters, Mrs. Florence Moog and Mrs. Theo 
Schlesinger, and six grandchildren, all of Mont- 
gomery.—_ GHW 
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IMPORTANT 
PRICE CHANGE 


Effective January 1, 1938 
BATES STAPLER REFILLS 





MAKES ITS OWN 
STAPLES—5000 IN 
ONE LOADING— 
CAN’T JAM OR 
CLOG 


Seven years ago the Bates 
Stapler was born. Since then 
this product, entirely through 
legitimate dealer channels has 
attained a position of leader- 
ship not only throughout the 
United States but in 26 foreign 
countries. It has known no de- 
pression. Each year our sales 
have increased considerably 
over the previous year, with- 
out exception. 

During this interval our sales 
of the Refills have grown by 
leaps and bounds and we find 
ourselves, at the close of 1937, 


LIST PRICE 70¢ 


also longer discount schedule 
on Bates Staplers and Refills 


OB OO GY 





with our sales at new peaks. 

During these seven years we 
have striven constantly for im- 
proved quality as well as econ- 
omy of manufacture. We feel 
that the time has now arrived 
when the fruits of achievement 
should be shared with those 
who sell, as well as those who 
use our Stapler, and the thou- 
sands of others who are des- 
tined to become Bates Stapler 
users in the future. 


THE BATES MANUFACTURING CO., Orange, N. J. 
New York Office, 30 Vesey Street 


Bates List Finders, Bates File Fasteners, etc. 


$Z 00 







stapler, 


always shipped 
loaded with 5000 


staples. 


Bates Numbering Machines, Bates Indexes, Bates Eyeleters, Bates Mun-Kee Stamp Pads, 


The Bates is the dealer's own stapler. It is not canvassed or sold direct 
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7 6 Leg Steel Desk 


Browne-Morse resourcefulness triumphs again in presenting 
Modern, Comfortable and Serviceable Steel Desk 


the most 


Well! What do You really want in Steel Desks 7? 


This question was asked many of the largest users and most exacting buyers of steel desks in the country. 


Their answers sum up as follows: 


We Want: Our Answer 
The strength of an 8 leg desk. We have it. 
Rounded corners on the top and pedestals and legs. We have it. 
Small overhang of top. We have it. 
Closed panel back (or open back if preferred). We have it. 
Storage Drawers deep enough for 5” x 8” cards and guides. We have it. 
The vertical letter size drawer on progressive ball 

bearing extension slides. We have it. 
For the User, “A Clean Sweep for the Feet.” We have it. 
For the Janitor, “A Clean Sweep for the Broom.” We have it. 


Proving that we have everything in the Browne-Morse latest creation. 


The Dealership for this Modern line of Steel Desks may still be open in your city. Write for full particulars. 


Browne-Morse Company 
Steel Filing Equipment, Desks and Filing Supplies 
MUSKEGON, MICHIGAN 
New York Office and Warehouse :: 112-114 Wooster Street 
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ELECTRIC DISPLAY WITH PLENTY OF ACTION 
The Eberhard Faber Pencil Company, Brooklyn, 


N. Y., is going to make the country Mongol colored 
pencil conscious or else! 

With this end in view the company has recently 
perfected a mechanical display with plenty of action. 


MONGOL. 


A 


bo 
* EBERHARD FABER * 





BANG.—The strong man 
hits the lead and this ani- 
mated electrical sign 
goes into action in a big 
way. The display is 
loaned dealers by the 
Eberhard Faber Pencil 
Company, Brooklyn, N.Y. 


Attractively colored, the display stands three feet high, 
with twenty-four Mongol colored pencils mounted 
upon it. 


As the “Strong Man” hits the lead of the pencil an | 


illuminating streak runs up through the latter with 
a Simultaneous flashing of the following message: 
“They ring the bell 
For every use. 
Their needle-points 
Stand hard abuse. 
For writing, drawing, 
Painting, too, 
The colored Mongol 
Is made for you.” 
This display is loaned to any stationer for display 
purposes in conjunction with other Mongol colored 


pencil advertising material. 
———? © 


MIDWINTER NUMBER L. A. TIMES 

Bigger and better than ever! 

That is a fitting description of the Annual Midwinter 
number of the Los Angeles Times, a copy of which 
comes to us each year through the generosity of 
friends in the Southland. 


Six sections, four of them in rotogravure, make up 


the annual issue which finds it way to every part of 
the country as well as a good many places abroad. 
Within its pages are intensely interesting pictures and 


! 








stories of Southern California’s many and diversified | 


industries. Motion picture making, oilfields, airplane 
manufacturing, citrus growing, farming and industrial 
activities, all are brought to the reader in picture and 
text. 

In its editorial columns the Los Angeles Times in- 
troduces its midwinter annual in the following words: 

“To the world this morning the Times presents its 
traditional Midwinter Number in gayer garb than 
ever. Much of it is in rotogravure, as before. But, due 
to the Sunday intervening between the Rose Parade 
and the football game and the Monday of publication, 


it was made possible to include rotogravure pictures | 
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WHEN YOU THINK OF 
Leather Goods 


THINK OF 


O 





~~ 





is Ws 31%0) 


The Stein Sign 


% Display STEBCO Brief Cases, Portfolios, 
Ring Binders, etc., where your customers 
can see ‘em—and you'll sell ‘em! 


% Smartly styled, convenient, quickly ac- 
cessible, built for hard usage and keep 
contents tidy—yet cost no more than un- 
known brands. 


This is our 20th Year 


STEIN 


BROS. MFG. CO., INC. 


231 South Green Street 
CHICAGO 
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FOLDER 
VALUES 



















Duplex Top 
Single Top | 





Are measurable only by 
the service they render 
—not by the price paid 


Standard 
or Special 
Tabbing 


ALPHA MERICAL 
= ~ ' 


Wabash prices are com- 
petitive, of course, but — 
the point is they are 


The Coupon will bring you full information 


(Jie Wabash Cabinet Co. 


Wabash~IiIndiana. 















The Wabash Cabinet Co., 


Please send us a copy of your NEW PRICE LIST with 
TERMS and DISCOUNTS and full information about your 


line. 


Name ... 


Address 
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of the Tournament of Roses and the California-Ala- 
bama football game as well, an innovation.” 

Intriguing indeed are the various sets of photo- 
graphs depicting life as lived on the Pacific Coast, 
from the viewpoints of work, amusements and recrea- 
tion. Ocean beaches, the giant harbor at San Pedro, 
deep-sea fishing, the movie lots at Hollywood and 
Culver City, AND the palm-trees are all pictured to 
form a vision calculated to make the reader yearn 
for a time-table and a Pullman berth. 

9 
SMITH & CORONA STAFF CHANGES ANNOUNCED 

L. C. Smith & Corona Typewriters Inc., last month 
announced the appointment of Edgar L. Pemberton 
as manager of the Portland, Me., branch to succeed 
the late W. E. Ayers whose death is reported elsewhere 
in this issue. Mr. Pemberton was transferred from 
the Providence branch where he was first employed 
as a salesman in 1923. He has had a _ successful 
career aS a salesman in the New York, Boston, Spring- 
field and Providence branches of the company and 
has acted in a supervisory capacity on sales work as 
assistant to the manager in Boston. 

F. L. McCaughey, who has been on the sick list for 
a year, has now recovered his health and is again 
manager of the Des Moines branch. C. A. Wittkowski, 
who was acting manager during Mr. McCaughey’s 
illness, has resumed his duties as salesman. 

Thomas M. O’Brien, who has been acting manager 
of the Washington branch for some time, was ap- 
pointed manager effective February 1. 

J. J. Enoch, who has been acting manager of the 
Baltimore branch, has been appointed ‘manager effec- 
tive January 1. 

———_—- 0 
IMPRESSIVE WIRE-O BOOKLET 

Under the title of Art & Industrial Evolution, The 
Trussell Manufacturing Company, Poughkeepsie, N. Y.., 
has issued an impressive booklet of eighteen pages 
814x10'14 with inserts of varying size and form which 
dramatizes the utility and value of Wire-O binding for 
catalogues, sales manuals, displays, etc. The illustra- 
tions are impressive and the text convincing. The print- 
ing is in black and blue and the binding blue Wire-O. 
At one point in the book is shown Leonardo da Vinci's 
diagram for application of geometric principles to lay- 
out drawings. On the inserts are illustrated the accu- 
rate sheet punching, which is “one of the major de- 
velopments in fabrication which distinguishes Wire-O 
binding.” Another picture shows how the sheets are 
assembled after the punching. Another shows how the 
sheets are assembled and the binding inserted. An- 
other shows how the forming machine locks the con- 
tents firmly in place. And the last picture processing 
shows the final inspection. 

On a spread toward the end of the book are pictured 
a number of manufacturers’ catalogues Wire-O bound. 

The booklet is a fine piece of modernistic typographic 
artistry. 

To the catalogue there is this reference: “The aver- 
age catalogue goes to a consumer (actual or potential) 
or is used by a salesman in his kit. To present his wares 
well, a salesman must display them attractively and 
easily. He must center attention and hold it. The pages 
he turns must glide as he flips them over and lie flat 
as they drop. He must be prepared for quick leafing, 
rapid reference and an easy method of inserting addi- 
tional pages. He is more confident when he knows 
that his display book, by the very nature of its con- 
struction, is easily and effectively used. The same ap- 
plies to any user of a catalogue or price list. These 








FEBRUARY 38 





109 





MODERN Chrome FURNITURE 


keeps pace with Progress 


i ARES! 





‘ REE 


< As time goes on, the making of Modern Furniture 
is fast becoming an exacting science. Practicability is 
the first requisite, with beauty following closely. 
Modern Chrome Furniture must be durable, comfort- 
able, and not too radical in design. To sell profitably 
it must meet the instant approval of executives and 
office workers. In the TROY line of Modern Chrome 
Office Furniture, these requirements are met. Write 
us today for our dealer proposition and New 1938 
Catalog. 


NEW YORK 
1 Park Avenue 


MIAMI, FLA. 
110 N. Biscayne Blvd. 


LOS ANGELES 
1200 S. Hill Street 


BOSTON 
99-103 Portland St. 


CLEVELAND 
2184 E. 9th Street 


CHICAGO 
1004 S. Michigan Ave. 
666 Lake Shore Drive 
American Furniture Mart 


“how. 


THE TROY SUNSHADE COMPANY, Dept. P-28, TROY, OHIO 
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DON’T ARGUE! 


(Peerless 
KEYS 


Life is too short for you to give a long 
sales argument on everything you have 
to sell. Your most profitable items are 
the ones that sell themselves. That's 
the reason 4 out of 5 big city dealers 
think so highly of Peerless Keys. 


do their 
own selling 


i 


Always, Peerless Keys have been 
known for helping the dealer. And now 
to push the new No. 25 
Black Keys—there is the finest, surest- 
fire sales plan Peerless ever offered you. 


It’s just this—FREE TRIAL! Put 


Peerless Keys on the 


Peerless 


some sets of 
machines of your typist customers and 
let them be used for a few days. Once 
a girl tries Peerless she’s sure to insist 
that she can’t do without them—they 
mean too much in faster, easier, bet- 
ter typing. 


Ask us now about the Peerless “‘more 
sales” plan. Ask us about 
dealer helps. Ask us to show you the 
advantages of the new Peerless No. 25 
Black Keys. Ask us to prove that you 
can sell more Peerless Keys. Drop us a 
“oo to town.” 


Peerless 


line and get ready to 


finger nails 


- 
‘ ou iSy Wave a complete set for one weeks free 
fal—no obligation Just fill in and return this card 





OnYOUR =“ es 


TYPEWRITER, om 
For olmost © qvorter of o century, Peerless Rubber Tye 


& wilter Keys hove been q source of great combort and 
‘38 sensitive finger tip nerves. They prevent collousl ngers, 
finger slipping, soving ime, money ond stationery consi ; 
in erasing errors —- moke possible neoter, cleoner 











Over three million sets of rubber keys have been 
see 


APPLIANCES 
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WE HAD TOBE SURE FIRST 


—But Now You, Too, Can Prove 
Imperial Carbons Are The Finest 
If you have read our advertising you know we've 
been quite modest about the quality of Peerless 
Key-Imperial Carbon Papers. We had to be sure 
first. It isn’t enough to “think” you have the 


best. It’s what the customers say that counts. 


And the customers—big firms, little firms, 
dealers, salesmen, typists,. people everywhere— 
tell us that in Peerless Key-Imperial Carbons 
we've certainly got the goods. Superlatives that 
would sound exaggerated here have been ringing 


in our delighted ears for months. 


Which is why we now say that Peerless Key- 
Imperial Carbons are the finest made and you can 
prove it! At our expense—not yours—we invite 
you to sample these carbon papers among your 
Let tell let them 


whether you should feature Imperial Carbons. 


customers. them you decide 


It won't cost you anything to find out—it will 


mean dollars to you to do so. Write us now! 





Vade by Peerless-Imperial, the manufacturer with the dealers’ viewpoint 











Co. 


sroadway 


PEERLESS KEY-IMPERIAL MFG. INC., 


Branches: NEW YORK CITY, 321 


LOS ANGELES, 112 


General Office and Factory: 
CHICAGO, 19 S. Wells Street 
7 Wall Street 


101-407 Mulberry St., Newark, N. J- 
DETROIT, 1000 American Radiator Bldg. 
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features do not just happen; they are planned from 
the very beginning.” 

The statement above describes the impression of one 
who turns the pages of the book. 


>? 





w 
) N 
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THE NEW AND THE OLD FOR WEBER COSTELLO COM- 
PANY.—This enterprising manufacturer of blackboards, maps, 
globes, erasers and other stationery items recently redesigned 
its well-known trademark as a means of modernizing letter- 
heads, catalogues and mailing pieces. The superiority of 
the new trade-mark (left) over the previous one (right) is 
easily seen. At the same time the company’s home offices at 
Chicago Heights, Ill., announced a new and attractive pack- 
aging for its line of Alpha “Quarter-Pak” crayons. 


a +—~<_— ¢ — -_ 


WEINER DISPROVES “YOU CAN’T” THEORY 

Slightly less than a year ago Leonard Weiner gazed 
upon the city of Harrisburg, Penna., and what he saw 
was exceedingly fair. Thereupon he decided to open a 
business, preferably a typewriter and office supply 
establishment. 

Mr. Weiner began shopping around for a good loca- 
tion and cast about hither and thither for some lines 
to carry. His first want was satisfied by a nice store 
at 202-A Chestnut street, but there was a drawback— 
in fact—quite a few of them, in the guise of free 
advice peddlers of the “croaker’” type. 


“You'll never succeed here,” they told him. “It is 


‘ mytty 





THE STORE WITH WHICH LEONARD WEINER DISPROVED 
THE “YOU CAN'T DO IT” THEORY TO THE GOOD CITIZENS 
OF HARRISBURG, PENNA. 


impossible. Competition is too keen. It’s no use. Better 
not do it. Don’t try. If you do, you'll never get any- 
where.” 

But the calamity howlers knew not Mr. Weiner nor 
his reputation for aggressiveness, enterprise and hard 
work, garnered during many years as an employe of 
the larger typewriter manufacturing companies. Har- 





risburg is the state capital and he wanted to go into | 
business there. So, amid dire prophesies of bankruptcy, | 


mournful shaking of heads and pitying looks, he did so. 

That was last April. Today his store is the local 
agency for Woodstock typewriters, Allen-Wales adding 
machines. Speed-O-Print duplicators and Security 














HUNDREDS OF FIRMS IN 

EVERY TOWN NEED CABINETS 

FOR ADDRESSOGRAPH TRAYS 
* s * 


For fourteen years we furnished Tray 
Cabinets to the Addressograph Company 
under exclusive contract—but now we are 
able to offer these direct to our dealers— 
and at attractive new low prices. 


Identical in every respect with those 
furnished under contract—and available 
in 14 different styles to match present 
installations—you can now furnish your 
customers with this equipment—and at 
a worthwhile saving to them. 


Write today for complete details con- 
cerning this line of Tray Cabinets—and 
if you are not a Corry-Jamestown dealer 
—about our profitable dealer franchise. 
Learn why so many dealers are turning 
to Corry-Jamestown as their most profit- 
able source of steel office equipment. 


® &® = 
CORRY-JAMESTOWN 


MFG. CORP... CORRY, PENN’A. 
Export Address: 1105 Chester Ave., Cleveland, O. 


Corry-Jamestown offers a complete 
line of steel office equipment designed 
office needs—including 


WW5 
OF 


for modern 


over 600 items of equipment. 
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ACE 


SUPER QUALITY—-PRECISION 


STAPLES 





Micls ° PULWY ° CAWLEY 





Not so long ago most dealers believed that a staple was a 
staple, regardless of who made it, and that price was the only 
consideration in buying and selling. Today, wiser through 
experience, a rapidly increasing number of dealers know 
that quality in staples is more important than price, because 
only quality gives their customers the satisfaction that 
prompts repeated purchases. 


It is on account of this knowledge that dealers with a sense 
of responsibility toward their customers prefer to handle 
precision Staples by ACE—staples made in the same factory 
as the famous ACE Stapling Machines that lead internation- 
ally in sales. 


Staples by ACE are tops in quality and workmanship. They are 
made not of ordinary wire but of wire of specified analysis 
producing a high tensile strength as well as uniform, contin- 
uous grain and structure. That’s why Staples by ACE pene- 
trate deeply without buckling. The wire is drawn under a 
special process that gives uniform temper, while the final 
draw is held to extra close limits to assure the accuracy re- 
quired for precision staples. 








Staples by ACE build goodwill and thus sound profits 








STANDARD WIRE STAPLES ('," Crown—',’ Legs) 








ae 


ACE STAPLES PILOT STAPLES 


Orange Box Blue Box Orange Box 


ACE FASTENER CORPORATION 


3415 N. Ashland Ave., Chicago 


Makers of 
THE WORLD'S BEST STAPLING MACHINES 





CADET STAPLES 
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Steel equipment. Besides the owner there are steadily 
employed three men in the service dpartment, two 
salesmen and a bookkeeper. 

“In this ‘barren’ field for newcomers,” Mr. Weiner 
explains, “we have made a great many large and prof- 
itable sales. To the Commonwealth of Pennsylvania 
alone we have sold more than 125 Woodstock type- 
writers, several thousand dollars worth of adding ma- 
chines and have just recently made several nice in- 
Stallations of Security Steel equipment. Right now we 
are completing plans for a general enlargement of our 
store to cope with the increasing business we con- 
fidently expect to do.” 

All of which goes to prove that the “you can’t do it” 
theory only holds good for some people. 

ina eliee 


BARTOS HEADS BARNETT’S SHERMAN BRANCH 


Milan P. Bartos, store manager and buyer for J. S. 
Barnett, Inc., manufacturing stationers of Waco, 
Tex., last month was appointed manager of that 
company’s new branch at Sherman, Tex. 

The formal opening was held January 17 under the 
personal supervision of Mr. Bartos, who, due to his 
many years in the industry, greeted scores of old 














M. P. BARTOS 


friends and acquaintances in and out of the stationery 
field. It was through his efforts that the new estab- 
lishment was brought to the attention of residents of 
Sherman by a novel announcement in the shape of a 
birth announcement card sent out by “Mr. and Mrs. 
Sherman Texas.” 

Mr. Bartos has had valuable experience in equip- 
ment and systems work, which makes him an authority 
on visible record, loose leaf and machine accounting 
installations. Mrs. Bartos, who is also a specialist in 
office and accounting needs, will be associated with her 
husband in the new branch. 

The Sherman store will carry a complete stock, in- 
cluding Spencerian carbons and ribbons, and will 
make deliveries by a uniformed messenger boy. 

ee ee 


SHAW-WALKER ISSUES GIANT BUYER’S GUIDE 


Containing nearly 500 pages, all of which bear illus- 
trations of the firm’s lines and include some attractive 
color plates, a new buyer’s guide and catalogue was 
issued last month by The Shaw-Walker Company, 
Muskegon, Mich. 

Almost rivaling a telephone book in size, the new 
guide-catalogue has several features hitherto uncon- 
nected with volumes of this description. Chief of these 
is the clever method of presentation by which a dealer 
may go over the book with a prospective customer and 
show him exactly the appearance of every piece of 
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SAYS WASHINGTON’S 


“This Is What a Dealer Likes to Offer to Mis Customers” 


When a dealer writes a manufacturer's 
ad, that’s NEWS! But when Chas. 
G. Stott & Co. Inc., top stationer in the CHAS. G. STOTT & CO., Inc. 
nation’s capital, does the writing, 
every dealer in the country might do 
well to read, in Stott’s own words, the 
story of their profitable experience 
with the world’s top line of ribbons and 
carbons: 


"A well-known, standard, 
uniform, dependable line 
of merchandise —- this is 
what a dealer likes to 

offer to his customers." 





"Intelligent, practical 
educational cooperation 
from a manufacturer's rep- 
resentative — this is what 


a dealer wants for his 
salesmen." The Columbia Ribbon and Carbon 
window display of 








"Reliable, conservative, 
fair and constructive 
sales policies - this is 
what a dealer expects from 
his source of supply." 


"THESE NEEDS HAVE BEEN 


SUPPLIED US MOST SATISFAC- 
TORILY BY COLUMBIA" 


Need it be said that Columbia 
can and will do the same for you? 





Chas. G. Stott & Co. Ine., 
Washington, D. C. 


Due to the rapid growth of business 
in the nation’s capital, ribbon and 
carbon requirements are many and 
varied. Stott’s keen merchandising 
sense and Columbia quality and 
versatility have combined to create 
Stott’s substantial and profitable 
ribbon and carbon business. 





COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 


Main Office and Factory: Glen Cove, L. 


New York: 305-313 East 45th St. 


FACTORIES: 


MILAN, ITALY; LONDON, ENGLAND; 


Kansas City, Mo.: Dwight Bldg. 


{USTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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No. 21. Muci- 
lage in handy 
emerald glass 
bottle with 
spreader top. 








No. 35 
School 
paste. Sticks 
tightly when 
spread thin. 
Won’t stain. Slightly 
heavier than liquid paste. 
10c tubes; $1.25 quart 
jars; $4.50 gallon jugs. 


35¢ 


No. 61. 6 oz. 
Mucilage in 
office jar. 
interior 
brush and 
shield. No. 
63. Same 
package in 





Liquid Paste. Designed for 
the office. 








Showing the 
convenient 
and non-soil- 
ing domed cap 
i mucilage or 
liquid paste 


SHEAFFER'S 
»~ Liquid Paste, Mucilage 


) y fh 
ee 
and UA A 
FOR PASTING PAPER OR OTHER FLEX/@LE MATERIALS 


BETTER UTILITIES FOR 
OFFICE PASTING 


Better for all office pasting and 
handier to use. Sheaffer’s pasting 
materials cut waste to an absolute 
minimum, for each package feeds 
just the correct amount for the 
job in hand. And each package is 
smartly designed for eye appeal 
as well as utility. 


SKRIP-GRIP Liquid Paste stays 
white, does not harden even after 
long periods of non-use. SKRIP- 
GRIP Mucilage, handsomely pack- 
aged with handy rubber top, is 
made from pure gum to stick every 
known type of paper, including 
stiff kraft. And PARA-LASTIK, 
“the new way to paste’”’ even the 
thinnest sheets without curl or 
wrinkle, is sweeping into popu- 
larity all over America. 


it will pay you handsomely in 
customer satisfaction and profit to 
feature this line with your ac- 
counts. Write W. A. Sheaffer Pen 
Company, Fort Madison, lowa, for 
sales plans and special assortments. 
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No. 41. Mu- 
cilage in 
convenient 
emerald 
glass bot- 
tle with 
spreader 
top. 


$1.25 


No. 81. Quart 
mucilage in 
glass bottle, 
$1.25. Pints, 
No. 71, 85c. 
Gallons, No. 
91, $4.50 each. 














Para-Las- 
tik, the new 
way to paste 
without curl or 

wrinkle, in ever- 
moist fountain brush tube— 
clean and economical, 25c. 
Also No. 27——in regular tube, 
15c each. 


$1.25 







No. 87. Para- 
* Lastik in quart 
@ crockery jugs. 
With brush 
and hollow 
cork, $1.25. 
Pints, No. 77, 
85c. Gallons, 
No. 97, $4.50 
each. 
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equipment he desires to buy, either individually or in 
an ensemble. Even complete office suites of “Built 
Like a Skyscraper” furniture and equipment are shown 
in color. 

Following a numerical index for loose leaf equipment 
there appears an alphabetical index which is a buyer’s 
guide. Even the use of this is speeded up by the inclu- 
sion of a “quick-reference” index on the first page of 
the guide. 

Fifteen pages are devoted entirely to pictures of 
prize-winning offices located by Shaw-Walker in a 
nation-wide search for the best-organized and best- 
laid-out business and professional offices, in which the 
2,500 men who make up the Shaw-Walker sales organ- 
ization participated. Other pictures illustrate the prod- 
ucts manufactured by the Shaw-Walker Company in- 
cluding filing cabinets, counters, sectional files, trans- 
fer cases, fire-files, safes, bank equipment, machine 
bookkeeping, letter filing, folders, card systems, cards, 
desks and tables, chairs, bookcases and cupboards, 
binders, forms, indexes, ring books and forms and visi- 
ble equipment. 

ee 
KIL-KLATTER CIRCULAR READY FOR DEALERS 

As a means of aiding dealers increase sales on its 
new Kil-Klatter typewriter pad, which was fully de- 
scribed in a recent issue of OFFICE APPLIANCES, the 
American Hair & Felt Company, Chicago, has pub- 
lished a fine descriptive circular in colors. Containing 
illustrations and a description of the new pad, the 
circular also includes a blank space wherein the 
dealer’s name will be imprinted. Dealers interested 
may communicate with the company at the Merchan- 
dise Mart, Chicago. 

scarica lll cactineaes 
FRANKLIN’S “REMINDER” GETS RESULTS 

As a means of calling its complete line of stationery, 
steel equipment, office furniture and other items to 
the attention of local businessmen, the Franklin Print- 
ing & Engraving Company, Toledo, Ohio, issues a 
monthly mailing piece entitled “The Franklin Re- 
minder.” In the February issue the progressive firm 
specialized on a number of important lines including 
Globe-Wernicke steel desks, shelving storage cabinets 
and files, Rand-McNally books and I. E. S. lamps.. 

rt 9 


COLE STEEL EQUIPMENT COMPANY OPENS 
NEW OFFICES 

With President Harrie Copeland on hand to greet 
a large number of friends and well-wishers, the Cole 
Steel Equipment Company, Inc., New York City, form- 
ally opened its new offices and sales room at 296 Broad- 
way, January 22. 

From morning to early evening the new quarters 
swarmed with visitors anxious to see the new and busi- 
ness-like setup arranged under the personal supervi- 
sion of Mr. Copeland and his aides. The new offices are 
splendidly arranged and ideally situated. 

——? = 2 __— 


BAYLIS RECOVERS FROM AUTO CRASH INJURIES 

H. T. Baylis, vice-president of the R. L. Bryan Com- 
pany of Columbia, S. C., was injured in an automobile 
accident at Columbia four days after Christmas. He 
had just left his home, accompanied by his grandchil- 
dren, Betty Anne Shepherd and Hayward Baylis Shep- 
herd, but neither of the children were injured. He 
received a head and hip injury and a badly lacerated 
hand. He remained in the Columbia hospital until he 
was over his injuries and then returned to his home. 
—JW 


Office Workers Need 
DYECLENE 


The Stain Remover 


Every woman working 
in an office is a pros- 
pect for DYECLENE 
—and every man will 
welcome an easy way 
to get rid of ugly stains 
and keep their hands 
clean after leaving 
work. DYECLENE is a 
double action cleaner 
—it removes stain and 
color at the same time. 
Stains from hecto- 
graph carbon or rib- 
boot bons, inked pads, du- 
—— plicator ink, or writing 
ink dissolve like magic. 
DYECLENE leaves the 
hands soft and white—positively does not 


injure the skin. 


DEALERS! 
DYECLENE is put up in individual 4 oz. 
bottles with shaker tops, packed 12 to the 
carton for the dealer. It's different from any 
other product used similarily, and very eco- 
nomical as only. a few drops are necessary. 
It is priced to retail at $1.00 per bottle. A 
special sample bottle will be sent on request. 


A few territories are available for aggressive 


representatives. 
o 


CONSOLIDATED 
INKED RIBBONS & CARBON PAPER 
FOR EVERY KNOWN PURPOSE 


We are manufacturers of a high quality line 
of ribbons and carbons—that assure sharp, 
clean impressions. Furthermore, they are 
guaranteed to stand up under hard usage 
and render complete satisfaction. We also 
make carbonized rolls and inked ribbons, any 
width, for all types of adding and billing 
machines. Catalog and prices upon request. 


Consouipateo Risson & Carson Co. 


GENERAL OFFICES 
63 E. Adams St., Chicago, Ill., U. S. A. 


Export Dept.: Chicago 
Cable: ‘‘Criceo’’ 


Branches: New York, 
Washington, St. Louis 


115 














Senghusch announces a 


hard-hitting promotion on 
the new, de-luxe handi-pen 
in Esquire and LIFE » » » 


% Designed to move more handi-pens from your shelves 


* With tie-in material to make you the leading handi- 
pen dealer in your community 

Here is a handi-pen promotion in the March issue of 
Esquire (out February 15) and February 14th issue of 
Life that reaches over 16,000,000 potential customers — 
many right in your locality. It sells these customers on the 
advantages of the handi-pen and sends them to your store. 
Handi-pen gives you plenty to talk about: It’s the new 
desk set that holds six ounces of ink — enough to last the 
average user a whole year. No constant dipping; no clog- 
ging or flooding; practically no evaporation. Includes an 
iridium-tipped, gold-plated pen. 

Display the new streamlined handi-pen prominently. Its 
sleek lines and many features as well as striking color 
combinations make it a great seller among business ex- 
ecutives, office men, and students everywhere — which 
means bigger profits for you. 

Right at your door, Esquire and Life readers are interested 
in the handi-pen. Use the tie-up material to make the 
national advertising part of your advertising. Newspaper 
mats are available. Show the colorful ‘Esquire Presents” 
cards in your window and on your counter. Use the new, 
streamlined display. With this sales-building tie-up mate- 
rial you become known as the handi-pen dealer to the 
readers of Esquire and Life in your community and they 
come to you to buy. ; i 
Write for the promotion folder with special order blank 
for sets and free merchandising material. Mail today. 


Sengbusch Self-Closing Inkstand Co. 


300 Sengbusch Building Milwaukee, Wis. 





Canadian Distributors — Brown Brothers, Ltd. — 


Toronto, Canada 
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Y AND E TRANSFERS DI VECCHIO TO CHICAGO 

The Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., last month transferred E. T. Di Vecchio 
from the San Francisco, Calif., office where he was a 
salesman, to the Chicago branch to take charge of 
national sales, according to C. G. Stiles, manager of 
the Chicago office. Mr. Di Vecchio has worked up an 
impressive sales record on the Pacific Coast where a 
large number of friends wish him well. 

—>-—_—_—— 

DEALER OPERATES TWO STORES ON SAME STREET 

The unusual situation of a dealer operating two 
separate stores on one street came to light last month 
when W. B. Bowden, local agent for the Royal Type- 
writer Company, opened the Madison Typewriter and 
Pen Shop at 644 State street, Madison, Wis. Mr. Bow- 
den’s other establishment is the University Typewriter 
Company, 430 State street. 

Both stores are located in Madison’s ‘Typewriter 
Row” wherein are ten competing establishments, all 
selling office machines, stationery and supplies. With 
its university and state capitol the Wisconsin city is 
an exceptionally fine field for typewriters and Mr. 
Bowden expects to do considerable business with 
Royals, both in the student and the professional con- 
nections which his two stores enjoy. 

The newly-acquired store is modern in every way. 
Electrically-lighted display booths and cases, up-to- 





ae a 
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THE MADISON TYPEWRITER & PEN STORE.—This establish- 

ment in Madison, Wis., is one of two office machine stores 

maintained by W. B. Bowden, on the same street. The second 

store is the University Typewriter Company. Mr. Bowden is 

the representative of the Royal Typewriter Company in nine 
Wisconsin counties. 


date furniture for salesmen and customers and a fine 
stock of Parker and Wahl pens are but part of the 
equipment recently installed. 

In his capacity of Royal representative Mr. Bowden 
covers Dodge, Juneau, Adams, Clinton, Dane, Iowa, 
Sauk, Rutland and Jefferson counties in Wisconsin.— 


JEH 
—-—___ 

BRAILLE TYPEWRITER DEVELOPED BY WOMAN 

A new type of Braille typewriter by which the blind 
may easily communicate with each other has recently 
been developed by Mrs. Carl Wiedemann, 2888 Erie 
avenue, Hyde Park, Cincinnati, Ohio. 

The typewriter, which was invented and built by 
Charles Grosse, a young Cincinnati mechanic, is an 
electrically-driven machine with a standard keyboard 
having all the type characters of an ordinary type- 
writer. It is equipped with a shift-key which enables 
the operator to use the keyboard for printing Braille 
characters through an embossing process which per- 
forates the paper on regularly spaced lines. In fur- 
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No. 98! 
ROOM DESK 


Equipped with 24x48 
edges fully protected by 
Chest of drawers all steel 





SECRETARIAL AND RECEPTION 


inch linoleum top with 
aluminum binding 
construction 


and 


overall height of desk exactly suited for type- 


writer use. 





No. 394 SECRETARIAL POSTURE 
CHAIR 


Proving that correct posture is pos- 
sible without sacrificing appearance. 
Equipped with tufted comfort shaped 
seat and back and providing every 
essential adjustment. Royal tailored 
upholstering and _ ltustrous Royal- 
chrome assure enduring attractive- 
ness. 





No. 249 EXECUTIVE CHAIR 


A roomy and comfortable executive chair 
providing 20 inches of space between up- 
holstered arms. Equipped with ‘‘Flotilt”’ 
tilter that never requires oil or grease and 
will never squeak. Arms and seat are rub- 
ber cushioned. 





No. 230 FOLDING BANQUET CHAIR 


This chair represents the latest and prob- 
abiy the foremost achievement by Royal— 
manufacturers of steel folding chairs for 
over twenty-five years. Quantity buyers 
for this fool-proof unbreakable chair will 
be found numerous and frequently, because 
it most satisfactorily fills a definite need 
for a chair that requires less storage space 
and does not resemble a folding chair 
when in use. 














es 


DISTINCTIVE FURNITURE 


for 


Reception Rooms 





Executive Offices 


Doctors Offices Rest Rooms 


Dentist Offices Recreation Rooms 


Display Rooms Lunch Rooms 


The office furniture dealer is finding that 
ROYALCHROME furniture is proving both 
popular and profitable. 


ROYALCHROME furniture is built in the 
same thorough manner as all Royal Prod- 
ucts. Since 1897 the name Royal on a 
piece of metal furniture has been the in- 
signia of careful workmanship and selected 
materials, a 10 year construction guarantee 
often being given. 


Being one of the original manufacturers of 
chrome furniture, experience has taught us 
to avoid many commen practices, and by 
so doing office appliance dealers and their 
customers are being assured products of 
better construction and longer life. 


Our catalog and dealer proposition will 
be sent on request. 


General Offices: 1107 S. Michigan Ave., CHICAGO 
Factory: Michigan City, Ind. 
Branch Factories and Showrooms: 


New York Los Angeles Toronto 
Showrooms: Miami Beach Pittsburgh Boston 











**Metal Furniture Since °97"’ 


OYAL METAL MANUFACTURING CO. 








No. 992 SETTEE 


This is only one of the many attractive and 


comfortable 
illustrated in 


(with chairs to match) 
new 46 page catalog. 


settees 
Royal's 


Equipped with distinctive pajama type Mar- 
shall filled spring cushions covered with guar- 
anteed Tuftex. 




















No. 370 RECEPTION ROOM 
CHAIR 


Equipped with removable and re- 
versible seat and back cushions. This 
chair is available with two and three 
seater settees to match and repre- 
sents what is unquestionably the 
preferred choice for the modern re- 
ception room. 





NO. 875 SIDE CHAIR 


This is one of the many popular chairs 
produced by Royal for use in the executive 
office as a side chair or in many other 
places for general utility purposes. 


WQoy 








<> 


Costumers are a necessity in many types 
of businesses and institutions. Royal offers 
two styles that will harmonize instead of 
detracting from the attractiveness of a 
Royalchrome installation in the executive 
office, reception room, the rest room, the 
recreation room, the company cafeteria or 
lunch room, and many other places where 
its use has been found te be the most 
practical. 
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Because it rewards sales effort with full profits... 
because it is modern in every way, designed for modern 
business . . . because its applications to record keeping 
and fact finding problems are practically unlimited . . , 
Victor Visible Record Equipment deserves serious con- 


sideration as a major profit factor in the future of 


vour business. 


VISIBLE RECORD EQUIPMENT 
builds Permanent Profit 





OFFICE APPLIANCES 











for Dealers 


Protected Profits: Victor Visible Record Equipment 
is sold only through exclusive franchise dealers and by 
only one dealer in a city ... thus assuring full and pro- 
tected returns for creative sales effort. 


The Victor Visible profit-building program comprises . . . 


Effective Sales Helps: including complete visual 
demonstration equipment, literature, displays, case 
histories of successful installations, a quick reference 
library of card forms and other practical aids... 

Plus: a Unique Sales Plan that will positively build 


sales .. . complete cooperation from Victor field men... 


and training for your sales people. 

Many Attractive Territories Still Open: frequently 
the complete Victor line of Steel Files and Desks may be 
combined with Visible Record Equipment in the Victor 
exclusive franchise . . . write for this profit building 
opportunity ° 


These popular Victor merchandise lines are available to all dealers everywhere . .. Mak- 
ur-own Index Tabs, Treasure Chests, Filing Supplies, Business Time Savers, Duplicator 


Stencils and Supplies and many other fast-selling items . . . 


write today for Prices. 








: 
ks 
‘ere 


THE VICTOR SAFE & EQUIPMENT CO., INC. 


NORTH TONAWANDA, NEW YORK 


VICTOR 
> 














TRADE MARK 
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ther describing the machine Mrs. Wiedemann ex- 
plains: 

“The machine looks like a typewriter—the key- 
board is identical. However, instead of the segments 
writing characters they are slotted and emboss the 
Braille code. The slots are synchronized with elec- 
trically-driven pens, thereby producing the Braille 
dots.” 


——_—_¢- 9 —__—_ 


ASHLEY-McCORMICK CELEBRATES ANNIVERSARY 
As a means of celebrating its tenth anniversary in 
business, the Ashley-McCormick Company, Bridgeton, 
N. J., recently mailed to its customers and friends a 
clever booklet entitled “Ten Years of Progress.” 
Containing twelve pages, the booklet carried a brief 
history of the company since it was formed in 1927 





JOSEPH W. McCORMICK 


E. RUSSELL ASHLEY 


by E. Russell Ashley who took unto himself a partner 
in the person of Joseph W. McCormick three years 
later. Photographs of every member of the company’s 
staff as well as its principals were included in addition 
to pictures and descriptions of many lines carried by 
the firm. These are Remington typewriters, Art Metal 
steel furniture, Sundstrand adding machines, Harter 
posture chairs, Ohmer cash registers, F. S. Webster 
Company ribbons and carbon papers, the Dictaphone, 
Webster Electric Company inter-office communication 
systems, and Mimeograph, Post-Index visible files, and 
Friden calculators. 
a 
OMAHA NEWS NOTES 

Contracts totaling $46,938 have been let for furnish- 

ing the new Omaha Municipal University and will be 
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| 
‘THE NEW 


SUPER-PRONTO 


THE CORRUGATED BOARD STORAGE 
FILE THAT HAS EVERYTHING— 


COMPARE! 








Patent No. 2,061,485 


| 
| 


} 


@ AUTOMATIC STOP 
| 


@ SLIDING SUSPENSION 


@ ALL STEEL BACK 


installed as soon as the building is ready. Some of the | 


larger awards were: Brandeis & Sons, $7,000; Omaha 
Fixture and Supply Company, $3,700; Orchard & Wil- 
helm Company, $5,200, and the University Publishing 


@ SIX ROLLERS 


Company, $19,200. These are the largest single pur- 


chases of office equipment for a year. 


* * * 


Joseph Karbush, vice-president and general man- | 
ager of the All Makes Typewriter Company, has just | 


celebrated his thirtieth anniversary in the business 
and the tenth with the company. This firm is credited 





Write for Sample ...NOW! 











with being one of the largest of its kind between Chi- | 


cago and the Pacific coast and now employs thirty 
people. 
* * *” 

Ted Damask is owner and operator of Ted’s Pen 
Shop. He celebrated his tenth anniversary in the busi- 
ness during the second week of January. Damask is a 
Minnesota Uni graduate and served for a time with 





PRONTO FILE CORP. 


| 
| 349 Broadway :: New York, N. Y., U.S.A. 
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It’s BRIEF CASE Time 


The season creates the demand, but the unex- 
celled quality of MASHEK BAGS makes the 
desire to own more intent. 

RIGHT NOW! — a fine display of MASHEK 
CASES — Sample; Catalog; and Brief Bags will 
mean sales. 


Write for details of our Newest 
LINE. Order NOW if stock is low! 


FRANK MASHE Keco CO 


“If it's made with Leather MASHEK mcekes it Better™ 











HEADLINERS 


Styled for perfect harmony, fashioned 
for gratifying comfort, customed for 
lasting wear, priced for every buyer’s 
purse these two new BRIGHT chairs 
are real headliners. The pleated backs 
and turned legs elevate them beyond 
the commonplace. Like all BRIGHT 
numbers they have sure selling appeal. 
You'll find them in the new catalog 
supplement. Write for a copy, today. 


Bright Chair Co., Inc. 


127-133 Bleecker St., New York, N. Y. 
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the Eversharp Company in Chicago before entering 
business in Omaha. The Pen Shop handles only the 
smaller items used in offices, as pens, pencils, erasers, 
inks of all kinds, in fact anything needful, but no ruled 
forms nor major equipment. 


Frank Elmore, for several years doing a typewriter 
business in a small way at Twenty-ninth and Farnam 
streets, Omaha, has secured a good merchandising 
room at Farnam and Twentieth streets. He will han- 
dle calculators, all kinds of portable typewriters and 
smaller office supplies. The name under which he will 
do business is The Tri-State Typewriter Company. He 
will cover the territory contingent to Omaha in 
Nebraska, Missouri and Iowa. 


* * * 


Manager Merriam of the Shaw-Walker Company 
Omaha branch states the 1937 business broke even 
with that of 1936. “Crop failures in the Omaha terri- 
tory caused buyers to go slow,’ said Mr. Merriam, 
“and present conditions will probably be no better 
until the next crop is assured.” 


* * 


Orchard & Wilhelm Company reports the one sale 
of sixty oak desks, eighty tables and twenty-five typing 
tables and chairs. These will be used by one of the 
higher institutions of learning just moving to a new 
and all modern building. 


+ 2 8 


An office supply house of Lincoln, Nebr., secured 
the contract for all office furniture and equipment 
used in the new building in that city recently con- 
structed by the Alumni Association of the State Uni- 
versity. Office and furniture and other equipment 
amounted to about $50,000—BART 


——___—_. 9 


CARROLL APPOINTED NEVA-CLOG REPRESEN- 
TATIVE 
Frank S. Carroll, for many years connected with the 
real estate department of a law firm, recently aban- 
doned the legal profession when he became the north- 
eastern representative of Neva-Clog Products, Inc., 

















FRANK S. CARROLL 


Bridgeport, Conn., operating out of the home office. 

Making his first trip in the field Mr. Carroll was 
impressed with the friendliness and helpful demeanor 
of members of the industry with whom he came in 
contact as a new salesman. In a letter to the home 
office he said in part: 

“T certainly met a great bunch of folks in the sta- 
tionery industry.”” Which means dealers and travelers 
in the northwestern territory may take a bow. 
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THE NEWEST, FASTEST, MOST 
ECONOMICAL SORTER ON THE MARKET 


STUDY THESE ADVAN- 
TAGES OF THE NEW 
“Y AND E” DIRECT VISION 
SORTER 
a 


Maximum Speed with 
Minimum Effort. 


Every Direct Vision Tri-Angle 
Guide Tab visible at all times. 


te 
Sorter Expands automatically as 
number of papers increase. 








Sorter keeps papers always available 
before filing. 


a 
Additional guides can be added 


and system expanded to any size. 
+ 


Two sizes—one for letters, orders 
and invoices—one for checks 
and cards, 

















THE "Y and E” Direct Vision Sorter is so new and it has so many 
outstanding advantages that every office that files a hundred or more 
papers, cards or checks a day is an interested prospect. You are always 
sure of a hearing and a chance to study the prospect's filing problems. 


Six years of study and development are back of this newest ‘““Y and E”’ 
time-saver. It has a dozen outstanding features that reduce sorting time 
amazingly—yet its price is so low that it gives you a big competitive 
edge. Sorts for any filing system. Any size subdivisions. Adaptable 
for numerical, geographical, or subject sorting. 


This latest ‘"Y and E”’ development, the Direct Vision Sorter, takes its 
place with the new Steel Suspension Desk—Improved Empire Files— 
Direct Vision Systems, and hundreds of other items that make the 
*Y and E”’ Franchise indispensable to you. Write for complete details. 


FOREMOST FOR Ce, OVER FIFTY YEARS 
YAWMAN“NDFRBE MFG.(O. 


1059 JAY STREET e@ ROCHESTER, N. Y. 









Streamline express trains save many 
valuable hours for business executives. 
Those hours mean money .. . and 
that’s what business is about. Simi- 
larly, in office printing, the fastest run 
between the starting point and the 
finish of a job means money .. . big 
money where quantity production is 
involved. Niagara customers tell us it 
is on big jobs, difficult jobs especially, 
that the Niagara Duplicator proves it- 
self a real champion. Notable among 
Niagara’s quantity production Models 
is its K2 Automatic Feed Electric, which 
is nearly 100% faster than any other 
office printing device! 
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SPEED means money in business 


This Niagara eats up work like a Stream- 
line Express eats up miles. Yet, all of 
Niagara’sestablished features ofsuperi- 
ority show in it clearly on each impres- 
sion sheet. Such performance is more 
than distinctive . . . it is the STAND- 
ARD! Niagara has set the pace in office 
printing—in clean work, in hair-line 
registration, in safety and simplicity 
of operation, and now in GREATER 
SPEED. These developments are sig- 
nificant to you. They stand for better 
work, more economical operation, and 
faster results — qualities that make 


fast friends of Niagara Customers. 








NIAGARA 


UPLICATOR CO. 


Main Offices: 128 Main Street, San Francisco 
Plant No. 1: 5815 Third Street, San Francisco 
Plant No. 2: 37 Little West 12th Street, New York City 
Cable *‘Niado”’ U. S. A. 
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BUYERS THRONG CHICAGO FURNITURE MART 

Hundreds of furniture buyers from every section of 
the country thronged to the Chicago Furniture Mart 
for the annual mid-winter showing of manufacturers 
during the month of January. 

Corridors, lobbies and showrooms were crowded al- 
most daily by men and women representatives of deal- 
ers from Maine to California who came to see what 
the furniture makers were offering for the 1938 trade. 
A keynote of optimism was sounded when several 
showroom managers declared that orders were good 
and that the first two weeks of the exhibition gave 
promise of a rapid resumption of buying on a large 
scale. 

Among the office furniture and equipment manufac- 
turers who again this year maintain showrooms in 
the huge building are the following: 

St. Johns Table Company, Cadillac, Mich—Showing 
a fine selection of kitchen and home tables, under the 
direction of Howard N. Petrie. 


Troy Sunshade Company, Troy, Ohio.—Chairs, set- | 


tees and couches for reception room and lobby, exec- 


utive and stenographers desks, chairs and posture | 
chairs. This company is featuring a modern desk with | 


chrome-plated understructure instead of the conven- 
tional legs. All of this furniture is triple plated with 
copper, nickel and chrome, Bond Houser, Sr., Bond 
Houser, Jr., and George W. Fraley were in charge. 

Murphy Chair Company, Owensboro, Ky.—Showing 
a complete line of straight-back, swivel and posture 
chairs for office or home use. Included were models 
with leather-upholstered back or seats or completely 
upholstered. A selection of framed and unframed mir- 
rors were displayed on the walls. Gleason Murphy was 
in charge. 

Indiana Desk Company, Jasper, Ind.—This company 
displayed a line of household desks, bookcases, chests 
of drawers and dressers as well as steamer chairs. 
August Krieg was in charge. 

Imperial Desk Company, Evansville, Ind.—Household 
desks and bookcases were featured in these display 
rooms with Norman Gerth in charge. 

Jasper Seating Company, Jasper, Ind—A complete 
showing of household furniture with an office furniture 
display maintained at 529 South Wabash avenue. W. J. 
Gosman was in charge. 

Norcor Manufacturing Company, Green Bay, Wis.— 
Folding metal chairs and tables were on display here 
with the feature spot given to a new, over-size padded 
table, twenty-nine inches high and thirty-two inches 
square, with chairs to match. A. F. Krueger was in 
charge. 

Mutschler Bros. Company, Nappanee, Ind.—This dis- 
play space featured portable kitchen cabinets and 
kitchen furniture all built on modern and attractive 
lines. R. C. Chapman was in charge. 

The Howell Company, St. Charles, I1l—Chrome-steel 
office furniture was part of a large and varied display 
maintained by this company with William McCredie, 
secretary and treasurer of the organization, in charge. 


nO 


AMES SUPPLY ANNOUNCES NEW ATLANTA 
BRANCH 


The following announcement was mailed to the trade 


last month by the Ames Supply Company, 564 West 
Randolph street, Chicago, over the signature of Hazen 
R. Ames, vice-president of the company: 

“It is with extreme pleasure that we announce the 
opening of an additional branch office located at 304, 
Eleven Pryor Street building, S. W., Atlanta, Ga. We 
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| IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


ar 






Everything from a Safe 





| to a Waste Basket in 
Steel Office Furniture 
. and Twirlit Drills 


IN NEW YORK 
STOCK 





(cat CAMERON 


112-114 WOOSTER ST. 
M. ¥. 


r, 






NEW YORK, 





B | DARNELL PRODUCTS 
ON FURNITURE AND 
EQUIPMENT Are Your 
ASSURANCE OF THE 
MANUFACTURER'S 
HIGH REGARD FOR 
























































ATION, LTD. 


BOX 4027-0, STA. B, LONG BEACH, CALIFORNIA 


36 N. Clinton St., Chicago » 24 E. 22nd St., New York 
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HIGH POINT Chippendale 


A CHAIR produced for business men who are interested 
in graceful design, good quality and moderate cost. 


Of proven serviceability and thorough 
comfort the High Point Chippendale 


offers outstanding value in the medium 


a 


price field. Your trade will by com- No. “0 eye 


parison appreciate its extra features. 





Besides thirteen leather upholstered 
styles, HIGH POINT makes all wood 


office chairs in many designs including 


The HIGH POINT catalog of- 
fers office equipment dealers many 
the ever popular Bank of England, opportunities to extend their sales 
and service. It is worthy of your 


windsor and bentwood chairs, settees, 
careful study and consideration. 





jury and tablet chairs, stools, etc. 
No. 4211 


HIGH POINT BENDING & CHAIR CO. Siler City, North Carolina 














LOW PRICED COMBINATION WALNUT— 





The ALMA 700 series is a well designed, substan- 
tially built line made in combination walnut with 
5-ply tops, veneered with genuine walnut. 





ALMA DESK COMPANY sonn'carouns 
Three Good Lines Sold and Shipped Together 
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Successful service is the keynote in this series of well built office 
desks. Correct and pleasing design, wear resisting materials and 
finish, and rigid construction are combined to appeal to the buyer 
desiring utmost in utility at minimum cost. Moulded top, rounded 
comers, tapered legs and full panel backs are combined to produce 


a rich, distinctive effect. 


Many types and sizes — for practically every office purpose — are 
available: Double pedestal flat top 60x34 and 52x32, single pedestal 
flat top, pedestal typewriter desk, drophead and stationery bed type- 
writer desks in both single and double pedestal, also office tables 
72x34, 60x34 and 42x32, accounting machine desk, phone stand and 
costumer to match. Brass drawer pulls instead of wood, and lino- 


leum top in brown or green are obtainable at extra cost. 


2500 


combination oak 


2600 


combination mahogany 


2700 


combination walnut 


Considered as a whole, this Myrtle 
series has a wide application to busi- 
ness needs which with the low cost and 
dependable quality make it a real 
business builder for office furniture 


dealers. Write us for details. 


MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 





Three Good Lines Sold and Shipped Together 
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® NEW BANK OF ENGLAND 
® EXTRA VALUE-LOW COST 


Not satisfied to add just ancther chair, we 


experimented with several types before this 


new line was finally adopted. 


The sterling quality which has been the 
foundation of our success fer 65 years, will be 
found in each chair. No skimping of materials. 
Every design and construction detail that 
contribute to the style, comfort, and durability 


of each chair have been carefully followed. 


INVEST IN MURPHY BANK OF ENGLAND— 


Two complete groups, each one consisting of the arm chair, arm swivel, armless chair 
I grou] g 

and armless swivel. The tapered post group made of Oak and Pecan, finished in Light 

Dull, Walnut, and Mahogany. The turned post group made of Pecan, finished Walnut 


and Mahogany. 


All chairs built of select and properly seasoned stock. All corners rounded for 


maximum protection. Roomy, comfortable, deep saddled seats, securely reinforced with 


























No. 8283 | 


No. 8273 





heavy screwed and doweled rails. Broad and perfect 
fitting posture backs. Clear, smooth, durable finish. 
All swivel chairs equipped with double spring, 
pressed steel castings, providing a smooth, noiseless, 
action. Atlasite casters, with self-lubricated bearings, 


enable the eccupant to move the swivel chair with ease. 


You'll Go Places With This Line — 
Order Samples Now. 


Murphy Chair Company 


Incorporated 


OWENSBORO, KENTUCKY 
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are completely restocking our Atlanta office with all , 


makes of platens, parts, tools and supplies, which will 
enable us to render overnight service. At this time 
we want to take this opportunity to thank you for 
your patronage to Mr. Fricks, who will continue to act 
in the capacity of branch manager.” 


—>-—___- 





ONE OF ROYAL’S VETERANS.—John A. Shea, 

pictured here, recently celebrated his thirtieth 

year of service with the Royal Typewriter 

Company at the Hartford, Conn., factory. With 

fifty-four years of typewriter experience at his 

command he is the dean of the company’s 
assembly division. 
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BOORUM & PEASE OFFERS DEALERS FAIR 
TRADE CONTRACTS 

Concerning the resale price policy on a number of its 
lines, the Boorum & Pease Company, Brooklyn, N. Y., 
is offering a fair trade agreement to dealers in all of 
the states having a fair trade law. 

The particular lines of the company which come 
under the agreement are: NoTear ring book sheets, 
NoTear business forms, NoTear indexes, Flexible Hinge 
price books, Flexible Hinge zipper covers and Bing! 
speed binders. 

With the contract the company sends two printed 
lists—the dealer’s buying price list, and the resale price 
list on the above items. An explanatory letter, which 
also accompanied the contract, reads in part: 

“Please bear in mind that we are offering these con- 
tracts to all dealers in the States which have the Fair 


Trade Law. When the contract is signed in any State | 


by one dealer the prices are definitely fixed and all 
dealers (signing and non-signing) 
bound to observe the same.” 


o—~e 


“MARR” CHICAGO BRANCH IN NEW LOCATION 


The Marr Duplicator Company, Inc., manufacturers | 


of Vellum stencil paper, Styx ink and Filwax, has moved 


its Chicago branch to more commodious quarters at | 


609 North Wells street. 

The private office of Manager D. J. Martin has been 
made particularly attractive with well chosen furniture, 
appropriately treated floor and decoration of windows. 
On one side of the room is an open fireplace framed 
with white wood fluted columnn with a mantel above. 

The facilities of the new quarters enable the branch 
to better serve its customers. 


in said state are | 
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WITH ALL SUPERLATIVES BANNED 






An unusual 
Modern Desk 
from the 
Lorraine Group. 








Evansville Desks are mighty good desks for the money. 
They're pleasingly styled, well built, and priced right. 


Many alert dealers have discovered an exceptional 
source of profits in Evansville Desks. 


Why not give them a trial? 


Full particulars for the asking. 


| EVANSVILLE DESK COMPANY 
| BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 








THE COLORFUL THREE 
larch On! 


THE ARISTOCRAT 


* 


Ist Prize Winner 
in the Plastics 
Design Contest— 
For the EXECU- 
TIVE! 





THE TRUE BLUE CLIPPER 


Busy office workers, 
who cannot spare 
the desk space for 
an ordinary stapler, 
demand this plier. 





THE RED HEAD 


Quy 


ap- 
finger 





Stenographers 
| preciate 
touch control in a 
typewriter AND in 
a stapler. 


NO. 57 PROTECTION STAPLES, used in all three of the above 
machines, PROTECT YOU and YOUR CUSTOMER. 


HOTCHKISS-NORWALK 
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SPIRIT 
Per ctCATOR 
Serrrr_its 


OF RECOGNIZED MERIT 


_____ CARBON PAPER 
____DUPLICATING FLUID 
____HAND CLEANSING CREAM 


HIGHEST QUALITY 
MODERATE IN PRICE 


IT WILL PAY YOU TO SEND FOR FREE SAMPLES 
AND PRICES... . 


INCLUDING A SELECT LINE OF RECORD RIBBONS AND CARBONS 


PHILLIPS PROCESS CO., INC. 


MANUFACTURERS 
194 MILL ST. ROCHESTER, N. Y. 


Cable Address PROTYPE 

















Its sharp 
point easily 


like a Erases one 
Paper Pencil or more letters 
Samples without 
Furnished on smudging the 
Request. whole word. 


Pull Thread Back To First Hole 
And Unwind Paper Strip. 


Pat. No. 1,756,953 
S¥/2 7502 ff PENCIL COMPANY 


PHILADELPHIA — U.S.A. 
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HAMPDEN’S NEW CATALOGUE OUT 

Forty well-illustrated pages in a modernistic black 
and silver cover make up a new catalogue recently 
issued to the trade by the Hampden Manufacturing 
Company, Inc., 17 Warren street, New York City. All 
of the lines made by the company are described and 
pictured, including signals, the compass pencil, erasers, 
various holders, marking tacks and marking plates, 
thumb tacks, tack lifters, paper fasteners and many 
others. Copies of the new catalogue may be obtained 
by communicating with the company’s home offices. 

———————— oe —_ 
S. E. MITCHELL JOINS VICTOR A. M. CO. 

S. E. Mitchell, Atlanta, Ga., last month was ap- 
pointed agency manager in his city for the Victor 
Adding Machine Company. Coincident with his ap- 
pointment, Mr. Mitchell moves to new and larger 


quarters at suite 305, 11 Pryor street. 
a 





OXFORD WINDOW DISPLAY AVAILABLE TO DEALERS.— 

Printed in six colors and cleverly cut for three-dimensional 

illusion is this display recently made available by the Oxford 

Filing Supply Company, 340 Morgan avenue, Brooklyn, N. Y. 

The piece is twenty-seven inches high by thirty-three inches 
wide. 


o— 


STRESSING “SERVICE” BRINGS PROFIT 

The Fort Smith Office Supply House, of Fort Smith, 
Ark., rounded out its nineteenth year on February 1 
with a good increase, 11 per cent, over any one of 
twelve preceding months, Louis Cohen, owner and 
operator, reported. 

The firm recently acquired three times its former 
floor space when it took on a basement and upper 
floors addition for the showing of office furniture and 
storage purposes. 

“Furniture,” Mr. Cohen said, “is one of the major 
‘items of sale’ during the recent twelve months’ period. 
People hadn’t bought furniture for so long, that we 
found the market particularly good.” 

Mr. Cohen attributed the continually increasing 
business to his firm’s policy of featuring the service 
of an item rather than the item itself. This, he ex- 
plains, is particularly applicable to filing equipment. 
He said: 

“We have stressed the service end of the office sup- 
ply business—what the article of merchandise will do 
for the customer. We help him, in other words, to 
work out the office system he needs and bring in the 
equipment after determining which type best suits his 
wants.”—BART 
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4 Nor D' vase FILE 
s 


late ML Mes fo) my] (SV) of-Yo] b 


INVINCIBLE 
No. 1200 Line 







IMPROVED ROLLER DRAWER SUSPENSION 
A VALUABLE SALES FEATURE, 


Dealers will find this complete line of files meets every need of 





even the most exacting customer. The new No. 1200 Line in- 
cludes 4-drawer, 3-drawer and 2-drawer height files built in 
letter and cap sizes—each having a complete variety of drawer 


inserts. 


Made of fine furniture steel—all joints electrically welded—and 
cases strongly reinforced throughout. These features—plus 
Invincible’s improved and perfected Roller Drawer Suspension 
—give the No. 1200 Line the efficiency and constructional 
strength usually found only in higher priced lines. Thus with 
its very modest prices—the No. 1200 Line has truly exceptional 


sales-building value. Send for literature and full details. 





No. 1200 No. 1201 No.1200-1A No.1200-2A No.1200-3A No.1200-4A No.1200-4H No.1200-4D No.1201-4G 


INVINCIBLE METAL FURNITURE CO. Wcogn ncn: 
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ARE YOU TRYING TO SELL 
WAS, Out-of-Date CHAIRS? 










Bassick Flotilt Chair Controls have put 


new life in chair sales . . .. . 


Take advantage of the new opportunities Flotilt offers to dealers. 
This entirely different office chair control is an outstanding feature 


that will sell new chairs. 


THERE IS NO OTHER CONTROL LIKE FLOTILT 


It has no springs—which eliminates all danger of serious accident os 


from spring breakage. It needs no lubrication—can never squeak or ] The rubber tilting control unit is 
the heart of the chair. Rubber is 






squeal. 
hag: : ; : : : encased in steel by hydraulic com- 
Flotilt gives the dealer who features chairs equipped with it a pression and protected against de- 
very definite, all-important Selling Edge. Write for complete informa- terioration. 
tion and list of leading chair manufacturers who have adopted Flotilt. 2 Elevating mechanism completely 
enclosed. Swivel bearings encased 


and self-lubricating. 


THE BASSICK COMPANY, BRIDGEPORT, CONNECTICUT eacamn ina an, nye 
The World’s Largest Manufacturers of Office Chair Casters 


ment. 


4 Elevating adjustment control. 


Bassick /lo-7iF Chair Control! 
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Lume up with 


McDANIEL JOINS DOUGLAS COMPANY 


Charles C. McDaniel was recently made manager of 
the stationery department of the H. Dorsey Douglas 
Company, 123 West First street, Oklahoma City, Okla. 
He went there from Ft. Worth, Texas, where for the 





the LEADER? 


Join the 1938 profit leader by stocking the 
STURGIS line! Modern design, sturdy con- 
struction, and healthful seating have given 
the STURGIS POSTURE CHAIR sales leader- 
ship. Enjoy quicker, easier sales and greater 
profits. Line up with the leader, STURGIS! 
Study these sales produc- 
ing features listed below: 
@ Correct, Healthful Seating. 


Easy. Quick Adjustments (With- 
out tools or keys). 













a 

@ Positive, Permanent 
Adjustments. 

@ No Metal Around Seat to Catch 
Clothing. 

? 

+ 

& 











CHARLES C. McDANIEL er Rubber- 
Wide Range of Styles. 
Attractive Prices. 

SOLD THROUGH DEALERS ONLY 

WAREHOUSE STOCK 


Wholesale Office Equip. Co. 39 Steven- 
son Street, San Francisco, California. 


past four years he has worked as salesman for the 
L. A. Barnes Company, 1009 Houston street. 

Mr. McDaniel has been associated with office sup- 
plies since 1925, when he entered the employ of E. R. 
Conner and Company in Ft. Worth. After five years 
with the Conner company, he spent three years with 
the E. L. White Company, also of Ft. Worth. 

Mr. McDaniel is married, has two children, and has 
established his home in Oklahoma City at 2138 North- 
west Sixteenth street —EVH 


OO me 


STANDARD MAILING QUOTA WINNERS 
ANNOUNCED 

Ending a year of intensive but friendly competition 
which brought about the establishment of several high 
sales records, the Standard Mailing Machines Com- 
pany, Everett, Mass., last month announced the sales 
quota winners of 1937. 

Joseph Addio, of Newark, N. J., was the first winner 
and became president of the Standard Quota Club as 
well as permanent owner of the quota cup for division 
one. Alvin L. Tice, Syracuse, was winner in division 
two and became permanent owner of the quota cup 
for that division. 

The vice-presidency of divisions one and two went 
to Frank Mesmer, Boston, and Frank Hassenberger, 
Harrisburg, respectively. With this honor went the 
vice-president’s trophy. 

Cliff Wright, Boston, won the presidency of the 1937 
Star Salesman Club while the vice-presidency went to 


WAREHOUSE STOCK 
Office Equipment Distributing Co., 609 
Third Avenue, Seattle, lashington. 
WAREHOUSE STOCK 
Cal Cameron 
112-114 Wooster Street, New York, New York. 








STURGIS 


POSTURE CHAIR COMPANY 
STURGIS, MICHICAN 





TELL CITY DESKS 


The New 





Hymie Greenberg, Chicago. Both of these men were 
awarded the beautiful star salesman’s trophy. 

Other men whose records placed them high in the 
ranks of ace salesmen for the year were Ned Dummer, 
Boston; Allen O’Hara, Boston; Walter Pollock, New 
York City; Mrs. Kirkpatrick, New York City; Chet 
Branka, Philadelphia; Ed. Ackert, Hartford; Harry 
Barroll, New York City, and Joe Biel, Chicago. 


- —— 


MERCHANTS RETAIL BUREAU HONORS 
BUTTERFIELD 
Sidney Butterfield, president of Smith & Butterfield, 
office supply dealers and outfitters at 310 Main street, 
Evansville, Ind., has been elected second vice-president 
of the Merchants Retail Bureau at Evansville for the 
coming year. Mr. Butterfield has been active in the 


No. 2000 Series 


This series has many attractive features which en- 
hance its sales value to you. Notice especially the 
attractive moulded top, the raised drawer fronts with 
new pulls, the exposed panel rails. These are in 
addition to all the other outstanding construction 
standards in Tell City desks. 

For the first time this series offers our own construc- 
tion which securely binds the typewriter platform 
to the top and prevents vibration in the drophead 
typewriter desk. 


Complete information upon request. 


Tell City Desk Company 


TELL CITY, INDIANA 














* Qvery MOVE with a 
MORKWELL Sales aSJUMP" 


to assured and permanent 


PROFITS on MARKWELL 
Improved PATENTED Staples. 


Attractive leaflets, dirplayy, maty, electror and other 
zaler help, Freeto all authorized 7/ZazkweLb dealers. 


INQUIRIES INVITED FROM SELECT DEALERS — 


MARKWELL MFG. CO, 1nc sew vor ns 


NEW YORK, N v. 


Pioneers and World's Largest Manufacturers of improved PATENTED. Chemiset Staples. Established 1 


*RKGG6A cern S$ 3S 


warn 100 ST one es 





















WHICH ONE IS UP-TO-DATE? 


The answer is, both of them! 


The “drummer” in the checks sported the very 
latest thing in clothes and equipment when he was oa 
on the road fifty years ago. He used 


BEACH'S "COMMON SENSE" 
— BOOKS 


to keep a complete, sat- ff F 4 
isfactory record of his 


v 
































traveling expenses. nh. 








The alert business 
man on the left finds ™ 
added uses for his 
BEACH EXPENSE 
BOOK. It _ simplifies 
the keeping of a correct 
record either for his 
employer if he travels 
on an expense account, 
or for the Government 
if he deducts his travel- 
ing expenses from In- 
come and Payroll tax 


returns. 


. »aCHS 
of the newest edi- Be d ! 


and convenient (gmmOndens, 


Write for a sample 
tion — more complete 
than ever! 


Expense 
Book 


Beach Publishing Company 


7338 Woodward Ave. Detroit 
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affairs of the bureau for a number of years. He for- 
merly served as president of the Evansville Rotary 
Club and is prominent in the civic affairs of his native 
city —-WBC 
a 
PACIFIC NORTHWEST NOTES 

Looking forward with considerable optimism into 
the New Year, Lowman & Hanford, pioneer station- 
ery and office supply house of Seattle, has tallied 
notable gains during the past twelve months, which 
have been cause for congratulation. This large Seattle 
house has experienced a gain of fourteen per cent 
in sales of 1937, with a volume of business at the 
Yuletide up ten per cent over the holiday total of 
the previous year. 

While announcing the increased business, T. M. 
Pelly, president and general manager of “Lowman’s,” 
as it is familiarly known in Seattle, and a civic and 
business leader of the Puget Sound metropolis, took 
time off to dispel some of the gloom envisaging quite 
a number of business men gazing into the wrong 
crystal. 

Inasmuch as his large stationery, office furniture 
and printing firm deals with and contacts all manner 
of merchants and manufacturers and all kinds of 
firms, he believes it is an excellent business barometer. 


| From his observation he believes the so-called reces- 


sion is confined to certain lines, such as the building 
industry, with contributing factors of a major depres- 
sion lacking. 

“During the latter part of 1937,” stated Mr. Pelly, 
“we found that many of our former charge account 
customers were paying cash for their purchases, thus 


| revealing a healthy condition on the part of the pub- 


lic. Likewise, there has been a tendency to liquidate 
accounts, our collections having exceeded 1936 by 
seventeen per cent.” 

He has also observed, moreover, that the numerous 
salesmen of Lowman’s have found no lack of con- 
fidence on the part of their business customers, which 
augurs well for the imminent upturn. 

* * * 


Reg McKee’s is the new pen shop, with greeting 
cards and other allied lines, recently opened next to 
the Imperial hotel on Fourth avenue, Seattle. A 
bright and modern setup is the new establishment 
of McKee’s, with a fine red Neon sign that attracts 
considerable attention along the well-trafficked side- 
walk on Fourth avenue in front. 

+ * * 


A nice state order embodying 112 desks for use of 
various state offices was recently awarded to the 
Hansen Desk Company of Seattle, Wash. This large 
number of desks for the bureau officials will be used 
in the license department, state patrol and social 


security offices. 
* * * 


Generous trade-in allowances on old typewriters 
were features of the January sales at a number of 
typewriter establishments in Seattle. A special trade- 
in campaign was on at the Seattle branch office of 
the L. C. Smith & Corona Typewriters Inc., on Sec- 
ond avenue until the first of February, when trade-in 
allowances changed. Used typewriters of any make 
were being accepted as part payment until the close 
of business on January 31 by the Smith branch in 
order to place many of the new Super-Speed L. C. 
Smiths in Seattle offices. 

Meanwhile, a January typewriter sale proceeded at 
the E. W. Hall Company, opposite the Smith branch, 
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CHAMPION: 


SELL BEHIND THESE 9 
BIG BANTAM FEATURES 


1 Adds to $9,999.99 ... 
lists 5 columns. 

2 Weighs under eleven 
pounds, 

3 Takes up less space than 
a letterhead. 

4 Visible writing line .. . 
large readable type. 

5 Quick, easy totals. 

6 Handy correction key. 


7 Non-glare black finish 
. non-skid rubber feet. 
8 Easy monthly terms 
— by Remington 


and). 
9 Simple LO-key keyboard. 


Remington Rand 


BANTAM 





MEET THE NEW >) 
BANTAM-WEICHT 









SENSATIONAL BANTAM 
ADDING MACHINE 
sells for only $4950 


\ EET the new champ! Here’s 
1 the newest ... lightest . . 
lowest-priced listing-adding machine 
the Remington Rand BANTAM 
at $49.50. 
This low price is attracting thou- 
sands who want a sturdy, good look- 
ing, 5-column machine’ with 
$9,999.99 adding capacity, and easy 
touch-system operation. BANTAM 
opens up an unlimited market 
smaller businesses, professional men, 
organizations and even home users. 
So get started now! Remember— 


you make large profit on every sale! 


SELL BANTAM ON EASY TERMS 
Remington Rand _ finances easy 
monthly terms on the BANTAM 
machine, at only slight additional 
cost to the purchaser. Also, you get 
free posters and envelope enclosures 
to tell the world you're selling 
BANTAMS. Mail the coupon below 


today for full details. 


7-COLUMN PORTABLE AT $75 
Here’s another fast-seller. A small, 
compact machine with 7-column 
adding capacity and easy, quick 
multiplication. Use coupon to get 


dealer offer and sales helps. 


MAIL COUPON 
FOR LIBERAL DEALER OFFER 





seen eeecccseeeersncccssscecssssceuccessl 
Remington Rand Ine., Dept. 23 4 
= - ® 
165 Washington Street . 
Buffalo, New York e 
Please send details about “Bantam” machine; - 
7-Column portable; and free advertising helps. . 
. 

+ 

Name. . 
. 

. 

Street. . 
. 

© 

City en EEET T ° 
_ 
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EVER READY 


Announces Outstanding Improvements in Their 


Standard Line of Flat T ype Desk Calendars 


BEFORE PLACING ORDERS 
SEE MARCH ISSUE OF THIS MAGAZINE 


x a Pl x id ‘ x Y x ‘ N 
EVER READY CALENDAR MEG. Co. 
160 MAPLE STREET JERSEY CITY. N. J. 
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where wide-carriage typewriters and adding machines 
were added to the January movement of “Halco Re- 
builds’—the specially rebuilt business machines of 
Seattle’s oldest and largest independent office appli- 
ance organization. 

————_ 0 


ENVELOPE INSERT IS AID TO ROCKWELL-BARNES 
DEALERS 

As a means of aiding dealers increase sales on its 
line of Silkweight manifold papers, the Rockwell- 
Barnes Company, Chicago, has recently created a 
clever and attractive envelope insert. 

The insert, in itself, made of Silkweight manifold 
contains one sample sheet each of the five available 





MODERN PACKAGING.—This handsome blue 
and white box comprises the new packaging 
recently adopted by the Rockwell-Barnes Com- 
pany for its line of Silkweight Manifold and graces 
the front cover of the firm’s envelope insert. 


colors, green, blue, goldenrod, cherry and canary. The 
nine-pound Sulphite manifold is, of course, also avail- 
able in white. 

The cover of the insert includes an illustration of 
the blue and white telescope box in which is packed 
1000 sheets of the 84x11 size. Text matter explains 
that other sizes are wrapped in 1000 sheets. The back 


page of the insert is available with the Rockwell- | 


Barnes Company’s name and address printed thereon, | 


or may be had, free of charge, with a blank space for | 


the dealer’s name and place of business. 


Copies of this light-weight insert may be obtained | 


by communicating with the Rockwell-Barnes organiza- 
tion at 1511 West Thirty-eighth street, Chicago. 


——— 9 io 


BATES REFILLS PRICE CHANGED 


In a recent issue of Bates Brevities, house organ of | 
‘the Bates Manufacturing Company, Orange, N. J., was | 


announced a reduction in the price of Bates stapler 


refills. The new price is seventy cents as against $1.00 | 


in former price lists. 
ment said that a more liberal discount schedule had 
been arranged on both staplers and refills. 


—- 


MADISONVILLE STATIONER MOVES 
The Coleman Office Supply Company, Madisonville, 
Ky., has taken the store space adjoining the store 
formerly occupied on South Main street. The store has 
been refinished. A complete line of office supplies is 
carried. 


At the same time the announce- | 
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THEY ASK FOR COLOR 


IN DRAWING INKS 


WHEN 


HiGGIns 





THE ANSWER IS HIGGINS 


Higgins has always been the answer to the demand 
for the finest drawing inks. There’s more than 50 
years of “knowing how” in every drop. Stock Higgins 
in its full color range and you'll never miss a sale: 


‘HIGGINS AMERICAN DRAWING INKS 


AMERICAN INDIA INKS 
WATERPROOF 


ALL WATERPROOF 


SOLUBLE 


Yellow Orange Yellow Orange Orange Red (Vermilion) 
Red (Scarlet) Carmine Red Red Violet Violet Blue Turquoise 
Sea Green Green Leaf Neutral Tint White Brick Red 
Russet Brown Indigo 


HIGGINS 


CHAS. M. HIGGINS & CO., INC. © 271 NINTH STREET © BROOKLYN, N. Y. 


“"Tkno Ino IBa 


BINDER CLIPS 











The original and 
genuine clips, in all 
three sizes, 


No. 2, No. 5, 
No. 10. 


These clips are so 
well tempered, they 
will expand to the 
capacity of the clip 
or will securely hold 
two or three sheets 
of paper. 

Write for revised 
price list. 


CUSHMAN & DENISON MF6. CO. 


241-243 West 23rd St. New York City 
Established 1884 
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THE H.C.Coor 


MANUFACTURERS Or nm 


SCARCELY 
PERCEPTIBLE 


YET 


~ FIRM AS ACLAMP 


An ultra-thin paper clip of thin 
spring steel, beautifully nickeled. 
The smart clip for attaching en- 
closures or for permanent filing. 


COOK'S “BURRO” — CLIPS 


Made in three sizes with pat- 
ented inner tongue to prevent 


(ER NAIL CLIPRY 
JONER's Ace: 


; MAPEL & CART 
"J THomas ¢.ce 
RAY MONO © 





side-slip; also in a_ special 
tongueless “cling Clip” .. . all 
shown here in actual sizes. 
“Burro” Paper Clips have 


proved their efficiency through pony 
years of use. It pays to give 
them good display on counter 
and in windows. 





Write for circulars on “Burro” Paper Clips, 


Index Tabs and— 


“Burro” 


COOK'S STAINLESS STEEL FILE SIGNALS 
THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA,CONN. 


MC OOK'S ae 


STATIONERS’ SPECIALTIES 




















1900 Grade Early American 
A JACKSON DESK 


Now in service in many executive offices this fine 


desk is in growing demand. It is made both in 
genuine American black walnut and in mahogany 
—the veneers are carefully selected for beauty and 
harmony of figure. Three sizes, 55, 60 and 66 
inches long—also typewriter desks, tables, phone 
cabinet, costumer and waste basket are made to 
match. This group and nine other popular styles 
are illustrated in the Jackson 408 catalog. 


Jasper Office Furniture Co. 


Jasper, Indiana 

















Minneapolis. 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 
Bob Benson formerly with Klipto Loose Leaf Com- 
pany of Mason City, Iowa, is now connected with the 
Storey-Kenworthy Company of Des Moines, Iowa, in 
a sales capacity. 


a = * 


About the first of February Frank and Loretta Zeller 
were occupying their new modernistic home in Des 
Moines. Stationery business must be rushing, Frank. 


* * . 


What fun it would be if the ol’ timers, Bill Smith, 
Pete Hoffman, Dorr Perkins, Roy Carrithers, Louie 
Dow, Art Grayston, Ed Cross, Evan Johnson, Harry 
MacPherson, Jack Davis, Sid Collins, Charley Braemer, 
Fred Richmond, just to mention a few of them, could 
get together at the next regional meeting to be held 
at Minneapolis, at the Nicollet hotel on April 22 and 
23, 1938. What reminiscing, what stories, would take 
place in a gathering of this kind. 

a a * 

Milt Shuster and Gene Mitchell, former president 
of the N. W. Travelers Club, have formed a partner- 
ship, handling various manufacturers lines, news of 
which appears in detail on another page in this issue. 

* e a” 

Members of the Northwest Travelers Club extend 
their sincere sympathy to Mrs. Grace Gonser, in the 
passing of her husband, Winfred Gonser. Win, or 
“Joe” as he was familiarly known to his friends, was a 
“Grand Guy,” and those of us among the Travelers 
who Knew him, will miss his friendly and kindly feeling 
towards his fellow man. 

7 + > 

Koch Brothers of Des Moines held a very successful 
sales meeting, early in January under the supervision 
of B. J. Bristoll and Edd Dawson, salesmanager. Vari- 
ous manufacturers’ representatives gave talks on the 
sales problems confronting the dealer man in calling 
on the consumer, showing how these problems may be 
overcome and result in bigger and better sales. 


o a. * 

Gil Almusin is now connected with the University 
Co-op Store in Madison, Wisconsin, specializing in the 
sale of office equipment, filing supplies and loose leaf. 

a - 

Auggie Skolaski is anxiously awaiting the fishing 
season, so he can take his family up to the Little 
Falls region. 

a ” am 

Bill Goff, perennial ballplayer of Madison, was seen 
throwing snowballs at a moving target, a few weeks 
ago: Bill must be getting his arm in shape to help the 
Madison Blues through another successful season. 


Herb Fall, and Bill Pehle, both of Japs-Olson Com- 
pany, attended a meeting of “The Old Guards,” an 
organization of fellows who played ball in the yester- 
days. Some of the members are in their seventies, 
and played baseball in the eighties and the nineties. 


> 2 . 


Mrs. Albert Goldman, wife of Albert (Jack) Goldman 
of Thomas & Grayston Company, was quite seriously 
injured in an automobile accident on January 25, while 
on her way home from a shopping trip in downtown 
At this writing Mrs. Goldman was mak- 
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“The Uniweld is the Suite of STEEL 
Chairs You've Been Looking For 
... to Sell With Steel Desks’ 
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| | 
| | 
| | 
| 
Seat height 18 inches, 19% in- Seat 19% inches wide, 18% in- Seat height 18 inches from 
No. 1110 ches wide, 18% inches deep, No. 1100 ches deep, with 1% inch Evr- No. 1120 floor, seat 19% inches wide, 
with 1% inch Evrflex hair pad, welt seam. Back flex hair pad, welt seam. Back, from seat to top, 18% inches deep, with 1% inch Evrflex pad, 
from seat to top 17 inches. Hardened steel 17 inches. Upholstered in leather, leatherette welt seam. Back, from seat to top, 17 inches. 
glides, rubber cushioned. Net weight 24 Ibs. or frieze. Sheet steel base. Net weight 41 Ibs. Upholstered in leather, leatherette or frieze. 
ARTER Dealers well know the keynote Harter Steel Office Chairs—all the numbers 


of our policy is co-operation. This fact is in the Columbian, National, Artweld, Univer- 
ably demonstrated in the presentation of this sal and Uniweld Suites—have graceful lines 
new suite of steel chairs—The Uniweld. and offer genuine comfort. Rigidly construct- 
Recently it became apparent that dealers ¢d—welded into one frame — Harter steel 
desired steel chairs combining the features of | Chairs have many outstanding sales points. 
the Universal and the Artweld. We immedi- If you are not a Harter Dealer perhaps you 
ately began work on a new suite that would would like to know more about Harter co- 
incorporate the outstanding features of the operation. Alert dealers are invited to join our 
two. The Uniweld is the result—asuite which — organization. Just let us know that you are 
is already being acclaimed and sold by suc- interested and we will send complete details 
cessful Harter dealers. about our dealer plan. 


THE HARTER CORPORATION 


STURGIS, MICHIGAN 
MANUFACTURERS OF THE WORLD'S FINEST STEEL SEATING EQUIPMENT 
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35th annual 


National 


BUSINESS SHOW 


America's Efficiency Exposition 


Commerce Hall, New York 


8th Ave. and 15th St. 


October 3rd to 8th inclusive 
1938 


The Annual meeting place of 
users, makers and distributors 
of better business machines, 
and office equipment. 


National Business Show Company 


FRANK E. TUPPER, President E. O. TUPPER, Secretary 


50 Church Street, New York 


Chicago, 20 N. Wacker Drive 
C. H. Hunter, Manager 
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ing good progress despite a fractured arm and leg and 
numerous cuts and bruises. 


* < * 


Ed Hansen and Colonel Grayston are assisting Al 
Hansen, district governor, in making plans for the 
seventh district meeting to be held in Minneapolis on 
April 22 and 23. These two hard working gentlemen 
are asking the usual cooperation from the Northwest 
Travelers to help make this the most successful and 
biggest meeting ever held in the Northwest. 


SHUSTER TAKES TERRITORY WITH MITCHELL 

Milton C. (Milt) Shuster, formerly a well-known 
salesman for Charles M. Higgins & Company, Brooklyn, 
N. Y., last month became a manufacturers’ representa- 
tive working with E. J. Mitchell out of St. Louis, Mo. 


The two men will cover a territory consisting of 








MILTON C. SHUSTER E. J. MITCHELL 


Missouri, Illinois, Kansas, Nebraska, North and South 
Dakota, Minnesota, Wisconsin and Iowa. In the nine 
states they will represent the following firms: 

Trussell Manufacturing Company, Poughkeepsie, N. 
Y.; Eastern Tablet Company, Albany, N. Y.; George B. 
Graff Company, Cambridge, Mass.; J. L. Hanson Com- 
pany, Chicago, Ill.; Nascon Service, Inc., New York 
City; George E. Fox & Company, Chicago, Ill.; Hoosier 
Desk Company, Jasper, Ind.; Jasper Seating Company, 
Jasper, Ind.; The Marble & Shattuck Chair Company, 
Cleveland, Ohio; the Saugerties Manufacturing Com- 
pany, Saugerties, N. Y., and Stein Bros. Manufacturing 
Company, Chicago, Il. 


——— 2 


KOECHLING OPENS FORT MADISON STORE 

With a complete stock of office supplies and equip- 
ment manufactured by several nationally-known com- 
panies, the “K” Office Supply Service was opened last 
month at 705 Ninth street, Fort Madison, Iowa. J. M. 
Koechling is the proprietor. 

The new establishment is new in every way and is 
located in an area convenient for many business firms 
of the city. In addition to carrying a capital stock 
the store also offers a public stenographer and letter 
service which has won considerable praise as a business 
getter. 

The manufacturing companies whose products are 
stocked by the “K” Office Supply Service include the 
W. A. Sheaffer Pen Company, Dennison Manufacturing 
Company, P. F. Volland Company, Hall Bros., Reming- 
ton Rand, Inc., Associated Stationers Supply Company 
and the Blackwell-Wielandy Company. 
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Manufactured by 


BRADNER SMITH & COMPANY 


333 S. Desplaines St. Chicago, Illinois 
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CHROME RUBBER STAMPS 
for More SA Les! 


This New Chromium Stamp Holder displayed on your showcase 
will create new interest in your rubber stamp department, re- 
sulting in new sales and profit. 


OUR SPECIAL OFFER TO HELP YOU INCREASE 
YOUR RUBBER STAMP BUSINESS 

With an order for a set of 12 of the most popular Chromium 
Mount stock stamps at our very special discount to dealers, we 
will give you 
ABSO LU TE- 
LY FREE 
a beautiful 
chromium 
holder for dis- 
play on your 
showcase. 


Be the first 
in your com- 
munity to fea- 
ture the New 
Chromium 
Stamp. Im- 
mediate Deliv- 
ery! 

Be sure to 
write for cat- 
alog, liberal 
discounts and 
full details on 
made-to-order 
Chrome Rub- 
ber Stamps. 











ON ia ms wr 





' 3215 Sheffield Ave. Chicago, Illinois 


Bankers & Merchants Stamp Works, Inc. 
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DURABILITY TRANSFER FILES 





. STURDY COLUMNAR CONSTRUCTION 

. HEAVY STEEL REINFORCING FRAME 

3. FULL GRIP HANDLE—4 PLY DRAWER FRONT-LABEL 
ATTACHED 


The new DURABILITY TRANSFER FILE incorporates all the strength and 
convenience of expensive Pull-Drawer Files at storage file economy. 
Made entirely of heavy solid fibreboard throughout and a reinforced 
construction permits convenient stacking. The easy sliding drawer is 
designed to withstand every stress of operation. 

SEND NOW .. . For complete details on this entirely new and excep- 
tional value in Transfer Files. 





C. L. BARKLEY & CO. 


Supplies 
CHICAGO, ILL. 


VIanut fr) , } 
LQINUPSACTUPre?T “Lilris 


517 S. JEFFERSON STREET 








NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 
to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon | 
& Carbon Mfe. Co. | 


Rochester, New York, U.S.A. 
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GUNDELFINGER & MYERS IN NEW HOME 
Ending an occupancy of more than eight years in 
previous quarters, Gundelfinger & Myers, commercial 
stationers and office outfitters of Fresno, Calif., last 
month moved into a new home at 2019 Kern street. 
In addition to the considerable space shown in the 








NEW HOME OF GUNDELFINGER & MYERS, FRESNO, CALIF. 

—(Upper) General view of the store with stairs in rear lead- 

ing to mezzanine, and (lower) the office furniture department 

where the company stores a large and diversified stock of 
new desks, chairs, lamps, etc. 


accompanying illustrations, the company has acquired 
ample storage facilities in the rear of the store and in 
a full basement beneath the premises. 

The firm, of which Herbert Gundelfinger is the presi- 
dent, carries a complete line of furniture, equipment 
and supplies including Imperial and Clemco desks, 
Sikes office chairs, Shaw-Walker filing equipment, 
Herring-Hall-Marvin safes, Southworth typewriter pa- 
pers and Uarco business systems. 

rn 
SPRINKLER RUINS $40,000 PAPER STOCK 

Water loss in the Mercantile Paper Company, Mont- 
gomery, Ala., was estimated at approximately $40,000 
by Irving Gassenheimer, president of the company, 
when fire in an adjoining hardware store set off the 
automatic sprinkler system. The loss was “adequately 
covered” by insurance. “The fire department rendered 
fine service,” said Mr. Gassenheimer. “They were there 
almost before I finished calling them.” 

The hardware company rented the third and fourth 
floors of the paper company’s building, utilizing it for 
storage of furniture. The damage done to the hard- 
ware company’s stock was said to be slight —-GHW 

ae 
UNITED PAYS EMPLOYES BONUS 

The thirty-four employes of the United Typewriter 
& Adding Machine Company, Washington, D. C., were 
recently paid a bonus voted them by the company’s 
board of directors. According to W. H. Wolowitz, the 
president, bonus amounts ranged up to $25 and 
were given regardless of the recipient’s length of 
service. 
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The DUSCO CHALLENGER is the latest addi- 
tion to the Dusco line. Its accuracy, large pa- 
per capacity, and simplicity of operation place 
a new high ceiling on the production of dupli- 
cated copy. Hand operated and electric 
models, 


Sold Only Through Independent Office Supply Dealers 


MANUFACTURED BY 


THE DUPLICATOR SUPPLY CORPORATION 


MINNEAPOLIS, MINNESOTA 





QUALITY= 


Is the keynote to a complete DUSCO line 
—Stencil duplicators priced from $29.50, 
stencils, inks, tracing scopes, lettering 
guides, styli, and all other duplicator sup- 
plies. All have been tested through seven 
years of manufacturing experience. 
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PATENT PENDING S ECRA -TYPE 12". &4"- 60" 


An Outstanding Yet Inevitable Progression from the old original types. 
Improved (enclosed) appearance, convenience and compactness are in- 
variably later developments in all lines, and long overdue in this field. 


GRAND RAPIDS WAGEMAKER CO. MICHIGAN 











Q wee ae 


A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT. 


CATALOG ON REQUEST 


NEARLY TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS. 


COLLIER-KEYWORTH COMPANY 


GARDNER, WAS SACHUSGETTS , ie 3 A 
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HUTTON RE-JOINS WILLS COMPANY 
Fred P. Hutton, formerly with the Wills Book Com- 
pany, Greensboro, N. C., has rejoined that organization, 
with activities in the office furniture and supply divi- 








FRED P. HUTTON 


sions. Mr. Hutton entered the Wills organization 1924, | 
specializing on the sale of Art Metal Construction 
Company products. He returns to familiar merchandise 
and customers when resuming his connection with the 
Wills Book Company. 


a ——~— a —__— 


DAVISON ON COAST FOR IMPERIAL METHODS CO. 

James H. (Jim) Davison, well-known in Los Angeles 
and on the entire Pacific Coast as a manufacturers 
representative last month took over the lines of the | 
Imperial Methods Company, Forest Park, Ill., in his | 
territory. Mr. Davison, who resides in Los Angeles, was 
for many years connected with the Wilson-Jones Com- 
pany, Chicago. 








————37.—<—a 2 


STEINMETZ GOES TO THE WEST FOR BATES 

With a valuable background in the stationery in- 
dustry, during which he established a fine record as 
a salesman, A. W. Steinmetz last month was appointed 
a representative of the Bates Manufacturing Com- 
pany, Orange, N. J. His territory will cover Colorado, 
Wyoming, Idaho, Utah, Montana and New Mexico. 

Mr. Steinmetz is well known to the trade: for a long 
time he was with the Kistler Stationery Company, | 


Standard 
Two Sizes 
2 lb. and 4 lb. 





National 4 lb. 
Columbia 
2'/2 Ib. 
Crescent | lb. 
"Pelouze'’ Scales were the original automatic Postal 

Scales sold in the United States. 

They tell the exact cost of postage in cents re- 
quired for all classes of mail matter and also give 
the parcel post rates by zones. Warranted accurate. 

Pelouze" Postal Scales meet every requirement. 
Twelve attractive models, beautifully finished in the 
choice of Green or Gold Bronze. They are exten- 
sively advertised. But best of all there is a liberal 
margin of profit for the Dealer. 





A. W. STEINMETZ 


Send for catalogue. 
Dealers supplied through principal Wholesale 
Denver, Colo., and later for six years was manager | Stationers. 
of the stationery department of Smith Bros., Oakland, 
Calif. Dealers in the territory to which Mr. Steinmetz | PELOUZE MANUFACTURING Co. 
is assigned will take pleasure in welcoming him in | 232-242 E. Ohio St. -!- Chicago, Ill. 
his new role of Bates representative. 


























NO. 902 
8 pocket zip- 
per envel- 
ope. One of 
our most 
popular 
numbers. 




















National Fills Every Need 


Zipper Portfolios @ Brief Cases 
Zipper style Envelopes @ Travel Kits @ Dress Sets... 
in all sizes and styles @ a host of new innovations 
@ truly the COMPLETE line at prices that will bring 
you greater sales at greater profits. 


+ Send For Catalog + 
National Brief Case Mfg. Co. 


512 S. Peoria St. 


@ Catalog Cases © 


Chicago, Ill. 














Enlarged 
view show- | 


ing the soi- 


entific Veco | 


design 


Index 


Tabs 


Get the facts - Write at once! 


[legitimate retailers only] 


The 


1951 East Kirby 


VEIT Company 


INDEXING G FILING SUPPLY MANUFACTURERS 


Detroit, Mich 
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AUTOPOINT ANNOUNCES COLORITER KIT 


A utility kit known as the Coloriter has been an- 
nounced by the Autopoint Company, Chicago. It fea- 
tured vari-colored writing by means of the 7B double- 
point Autopoint pencil with three extra clips of red, 


Better Pencil 
\ \ } 
{ 


~ LORITER 


yW 









ny 









utopount @ ns 


sue wee «PWITH THE 
iad 


THAT GRIPS 
THE LEAD 


AUTOPOINT’S COLORITER DISPLAY CARD 


black, blue, yellow and green leads. Special combina- 
tions are available as is the Autopoint 9B if desired. 
Two visible containers of reserve leads are included 
in the kit which comes in a handsome giftbox from 
which the desired articles can be assembled. 
Dealers will be furnished with an open Coloriter box 
displayed with an easel in colors. 


>< 


NORCOR ISSUES NEW CATALOGUE 

Containing twenty-four pages of text and illustra- 
tions of the firm’s line of metal chairs and other fur- 
niture items, a new catalogue has recently been pub- 
lished and issued by the Norcor Manufacturing 
Company, Green Bay, Wis. 

The new book is dressed in a beautiful cover entirely 
of gold set off by a red and black modernistic design 
carrying the company’s slogan “Seating the World.” 
It is listed as the general catalogue No. 100. 


An index on page one includes eight lines of folding 
chairs, five types of bridge sets, glider trays, bar stools, 
serving tables, kitchen stools, camp chairs and stools, 
sand tables, roll away trucks, tablet arm chairs, steel 
movable desks, angle steel posture chairs and executive 
desk files. 

The Norcor organization, which maintains sales of- 
fices in Chicago, New York, Los Angeles, Boston, Win- 
nipeg and Dallas, will send copies of the new catalogue 


on request. 
ee 


NICHOLS AND HOLMES END LONG TRIP 


F. R. Nichols, sales manager, and Henry B. Holmes, 
son of the president of the Columbia Ribbon & Carbon 
Manufacturing Company, Inc., Glen Cove, N. Y., re- 
cently completed a lengthy tour of the Pacific Coast 
district. Throughout their journey the men reported 
finding excellent indications that 1938 will be a banner 
year for the industry. 

After attending the annual three-day sales rally of 
the company’s Kansas City branch, which has a sales 
force of twenty-eight men, Messrs. Nichols and Holmes 
proceeded directly to the Pacific Coast where they paid 

















FEBRUARY, 1938 








HE WANTS AN OPPORTUNITY to tell you more about the fastest growing ‘Profit Making" line of 


Steel Office Furniture in the country. 


Perhaps before he calls you would like to inspect our catalog. If so, please write us direct. 


Better find time 
to interview this 
salesman 








YOUR COPY IS 





AMERICAN WRITING MACHINE CO. 
115 WORTH ST. NEW YORK, N. Y. 


EST. 1880 
BRANCHES IN PRINCIPAL CITIES 





JUST OFF THE PRESS 


A special edition of the Mechanical Instruction Manual 
for the Remington Noiseless “6” has just been printed 
for AWMCO Dealers. It is replete with diagrams and 
easily understood details for complete service. It will 
be sent upon request to authorized AWMCO Dealers. 


That this factory rebuilt Noiseless is the best typewriter 
value on the market is the opinion of progressive dealers 
everywhere. It provides a noise-conscious business public 
with freedom from the nerve wracking clatter of ordinary 
typebars—and at a price that is agreeably low. It is a 
wanted item at an attractive price—a perfect profit com- 
bination for you. 


If you are an AWMCO Dealer or desire to enjoy the 
benefits and reap the profits of a Noiseless franchise 
mail the coupon today. This offer is good in the United 
States only. 


7 American Writing Machine Co. 
115 Worth St., New York, N. Y. 
| Gentlemen: Without obligation, please send me a copy of the Remington 
| Noiseless 6 Mechanical Instruction Manual. 
| Name 
-_— 
| Firm 
Address 
1 City State 
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ADDRESSING MACHINES 

R. C. A. VICTOR of Camden, N. J. is one of many prominent concerns that 
have recently installed Elliott Addressing Machines for Pay Roll work. 
Pay Roll Sheets are addressed visibly and ejected automatically. 


Made in Cambridge, Mass. Sold everywhere. Look in your telephone book. 


Elliott Addressing Machines are sold by Elliott’s thirty-five 
branch offices, but this ELLIOTT ENVELOPE SEALER is a 
product that is sold by stationery stores. It is the fastest office 
appliance in the world and easily automatically feeds, seals and 
delivers 400 envelopes per minute with any average thickness of 
contents. 

In 1937 the Elliott Envelope Sealer was greatly changed and 
improved. 


ASK FOR OUR PROPOSITION TO DEALERS 


THE ELLIOTT ADDRESSING MACHINE CO. 
144 Albany Street 


Cambridge, Mass. 

















New York Warehouse, 


573 Broadway 


Chicago Representative, 
W. H. Brown, 
6708 Glenwood Ave. 
Telephone ROGers Park 






3644 


and oak. Writing bed, panels and drawer 


fronts are 


and quartered oak. Top five-ply built up, 


114 inches 


Three sizes: 


JASPER + 


Ee genet 


No. 246, combination walnut, mahogany, 


genuine walnut, mahogany 


thick. 
18. 54 and 60 inches long. 


Dull lacquer finish. 


JASPER DESK COMPANY 


Office 
Desks 


Designed and fin- 
ished to resist wear 
and retain their 
new appearance 
throughout a long 
life of service— 
when installed, 
their value ap- 
proves your mer- 
chandising judg- 
ment. Full details 


are given in the 


Jasper Desk Com- 


pany catalog. 


+ INDIANA 
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calls on their many dealer friends. The return to the 
home office was marked by visits to Columbia’s 
branches at Minneapolis, Milwaukee and Chicago. 
Mr. Nichols needs no introduction to the trade, hav- 
ing been connected with the Columbia organization 
for the past twenty-five years. Mr. Holmes, who is 
proving a capable assistant to the sales manager, re- 


cently completed a thorough training in all depart- | 


ments of the company which his father heads. 


9 ————— 


WIS-ILL CLUB NEWS NOTES 

Past, present and future officers of our organization 
may take a bow as a result of the following letter just 
received from Fred Tracht, the capable governor of the 
Sixth Regional District: 

“The thought that comes to my mind upon learning 
the names of the new officers was the wealth of ability 
in the Wis-Ill Club. As soon as one group of com- 
petent leaders left office, another set of able men takes 
up the reins and is off to a good start. This continuity 
of successful leadership will be a big factor of the 
sixth district in 1938. 

“I am particularly fortunate in having as a commit- 
tee Charlie Mueller, Elmer Krumwiede and Bill Smith 
to assist the Colonels and Governor in carrying out 
our respective duties. It is my earnest desire that 
members of the Wis-Ill] Club will let us have sugges- 
tions for meetings and other activities to be carried 
out in the district.” 


* * # 


One of the new members in the Wis-Ill Club ranks 
to whom we extend the hand of welcome is William 
B. Allen of the Joseph Dixon Crucible Company. Just 
so that the boys won’t get an idea that Mr. Allen is 
new to the game, we hasten to add the fact that he is 
celebrating his fiftieth anniversary with the Dixon 
organization. 


* oK * 


The Wis-Ill Club’s third annual birthday party will 
be held February 19 at the Webster hotel. Elmer Krum- 


. wiede and his committee are working on plans to 


make the event one which will eclipse the two former 
parties from a standpoint of good food, entertainment, 
dancing and attendance. Tickets will be $2.50 each 
and members are urged to make reservations as early 
as possible by contacting Elmer. 


* * * 


Two new members were elected to the Wis-Ill Club 
at the meeting January 28—F. P. Rothermel of Im- 
perial Methods Company and W. S. Fitzgerald of 
Wallace Pencil Company. An announcement was made 
at the same meeting of the dinner of the Northwestern 
Stationers February 5. William Schuster of National 
Blank Book Company, a member of the Wis-Ill Club, 
announced the convention of the Illinois Booksellers 
and Stationers to be held at Peoria May 3 and 4. Mr. 
Schuster is a director of that organization. 

* . * 

Two welcome visitors at the January 12 meeting of 
the Wis-Ill Club were Walter Snelling, buyer for Hor- 
der’s, and Tom Foote, president of Marble & Shattuck 
Chair Company. Mr. Snelling has attended a number 
of Wis-Ill Club functions. For Mr. Foote the occasion 
was his first appearance. He was the guest of E. J. 
Mitchell who with Milton Shuster represents the Marble 
& Shattuck Chair Company and other concerns in the 
Middle West. 


* * * 


An eastern visitor made welcome at the Wis-IIll Club 








The Table Shown Is: 

St. Johns Office Table No. 24 
Northern Grey Elm. Golden Fin- 
ish. Top, %&” thick. Legs 214” 
square, 6 sizes: 24x36, 27x42. 
27x48, 27xN54, 27x60 and 30x72. 
Shipped K. D.; Packed two of 
one top-size in crate. 


FINE WORKMANSHIP... GOOD LOOKS... AND 












| EXTRA STRENGTH ...That’s the St. Johns Formula! 


©'1T. JOHNS Tables have been “favorites since 1868.” 
\ And the table shown here is a good example of why. 
Being the world’s largest table factory, St. Johns naturally 
has the facilities to build extra value into every piece ... 
yet offer a price range on office tables that attracts 95% 
of your trade! Standard office colors, golden, mahogany 
or walnut; sizes from 24x36 to 30x72; all equipped with 
dove-tailed drawers, 3-ply bottoms. Ample capacity. Write 
today for catalog, supplement, and prices. 


ST. JOHNS TABLE COMPANY 


Cadillac, Michigan 
Office Furniture Warehouse Company, 573 Broadway, New York 














‘No spoilage problem here 


Buy WARSHAW INDEX CARDS at the 
long discount—in large quantities. No need 
to fear discoloration, breakage, or handling 
damage. The modern cellophane wrapping 
protects them completely. 

WARSHAW INDEX CARDS are always 
as fresh and clean as the day they were | 
made. Perfect margins, and ruling. No | 
fuzzy edges, they are automatically full 
rotary cut from good stock. 


Fill out your stocks now! | 


WARSHAW MFG. CO. | 


| MAIN ST. BROOKLYN, NEW YORK 
Roll Labels Reinforced Folders 
Guides Protex Stickons 
Index Cards Mending Tape 


Gummed Index Tabs 
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COOL and COMFORTABLE 


Ventilated by 


ReEspPIRATION 





U. S. Patent 
No. 2,025,712 


RESPIRATOR CHAIR CUSHIONS 
DON’T TALK... but THE USERS DO 
This explains why we claim that one Respirator 

Cushion sells another. 


It is profitable to handle products possessing 
exclusive and advantageous features. 


Manufactured by 


L. M. BICKETT COMPANY 


WATERTOWN, WIS., U.S. A. 














1938’s Best-Sellers! 


You are planning greater sales and profits this year, 
aren’t you? Then, be sure to include Tempo Best 
Sellers. Tempo offers a complete line of duplicating 
supplies, not only Stencils and Ink, but the Tempo- 
graph—including several automatic and hand-feed 
models; the Temposcope, the Tempo-Interleaver, Art 
Supplies—including Styli, Lettering Guides, Shading 
Plates, etc. Let us tell you more about these Tempo 
Best-Sellers. Mail coupon today for complete details. 


MILO HARDING CO. LTD. 


Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 








PITTSBURGH ST. LOUIS LOS ANGELES 


——------—: MAIL TODAY ————————- 
Milo Harding Co. Ltd. 

617 Commonwealth Annex 

Pittsburgh, Pennsylvania 


SEND FREE SAMPLES DEALER PLAN CATALOG [ 


(Please pin to your letterhead) 2-38 
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meeting January 21 was William Donnelly of Modern 
Stationer. He was accompanied by W. L. Noelle, the 
Chicago representative, and Charlie Underwood of 
Fulton Specialty Company. 
ee ee 
WOODSTOCK MOVES S. F. BRANCH 

The San Francisco branch of the Woodstock Type- 
writer Company, Chicago, has moved from 21 Second 
street to improved quarters at 330 Market street. A 
black Carrara glass front and light, cream-colored 
interior walls and ceilings are among the unusual fea- 
tures of the new store. 

Use of the light interior walls has proved a decided 
asset from two standpoints—providing better visibility 
within the store and reducing illumination costs. 
With modern lighting and the cream-colored walls, 
the shadows usually found in store corners are com- 
pletely done away with—BART 


—~—< 9 —_ a 


PERFECT RUBBER SEAT CUSHION CO. MOVES 
The Perfect Rubber Seat Cushion Company, pio- 
neers in the manufacture of convertible seat cushions, 
last month moved into new and larger quarters at 
1412 Unity street, Philadelphia. 

The new location affords the company increased 
facilities and considerable additional space for its oper- 
ation with which to serve its customers to better ad- 
vantage than ever before. 








WEDDINGS 


KENNETH PEIRCE MARRIES 
Salesman Kenneth Peirce, who calls on the trade in 
the Michigan territory as a representative of the F. S. 
Webster Company, was married on New Year’s Eve 
(1937) to a young lady who was formerly a resident 
of St. Louis, Mo. 
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MASTER GILBERT RAY HALLER 
Ed Haller, who travels the Ohio and West Virginia 
territory for the F. S. Webster Company, sent out the 
following announcement, relayed by Ted Caswell, de- 
scribing in motor terms the 1938 Streamline Haller 
De Luxe: 
Specifications — Gilbert Ray Haller. 
Make — Boy. When better babies are built, we will 
be too old to care. 
First Appearance — Jan. 5th, 2:24 A. M. 
On Display — Mozart, Wheeling, W. Va. 
Weight — 6 lb. 11 oz. 
Wheelbase — 20 inches. Easy to handle, easy to park. 
Lighting — Bright blue lamps, automatic dimmers. 
Horn — High frequency vibrator type — loudest when 
fuel tank is empty. (Ask the man who owns one!) 
Tires — Yes, but never at night. 
Fuel— Gravity feed, 4-oz. tank. More smiles per 
gallon. 
Engine — 2 cylinder WOW. 
Body — Well insulated, no squeaks, but plenty of 
squawks and rattles. No draft ventilation. 
Color — Customary pink, brown top dressing. 
Special Equipment — Powder puff, gross safety pins, 
removable seat covers. 
Price F.O.B.— Well, why bring that up? 
Carrying Charge? — No! Papa does that gratis. 
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No. 913 





Increase Your 
Sales in 1938 with 
Cur 900 Series 


Including a four drawer executive 
type, measuring 34 x 60, this series 
presents a real buy in all standard 


sizes of flat tops, typewriters and | d H 
table. You can prove the merchan- ndiana 
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dising advantages quickly by or- 

dering one or more for your display D es k a Oo. 
rooms. Don’t miss this opportun- di 

ity to increase your profits. Jas per«» Indi ana 














WOODSTOCK 


TYPEWRITERS 


BRANCHES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 














NEW INDIANA Leather Upholstered CHAIRS 


Good quality at moderate cost always induces favorable considera- 


tion. Offer this well-built, comfortable good looking chair and 


observe how it will be picked out from the midst of a large display. 
New Indiana Chairs are made in wide variety of design for all 


office and schoolroom purposes. 


Our catalog offers many 
opportunities for adding 
to your sales and profits. 
It is sent on request. 


NEW INDIANA 
CHAIR COMPANY 


JASPER, INDIANA 








No. 701 
genuine 
leather, dur- 
able con- 
struction— 
Flotilt chair 
control. 






Pool car shipments with In- 
diana Desk Co. desks if de- 
sired. Ask for details. 
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THE Complete LINE.... 


Se IS THE Dealers LINE! 





CARBON ROLLS 


INKED RIBBONS 








Storms’ well equipped Roll De- In Inked Ribbons Storms offer a 


Write Today ment: 


for Full 


Tailor’s Marking Carbon 
Photo Offset 


Carbon Ribbons for 
: work. 
Information 


ing Machines. 

Register Rolls 
Tally Rolls 
Teletype Rolls 


Special Rolls of all kinds 


STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 


H. M. 


561 GRAND AVE. 


partment produces correctly made 
Carbon Rolls for every require- 


Billing Rolls for Elliott-Fisher 
silling Rolls for Burroughs Post- 


quality to meet every service re- 

quirement: 

Storms Billing Silk—top-notch for 
Elliott-Fisher 

Storms Correspondence Silk— 
sharp, clear cut impression. 

Stormtex 308—Cotton fabric that 
writes like print. 

Cameo 376—Resists type cutting 

All types of Addressograph-Multi- 
graph, Speedaumat and Dupli- 
graph Ribbons. 


in Rolls 





BROOKLYN, N. Y. 






















WE OFFER 


A COMPLETE LINE 
OF ZIPPER CASES 


For business and professional man—and 
student, there is in the Doppelt line a case 
for every purse and purpose—brief cases, 
zip envelopes, sample cases, zip binders, 
catalog cases. If you haven't our catalog, 
send for one. 


CHARLES DOPPELT & CO. 


Opposite Merchandise Mart 
412 Orleans St. Chicago, U.S. A. 


Los Angeles Office: C. J. Schubert, Jr., 339 E. Third St. 





The SECRETARIAL STAND 







Low Priced 
Rigidly Constructed 


All Metal 





Simple to assemble— 
Lock washers on. all 
bolts 
to tip—Noiseless rubber 


Guaranteed not 





casters—Sliding shelf 






Patented 


$49 


RETAIL 


Size 





no extra charge 
26” high—Top 18” x 
14”. Shipping weight 
knocked down, 15 Ibs. 


—Color Olive Green. 








LIBERAL DEALER DISCOUNTS 
A PROFITABLE AND FAST SELLING STAND 
FOR HOME OR OFFICE 


SHIPMAN-WARD MFG. CO. 


“The Dealers’ Supply House” 
325 N. WELLS ST. CHICAGO, ILL. 


Branch Offices — MINNEAPOLIS — LOS ANGELES — MONTREAL 
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NATIONAL ENGRAVING TELLS NEW _ SPECIAL 
METHOD 
A new special method whereby ten or twenty letter- 
heads can be grouped together, photographed on one 
plate and etched all together, has recently been placed 
in operation at the plant of the National Engraving 
Company, Birmingham, Ala. 


This procedure, which accomplishes two major objec- 





SAMPLE BOOK OF INVITATIONS, 
ETC., OF THE NATIONAL EN- 
GRAVING COMPANY 


tives in the business world—the saving of time and 
money, is worked out by a system which the company 
has patented. It is also incorporated in a general 
plan of economy which involves free proofs, dies en- 
graved without charge and the submitting to prospects 
of clean and chart printed proofs in place of rough 
pencil sketches. 

The National Engraving Company has recently com- 
piled a new price list of engraving work most likely 
to be required by commercial stationers. Copies are 
free on request. 


oo? 


INTRODUCING THE “GF NEWS” 
The General Fireproofing Company, Youngstown, 


Ohio, began the new year with an auspicious start by | 
producing the first issue of “The GF News” a capital | 
company the 


house organ which members of the 
country over will welcome with open arms. 

Eight pages on a fine grade of paper make up this 
“First year, No. 1” issue. It measures eleven by eight 
and one-half inches, and contains the well-known 
General Fireproofing emblem as part of its attractive 
heading. 

The journal will be devoted to news of the company’s 
home offices and branches as well as timely articles 
on matters of general interest to the organization as a 
whole. Pictures will not be lacking and an editorial 
page will be a regular feature. 

On page one appears a “president’s message’ over 
the signature of George C. Brainard which reflects the 
progressive spirit of GF, and a feeling of optimism 
which is heartening. It concludes with: 

“Nothing is fundamentally wrong with business 
conditions. We must work harder—prepare our work 
more carefully—do a better job of selling.” 


—>-—- 


FIRM SEEKS TWO STOLEN TYPEWRITERS 


Dealers everywhere are asked to be on the lookout | 


for two typewriters stolen January 20 from the plant 


of the Garver Machine Corporation, 327 Carter street, | 
Ind. The machines are described as | 


Union City, 
follows: 


Royal Model 10, serial No. 1578336, and Remington | 


Model 11, serial No. 16291. Any information concern- 
ing these typewriters should be forwarded to the 
Garver organization immediately. 








i TOTHING is surer than time. Days 
> aa and dates, an important part of 
~* 3 ~ every business, will pay you big profits 
Cy when you put time to work for you and 
~m ae push FULTON-MADE Daters, the most 
complete line. 
FULTON FUL-KLEEN 

‘ The market’s most MODERN dater. 
People who never bought daters before 

will buy it. Rich in color, 

and in new. plastic 

moulded material, its modern streamlined 


“sheathed protection” protects hands, desk 
and papers against smudging. Feather-light 
in the hand. The slightest finger pressure 
gives a full, clean, sparkling impression. 


— Also — 


SERVICE DATERS FULTON DATERS 
One of the The Biggest Value 
World’s Finest Ata low price 
STAMP PADS AND INK, NUMBERERS, RUBBER TYPE, 
SIGN AND PRICE MARKERS. A Full Line. 


FULTON 


5 oe On On F. SF i Me On | 
Elizabeth, N. J. 





Sales Office: 200 Fifth 
Ave., New York City 


Factory 


BS yse< othe aL 24 


LUBRICATED LEADS FOR 


SENECACPENCILS 


ee ee a | PA 


A 
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MOHICAN PENCIL COMPANY = 
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An Impro ved Posture 


Chair lron: — 
GILSON BOLENS — No. 378 





Patented 


C—O ie 


This iron sets new standards in posture chair 
construction. All adjustments except height 
made from a sitting position. Quick, free-mov- 
ing finger-tip control without looseness or back 
wobble. A strong and rigid back clamp. Screw 
spindle ground like an automobile crankshaft 
for close fit. Write for details. 


We Sell Only to Chair Makers 
GILSON BOLENS MANUFACTURING CO. 


PORT WASHINGTON WISCONSIN 




















CHEAP SUBSTITUTES MAY 
APPEAL TO THE EYE AND 
Gay ‘THE PURSE 


Reliable mer- 
chandise that 
can stand 





wear and tear 
brings repeat 
orders. 

Munson Cushion 


keys give long 
service. 





v ~~ 6 


INTERNATIONAL 


TV? weet re er 


BOB000060608 


MUNSON SUPPLY Co., 348 Hudson St., New York City 


Please send information about the New Key 


—New Package and Counter Display to @ 
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UEF INVITES ITS ALL-STAR STAFF TO THE “FAIR” 

“Every member of the UEF all-star club is invited 
to attend the 1939 World’s Fair in New York.” 

That was the cheery invitation issued last month by 
the Underwood Elliott Fisher Company, New York, 
N. Y., in a broadside mailed to every member of the 
organization’s sales staff in every section of the coun- 
try. And furthermore the message stipulated that all 
expenses will be paid by the company. 

Membership in the club is vested in every machine 
salesman or exclusive supply salesman who is a direct 
employe of the Underwood Elliott Fisher Company and 
whose sales record is 100 per cent or more of his al- 
lotted yearly quota. 

The broadside, printed in colors, contains a number 
of pictures showing what the lucky winners will see, 
hear and visit when, as guests of UEF, they enter the 
more than twelve-hundred-acre acre tract. But the 
following printed message is of principle interest to 
those who aspire to the ranks of the Underwood Elliott 
Fisher All-Star Club: 

“It is exciting to think that it will be possible for you 
to come from your home town to New York City where 
you can attend the World’s Fair and enjoy “The World 
of Tomorrow”, to celebrate the 150th anniversary of 
the inauguration of George Washington and of found- 
ing the Federal Government under constitution, with 
every expense paid by your company!” 

With such a pleasant prospect in view it is expected 
that UEF salesmen this year will establish quota rec- 
ords which will make them very much among those 
present when the great exposition opens. 


o—— et 


BURRAS FEATURES “SPECIALS” IN FOLDER 

The Cless Burras Stationery Company, Inc., Oak 
Park, Ill., recently inaugurated a new type of adver- 
tising which featured a “special thirty-day offer” and 
which brought in considerable additional business to 
this progressive firm. 

The advertising medium was a four-page folder 
attractively printed on high-grade paper. On its front 
page was a list of items ranging from ledger sheets 
to steel files and arranged under a general heading of 
“Specials for January.” The remaining three pages 
carried illustrations of the numbers offered as special 
items, including staplers, files, transfer cases, pencil 
sharpeners, record chests and many types of filing 
equipment. 

The folder, which may be obtained by writing to 
the Burras Company at 1024 North boulevard, Oak 
Park, Ill., offers many good ideas in layout, printing 
and copy, which should prove of benefit to any con- 
cern in the stationery or office supply field. 


= ——— > —__— 


CAHILL OPENS CITY MANAGER CAMPAIGN 

Backed by more than 150 prominent and substantial 
business men representing practically every industry 
in the City, C. N. Cahill, general manager of the Auto- 
point Company, Chicago, last month opened a cam- 
paign for the installation of the city manager type of 
government in Chicago. 

Mr. Cahill has accepted as his part of the drive the 
task of collecting and uniting the support of business 
and industry to the proposed new municipal govern- 
ment. His Committee on Business and Industry is set 
the additional job of raising the $75,000 fund recom- 
mended, and will have permanent representation on 
the board of the Chicago City Manager Committee, 
the organization sponsoring for the city manager plan. 
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“PLIERS PRODUCE PROFITS” 


Sales Plan 
HAVE YOU HEARD OF IT? 


It WILL produce profits for you if 
you will write for it... to Dept. O. 


NEVA<LOG PRODUCTS. Inc. 


BRIDGEPORT. CONN. 




















DIVISION OF THE 


HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 
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CARBONS 
AND 
RIBBONS 


Quality products that assure consis- 
tent, topnotch performance through 
the year—packed in colorful, eye- 
taking containers that make introduc- 
tion and getting in service so much 
easier. Feature this line! Codo car- 
bons and ribbons are guaranteed for 
ation =in 





five years against deteri« 
stock. They have been accepted ex- 
clusively in hundreds of offices by 
reason of high grade and uniform 
results. We shall be glad to help you 
solve your ribbon and carbon prob- 


lem. 


Codo Mfg. Corp. 


Coraopolis, Penna. 
New York Chicago 


























BUILDS SALES 
and GOOD WILL 


@ Designed especially for the con- 
venient storage of janitors’ supplies, 
this fast-selling cabinet makes an in- 
Stant appeal to your office building, 
institutional building, club, hotel and 
factory customers. Eliminates a dan- 
gerous hazard. Keeps supplies and 
equipment neat, clean and safe. Re- 
duces insurance costs. Mail coupon for 





attractive price and full details. 





LYON “POSTURE PERFECT” FOLDING CHAIRS 


Competitively priced. Offer many exclusive fea- 
tures. Quick, profitable sales to large buyers of 
portable seating equipment. Backed by extensive 


advertising in nationally circulated trade papers. 


LYON METAL PRODUCTS, INCORPORATED, 
2802 River Street Aurora, Illinois 


MAIL THIS COUPON 






! ' 
! Lyon Metal Products, Incorporated, ! 
! 2802 River Street, Aurora, Illinois ! 
: Send prices and details on: [|] Janitor's Cabinet; [) ''Posture Perfect'' 
j Folding Chairs. i 
i Name Address i 
\ City State i 


1912 






" HAMPDEN 


JACKNIFE 


COMPASS - PENCIL | 


New-Distinctive 
Profitable 


\ fine mechanical pencil 
with an Accurate Compass 
(folds up like a jacknife. Note 
folded position in picture.) 








Safe and Convenient to 
carry in’ vestpocket or 





purse. 


Beautifully Designed. 
\ Attractively Displayed on 
individual cards or 12 on large 


ictual 
Size 





display easel. 







RETAIL PRICE 25c¢ each 






Patented 






Made in ARTISTS MACHINISTS 
USA ARCHITECTS MECHANICS 
DESIGNERS STUDENTS 


DRAFTSMEN TEACHERS 
or ENGINEERS TOOLMAKERS 
LAYOUT MEN WOODWORKERS 
1938 HAMPDEN 
MANUFACTURING CO,. INC. 
17 WARREN STREET, NEW YORK, N. Y. 











No. 1204—66” x 36” 


A Rishel Chippendale 


In Genuine American Walnut and 
Genuine Mahogany 


Distinctive in Style and Beauty 
Ask for New Catalog of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 
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U. S. EXHIBITIONS PLANNED FOR ABROAD 

Sponsored by the Philadelphia Commercial Museum, 
a public institution city and state supported, a num- 
ber of exhibitions of American industrial arts and 
crafts will be held in the capitals of Sweden, Norway 
and Denmark. 

Although it was originally planned to hold all of 
the expositions between March 21 and June 11, it is 
expected that these dates will be changed to meet a 
number of requests for the shows to start one month 
later because of the Easter season. 

Among the exhibition spaces available are a number 
for manufacturers of office equipment, machines and 
supplies. These were arranged, according to Charles 
N. Christman, director of the museum, because of the 
many requests from the three countries involved for a 
showing of modern American office equipment. Par- 
ticularly do these demands refer to modern type type- 
writer desks, small unit filing cabinets and practically 
all types of office machines. In Norway and Sweden, 
it was said, department stores are asking that the 
exhibitions include a fully-equipped office which they 
can refer to in their advertising as an ‘American 
Executive’s Office of 1938.” 

Louis Bonnard, 17 East Forty-second street, New 
York City, has been named commissioner of exhibits. 
Se i 
COLUMBIA OFFICIALS LEAVE ON TRIPS 

L. M. Dixon and H. W. A. Dixon, executives of the 
Columbia Ribbon & Carbon Manufacturing Company, 
Inc., Glen Cove, L. I., were away from their desks last 
month on trips taken in the interest of the business. 

H. W. A. Dixon, who some years ago formed the 
company with A. B. Holmes, left on a journey west- 
ward to Tucson, Ariz. Accompanied by his wife and 
son and daughter-in-law he planned to combine a 
vacation with a number of calls on Columbia dealers 
in the vicinity of the Arizona city. 

L. M. Dixon, who is vice-president of the company, 
left New York aboard the SS. Corinthia for Nassau. 
He was accompanied by Mrs. Dixon. 

—- 
PELOUZE ISSUES NEW POSTAL SCALE CATALOGUE 

A new, four-page combined catalogue and price list 
of its line of postal scales has recently been published 
and issued to the trade by the Pelouze Manufacturing 
Company, Chicago. The folder illustrates and de- 
scribes thirteen popular models manufactured by the 
Pelouze organization and is printed in an attractive 
combination of red and black on white. 

At the same time the company published a catalogue 
insert of two pages in loose leaf form covering the 
same postal scale models. 

ri 
MURRAY CELEBRATES TWO YEARS WITH ROYAL 

J. A. Murray, branch manager of the Royal Type- 
writer Company, last month celebrated the completion 
of his second year in charge of the Houston, Tex., 
office. In reviewing business conditions in Houston 
and along the Gulf Coast he declared his sales organ- 
ization had doubled the best two years the Houston 
branch ever experienced. The service department, 
under the management of Tony Piazza, broke all rec- 
ords for service income in 1937, Mr. Murray reported. 

——— -—___—_— 

WARD COMPANY INSTALLED IN NEW HOME 

Following a long moving job from its old quarters at 
115 Cedar street, New York, N. Y., the William E. Ward 
Company, Inc., is now established in a new home at 
60 Wall Tower. 


Easier 
10-46 4s 
any time.. 
in any store. 


Volume . .. quicker turnover of 
stock. ... That’s what modern mer- 
chants strive for. Some struggle 
“against the current.” Others trav- 
el with it. Nearly 79 years of expe- 
rience has taught Esterbrook how to 
produce a better writing instrument 
... better in the judgment of more 
users. These pens are nationally ad- 
vertised and have been the favorites 
of particular people for several gen- 
erations. Why not swim with the 
current to bigger pen sales and 
profits by featuring Esterbrook? 


ESTERBROOK STEEL PEN MFG. CO. 


86 Cooper Street . Brown Bros., Ltd. 
Camden, N. J. : Toronto, Canada 


bstertrvek 





World's Greatest Pen Makers since 1858 
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The 


AUTOMATIC 


Staple 


44 







r 


FASTENS 
SHEETS AS 
4.0 EASILY AS b 
AT A TOUCH 


Automatically 


Adjustable for light or heavy 
duty—built of high grade steel, 
all moving parts hardened as- 
suring long service. Positively 


d 


AUTOMATIC jamproof—front jaws admit 


only one staple at a time. Use 


Tacker No. 333 staples to assure per- 


fect service. 


is operated by light pressure 


of the hand. 


compresses material to be 
tacked and cannot kick back. 


Adjustable to all 


Automatically At $6.00 list these machines 
offer more service for users and 
kinds of work worthwhile margin for the dis- 


—carlinings, window shades,  tributor. Write for details or 
se by a ee are send your order for demonstra- 
ples to assure perfect service. tion. 

STENER Corporati 
FASTENE Corporation 
2531 N. Ashland Avenue Chicago, Illinois 
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Pruitt for 


Low Prices! 
New Trays for 












Addressographs 


WORTH $1.15 
now 80c 


The new trays for 

Addressograph are reg- 
ulation size with a new tilted 
card holder that makes it easy to read. 


NEW STEEL CABINETS 
FOR ADDRESSOGRAPH FRAMES 
AT USED PRICES 


The new steel cabinets come in three sizes, 6 Drawer at $10, 
18 Drawer at $18, 30 Drawer at $23. All are equipped with door 
and lock and finished in Olive Green. 
Both Cabinets and trays are outstanding values as every 
addressograph user will recognize. 
Order them now. Liberal dealer discounts. 
They will be sent upon approval if you desire. 


mE Pruitt co 


771 Pruitt Bldg. Chicago 











Are you satisfied with 


your filing supply business? 


Forest Park INinois 
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ADDITIONAL WEST COAST NEWS WILL BE FOUND 
ON PAGE 10 OF THIS ISSUE 





Atlanta, Ga.—The Ames Supply Company, Chicago, has opened an addi 
tional branch office at 604, Eleven Prior street. 

Baltimore, Md. Maryon O Smith has been transferred from the 
Atlantic City exhibit of the Underwood Elliott Fisher Company to the 
ocal accounting and adding machine division. 

Birmingham, Ala.—L. J. Smithson has joined the local branch of the 
Royal Typewriter Company, Inc 

Charlotte, N. C.—Paul F. Hollars has joined the local branch of the 
Royal Typewriter Company, Inc., as supply and portable typewriter 
salesman. 

Chicago, til.—Fred G. Schuelke, of the Chicago branch of the Underwood 
Elliott Fisher Company, recently celebrated twenty-five years of service 
here. 

Houston, Texas._-The City of Houston has taken bids on one electric 

ilculating machine, two portable adding machines (electric) three type- 
writers and three Line-A-Time copy holders. 

Houston, Texas.—W. R. Van der Veer, national accounts representative 
of the Royal Typewriter Company in this territory, has disposed of his 
home at San Antonio and has moved his family to Houston, where he 
had resided previously. 

Knoxville, Tenn. B. L. Underwood has joined the local branch of the 
Royal Typewriter Company, Inc. here—as a junior salesman. 

Ogden, Utah—Mr. and Mrs. Bud Sisk are representatives here for the 
Royal Typewriter Company, Inc 

Pittsburgh, Penna.—Ray L. Manning, of the L. C. Smith & Corona Type- 
writers Inc., has been elected president of the Pittsburgh Kiwanis club. 

Reading, Penn.—H. C. Gross has undertaken the representation of the 
Royal Typewriter Company, Inc., in this city. He is assisted by M. B. 





Edwards, 

San Antonio, Texas—Two new salesmen have joined the local branch of 
the Royal Typewriter Company, Inc.—F. M. Jones of McAllen, Texas, 
ind Lucas Garcia, of Laredo. 

San Antonio, Texas—H. B. Williams has been appointed salesman in 
the Rio Grande Valley territory of the Royal Typewriter Company, Inc. 

St. Louis, Mo.—Arthur Aydt has joined the typewriter division of the 

cal branch of the Underwood Elliott Fisher Company. 

St. Louis, Mo.—Bruce L. Covault, who has been engaged in special 

ork for the Royal Typewriter Company, Inc., has joined the St. Louis 
rganization. 

St. Louis, Mo.—E. W. La Tourette, celebrated his first anniversary of 
becoming head of the local branch of the Underwood Elliott Fisher Com 
pa several weeks ago. 

St. Paul, Minn.—The St. Paul branch of the Royal Typewriter Com 
pany, Ine., has moved to new offices—the address has not been changed. 

San Francisco, Calif.._k. | lurk, formerly of Chicago, is now city 
salesman here for the Royal Typewriter Company, Ine. 

San Francisco, Calif.The local branch of the Woodstock 
Company, has moved to 330 Market street. 

San Francisco, Calif.._D. D. Miller has established a sales agency for 
the Vari-Typer in the Rialto building. 

Washington, D. C.—Earl Cressy has joined the local branch of the 
Royal Typewriter Company, Inc., as a salesman for government uses. 


Typewriter 








ADDING MACHINE §S 


Asheville, N. C.—-H. A. Machesney, Jr., has been assigned to the 
iwccounting machine division of the Asheville office of the Underwood 


Elliott Fisher Company. 

Atlanta, Ga.—-S. E. Mitchell has been appointed agency manager here 
for the Victor Adding Machine Company. His office is at Suite 305, 11 
Pryor street. 











OTHER MACHINES 


Orange, N. J.—W. Steinmetz has been appointed salesman for the Bates 
Manufacturing Company in Colorado, Wyoming, Idaho, Utah, Montana 
ind New Mexico. He has had an extended experience in retail trade. 











FURNITURE 


Chicago, Wl.—The Ace Bulletin & Directory Company has been char- 
tered to deal in letter signs, bulletin boards, ete.; incorporators—J. Arthur 
Friedlund, E. N. Levin. Emil N. Levin, charter representative, care of 
Marston, Levin and Friedlund 

Los Angeles, Calif.—Rod Nurn has moved his commercial furniture store 
to the 900 block of South Spring street. 

Los Angeles, Calif.—While E. A. Butenschoen of Imperial Methods 
Company was in Los Angeles on a western trip, he appointed ‘Jim’ 
Davison representative for the Southwest. 

Philadelphia, Pa.—The Perfect Seat Cushion Company has moved to 
1412 Unity Street 


west e LEA F 


Brooklyn, N. ¥Y.—The Boorum & Pease Company has assigned three new 
salesmen to territorial sales work—Arthur C. Sherman, Steve Stout and 
Bert Brewster. All are widely experienced in the loose leaf field. 

Des Moines, lowa.—Bob Benson, who was formerly with the Klipto 
Loose Leaf Company, Mason City, Iowa, has joined the Story-Kenworthy 
Company, Des Moines, Iowa 

Madison, Wis.—Gil. Almusin has joined the University Co-Op, special- 
ig on loose leaf, office equipment and filing supplies. 
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TWIRLIT) | “wteateones™ 


Sell Clarotype and you make a customer. Sell an 
PAPER DRILLS 





inferior cleaner, with a few cents extra profit, and 


you lose a repeat sale. Clarotype gives you a good 








profit. It gives the stenographer a type cleaner that 
works from top to bottom of the bottle. That’s why 
Clarotype makes repeat sales and gives you a greater 
total profit than any other type cleaner on the 
market. Order direct from your jobber or from 


The Clarotype Co., Inc., 16-B Hudson St., N. Y. C. 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 







Series 300 
$10.75 List 


Use Our New Counter Display 
to prove what TWIRLIT can do 


Previously, the proof of TWIRLIT performance has 
been a matter of the individual salesman’s ingenuity 
and has been the means of many sales. Now by using 
the TWIRLIT counter display, selling is simpler and 
develops into profitable volume quicker. 

Three models are made, to drill one, two or three 
holes at a time, and hole sizes '4, 9/32, 11/32 and 
13/32 in. are available. The two and three hole 
TWIRLITS are fitted with nickeled scale and back and 
side guides. Order your TWIRLIT for demonstration 
and the counter display will be sent you. 


MITCHELL BINDER CO. 


| Virginia & Bower Aves. -!- Hagerstown, Maryland 


| TRINER poe MAKES PROFIT 


BEAM POSTAL SCALES Sy 
= ELIMINATE a” 
POSTAGE WASTE 











THE BEST KNOWN— KNOWN AS THE BEST 














DEALERS 








Refillable. Uses 








= Over either FybRglass 
Under or RubRglass 

e Weight refills. Retails 
instantly for 50c individ- 
shown by ually packaged. 


this indicator 


ati te Gian: SEND FOR YOUR FREE SAMPLE 


That is now the postoffice scale sensibility and tolerance See for yourself why this new and different ink and 


for checking postage. typewriting eraser is a great seller and a great profit- 
Forty-eight cents to 96 cents per pound prevailing maker in a continuously big market. With Rush-Eraser 
postage cost must be checked by every mailer to prevent you'll make a real profit on every sale—profit often 
costly postage waste. . . . 
Tri > — shi double the total selling price of an ordinary eraser— 
ner refin a - ; ; ; 
Se ee en ee ee ney and create a profitable repeat business in refills. 


possible. Permanent balance, special alloyed steel pivots, mt 
perfect alignment and operation of moving parts, to- Counter display cartons, stuffers, national advertising, 
gether with sturdy, high-grade construction, insure de- liberal discounts anda return stock guarantee of satis- 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. factory turnover. Get all details with free sample. 
in various models, with computing charts on those of 1 Write today— 


Ib. and over. 
THE ERASER CO. INC. 


Send for detailed description and prices 
121 E. Washington St. Syracuse, N. Y. 


TRINER SCALE & MFG. CO. nares sta RO 
2714 W. 2ist Street Chicago, Illinois Seen erence ee 
AEE La 

















DICTATOR SUPREME 
DUPLICATING INK 
WILL NOT SEPARATE 


This is the most important 
quality of duplicating ink. 
Your customers will wel- 
come an ink that is guar- 
anteed against separation. 
In addition Dictator Su- 
preme has these outstand- 
ing selling points—unusu- 
ally rapid drying, gives 
sharp brilliant copies, rich 
black tone, not affected by 
climate and can be used 
on either an open or closed 
drum machine. 








wld 
AES COMPANY 
“ew . “PRET Gucace 







Dictator Supreme Ink comes in two sizes—'>2 Ib. and |! Ib. cans. 
It lists at $2.00 a pound with a generous discount to the dealer. 
Samples will be sent on request. 

Start selling this quality product at once. Order your supply from 


SPECIATIES CO. INC. 


519 So. Laflin St., Chicago, Ill. 
Fred B. Canode, Pres. 
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“GAYLO” 


CORRECT POSTURE 
_METAL FOLDING CHAIRS 


Ideal for offices, sales rooms, 
schools, churches, clubs, lodges, 
beauty shops, etc. 

























tion. 


easily. Upholstered seat and 
back. Rubber tipped front 


Enamel Finish. 


A” 





Colors: Mahogany, Black, 
Walnut, 
Ivory. 


means service, 


experience. 


THE GAYLO MFG. CO. 


820 NORTH MICHIGAN AVE, CHICAGO, ILL., ua. 5. A. 
Hit HM Hi Hl I HH] 
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Riveted : 
at all joints, made of heavy - 
COLD ROLLED steel. Com- = 
fortable and rigid in construc- = 
Opens and closes - 
quietly. Folds flat and stacks © 


legs. Baked Synthetic = 


Olive Green or : 


An investment in GAYLO = 
superior quality equipment == 
economy = 
and durability. Backed by = 
an organization of many = 
years of manufacturing = 


OFFICE APPLIANCES 














THE COMPLETE 
DEALER LINE 


MIAMI 






Autographic 
Registers 
in all sizes 


Continuous forms for all makes of registers 
and typewriter Billing Machines. 
Sold almost entirely through dealers. 

Let us tell you our story. 


The MIAMI SYSTEMS Corporation 
2735 Colerain Ave., Cincinnati, Ohio 


























PERFECTION METALS 


| for ring books and post binders— 


| 


| 


a service for manufacturing stationers | 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied from 
our ample facilities. 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. 
you realize on many opportunities. 


| LOOSE LEAF METALS Biogas INC. 


6816-6824 Arsenal St. . LOUIS, MO. 
Pacific Coast Tig 
S. & D. Loose Leaf Co. 427 San Pedro St. 


It will help 


Los Angeles 





| 
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Chicago, I11.—B & E Stationers, Inc., 4704 North Western avenue, has 
been chartered to deal in office supplies; incorporators—J. Rush Matlack, 
M. S. Matlack and J. R. Matlack, Jr 

Chicago, ill.—Claude A. Ricketts has been assigned to the states of 
Kentucky, Indiana, Ohio and Michigan by Stein Brothers Manufacturing 
Company. 

Chicago, tll.—The Zenner-Kriloff Company, In has changed its name 
to Reliable Stationery Company 

Cleveland, Ohio.—The Willard Paste & Glue Company has been char 
tered; capital stock, 250 shares no par value stock; incorporators 
Willard F. Walker, S. H. Hazelwood and Charles S. Wachner.—AK 

Fort Madison, lowa.—The K Office Supply Company has been organized, 
carrying a complete line of office stationery and supplies. This business 
is owned by Mrs. Koechling. 

Rock Island, til.—The Business Systems Company has been established 
at 1603 Second avenue, 





o) 
Department of Commerce 


Market for Office Equipment—Australia 


(Prepared by the Specialties Division Thomas Burke, Chief) 
Dealers in many lines of office equipm n Australia report that 
1937 was one of the best periods they have ever enjoyed from the 





standpoint of sales. General business activity,which has been stead 
ily expanding since 1932, is now at least equal to pre-daepression 
levels and much office equipment is being sold 

A substantial portion of th office equipment onsisting of fur 
niture and steel filing cabinets is now made n Australia, and pro 
tective tariffs preclude the imp ition of 1K tems. The demand 
for imported equipment is confined large] o typewriters, dictating 
machines, and adding and computing machines which are not 
manufactured in Australia 

Typewriters 

Although imports of typewriters into all Australia increased from 
15,190 units in the twelve months ended June 30, 1936, to 17,031 
units in the twelve months ended June 30, 19387, the share of the 
United States declined from 9,948 in the ormer period to 6,226 in 
the latter period This decline n import from the United States 
was more than made up by the nere ¢ n imports from Canada, 
which were 3,034 and 7,997, respectively ol ri inge in the origin 


of imports was due principally to manufacturers in North America 


taking advantage of the preterential tariff rate corded Canadian 
typewriters. But if preferential tariff rates had not brought about 
this change in origin of imports, is likely that there would have 
been a decrease in imports of typewriters from the United States 


for the following reason. 

On May 23, 1936, the Government of Australia introduced what 
has become known as its “Trade Diversion P rram,’’ the object of 
nited States, with which 





which was to reduce imports from the | 
Australia had had an adverse trade balance for Many years. The 


program was made effective by prohibiting the mportation of Many 
items from the United States, except inder license Typewriters 
were included among the items affected ind quotas were estab 
lished whereby Australian importers were given permits to import 


only seventy-five per cent as many typewriters from the United 
States as they had been importing ust prior to the introduction of 


the trade diversion program The mposition of a quota on the 
position, except that it has perhaps accelerated the action which 
had already been commenced by typewriter manufacturers in the 
L'nited States to supply Australia from their Canadian branch 


factories. 
Now that Australian mporters are able to obtain typewriters 


from a Canadian branch factory whi they formerly obtained from 
the United States, their liberal quota for typewriters from the 
United States enables them to obtain fro the United States such 
machines as are not obtainable from the Canadian branch factories 
of the United States manufacturers. Therefore, the importers (dis 
tributors) in Australia have been able to expand their sales during 
the past year despite the restrictions on imports from the United 


States 


At the present time typewriter mported from Canada must be 
at least fifty per cent manufactured in Canada There has been 
some agitation on the part of manufacturers in the United Kingdom 
to have this ‘‘Canadian content requirement increased to seventy 
five per cent, but it is believed that the Australian Government does 
not at this time contemplate making s I requirement, as a 
seventy-five per cent Canadiatr ontent generally required only in 
the case of items which compete with products manufactured in 
Australia 

It will be observed from the import figure which follow that 
there has been a substantial percentage nerease ir mports of type 


writers from Switzerland These tvpewriters are, for the most part, 
portable machines whicl (approximately $48.00) 


each 


1 are retailed for 


Adding and Computing Machines 
Imports of adding and computing mas ne nereased from 4,551 
n the twelve months ended June 30, 1936, to 4,944 in the twelve 


months ended June 30, 1937, the United States having furnished 

528 and 3,733 respectively Adding and ymputing machines are 
not affected by the trade diversion progra there being no licens 
ing restrictions on imports from the United States This increase 
in imports and sales of adding and computing machines is in line 
with the general expansion in sales of office equipment of all kinds 

The general business outlook in Australia $ onsidered excellent 


and it appears that the demand for office equipment of all kinds 
will continue for some time 


Import Statistics 





There follow advance figures showit m f typew rs 
adding and computing machines nto Aust neg the welve 
months ended June 0, 1937 vhic ive been especially compiled 
ind furnished by the Commonwealt Statist in for this report 


AUSTRALIAN IMPORTS OF OFFICE MACHINES 
Typewriters and Parts 
Fiscal Year Ended Jur 





1936 1937 

Value Value 

(Pounds (Pounds 
Origin Number Sterling) Number Sterling) 
United Kingdom 1,715 29,892 1 31,382 
Canada ee 34 43,725 7.9% 118,182 
Germany 128 1,540 7,840 
Switzerland 61 { 7 1.246 
United States 9,948 17,517 6.226 65,381 

Other Countries j 50 
Total ‘ 190 1 8s 17.031 294 03] 
(Please Turn to Foot Page 160 








Popular Office Chairs 


QUALITY CRAFTMANSHIP ... 
MODERN STYLING... 
EXTRA COMFORT 






Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 
tails on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So, 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 














PLUS! 


ASCO 
No. 119 


Personal 
File 
List Price 
$950 
Complete with 


Personal Index 
Two Locks and Keys 
Here's a fast moving item that is really value plus!! 
Heavy steel—handsome morocco finish—polished 
hardware—expanding front—built-in private secur- 
ity compartment—two locks and keys—two complete 
folder indices—A-Z, and printed folders for ''Auto- 
mobile, Budget, Household Expense, Insurance, In- 
vestment Interest, Pending Taxes, Unpaid Bills,’ and 
two blank for personal headings. 





Write at once for sample shinment (three to a corru- 
gated carton) 


ART STEEL CO., Ie 


423 COLLEGE AVENUE BRONX, N. Y. 

















OFFICE APPLIANCES 














WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 
11-13-15 Vandewater Street > 
New York 


tll tll, 
lll lillian tn tl dl te di tp tp i - -_ » » » 2 2 2 2» 2 














THE MOST PERFECT TOP 
For DESKS—TABLES—COUNTERS 
Perma Tops ARE PROOF AGAINST 

WARPING—CRACKING—W ATER—COLD—HEAT 


Perma Tops ARE RIGID 
INEXPENSIVE—DURABLE—ATTRACTIVE 











Modern Way To Re-New Old Desks And Tables 
Modern Way To Protect New Desks And Tables 


PERMA—the remarkable fabricated board which endures long 
and severe wear. Tops measuring 30x54” up to 36”x72”: 
List Price 


Colored Brown, Green, Maroon or Black. 
4,” thic 
1 thick oe 
3°16” thick $6.00 (Felt Back) 7.50 
List Price Subject To Dealer's Discount. 


GEO. E. FOX & COMPANY 


Manufacturers 
420 Orleans Street Chicago, Illinois, U. S. A. 
OPPOSITE THE MERCHANDISE MART 











RIBBONS AND CARBONS 


Cincinnati, Ohio—M. A. Moers, president of The M. A. Moers Ribbon 

Carbon Company, was one of the business men who went to Washington 
to confer with President Roosevelt in February. 

Oakland, Calif...Tony Guarino has transferred from the supply depart- 
ment of the local branch of the Royal Typewriter Company, Inc., to the 

ichine sales staff. 

San Francisco, Calif... L. D. Keith has been assigned to supplies sales 
for the local branch of the Royal Typewriter Company, Inc. 





United States Exports of Typewriter Ribbons, Carbon Paper, Duplicating 
Machine Supplies, and Office Supplies—November, 1937 











EXPORTS 
7763 
Duplicat- 
4750 ing 
Filing folders, machines, 
index cards, and 9395 parts and 
other office 9392 Typewriter supplies 
forms Carbon papers ribbons for 
Countries No. Value Lb. Value Doz Value Value 
|) Se ee 29 $ 5 66 $ 30 93 $ 198 $ 28 
ee r 214 46 108 65 763 2,122 2,334 
ere > 168 170 l 4 
Czechoslovakia..... 209 354 200 139 109 262 101 
PUMIRNG . 0.000% 502 1,234 378 348 149 450 201 
i. eae 2,271 1,451 126 121 1,326 3,439 1,934 
Se 2 bse 0s 4os's 140 100 64 180 
Hungary.... sew 125 82 raee ss 
Irish Free State.... _ ae - 166 
Latvia....... ae s% 7 4 . 
Netherlands........ 77 135 560 464 757 2,143 5,906 
ar 119 15 831 656 33 113 528 
a err 42 11 ; 
Sweden...... Reiwava 408 441 856 495 729 1,973 588 
Switzerland. . < 296 345 75 202 1,409 
United Kingdom... 1,064 1,023 8,593 7,136 1,530 3,628 6,516 
Yugoslavia....... ‘ 67 41 57 126 
Canada...... , 23,752 7,928 1,993 1,894 821 2,015 14,496 
British Honduras... 187 160 " 
Costa Rica....... : 368 212 96 150 60 231 217 
Guatemala..... 417 129 129 199 32 118 58 
Honduras... 2,153 750 84 81 148 176 334 
Nicaragua. . ; 1,139 282 74 62 136 359 : 
Panama. : 580 649 4,148 2,063 109 206 395 
Salvador... 5% 452 303 42 50 7 
Mexico... : 3,881 1,447 782 693 187 494 6,423 
Newfoundland and 
Labrador. . ; 1,120 224 124 99 41 103 
eae 116 112 60 78 7 26 
Jamaica...... . 1,017 325 121 151 7 17 
Trinidad & Tobago. 836 228 : canner vaes® nai 
Other British West 
BOMEROB..ccccesee : 20 10 8 
Sree 1,143 2,426 1,229 277 675 673 
Dominican Republic 254 52 4 6 137 135 
Netherlands West 
eae 1,557 848 8 4 22 86 493 
French West Indies 89 20 ; ‘ 
Haiti, Republic of.. 220 32 30 58 3 ¥ 
Argentina......... 1,820 1,092 267 233 466 1,168 1,464 
CR gl wag 660 104 184 108 86 308 144 
eee 1,150 824 236 600 213 
SRS Sia ie usllce hae a 401 763 30 108 3,416 
CFI. 0s 00 6's. 0:0 2,771 853 719 591 328 749 1,529 
SE Saeee 257 232 55 147 ; 
a 701 : 
>, Seer 744 1,930 »223 166 388 295 
i re 102 149 160 20 50 
Venezuela......... 4,544 1,260 1,603 288 933 442 
British India...... 173 9,145 5,360 549 1,845 112 
British Malaya..... ee 180 176 18 
Oe 272 102 111 182 
China... ih 68 17 31 5% 168 
Netherlands Indiles.. 760 113 1,172 611 45 1,362 640 
Hong Kong...... 529 11¢ 160 12} 47 147 
Japan.. 10 $5 6,097 4.003 120 308 
Kwantung 300 180 
Palestine 22 85 
Philippine Islands 1,852 1,07 910 3,840 153 389 520 
Siam 16,059 2,970 
rurkey 128 382 117 
Other Asia 72 48 50 111 
Australia SS 1,369 2,828 1,187 €4 224 1,883 
British Oceania 28 13 ty 105 
New Zealand 76 48 20 
Belgian Congo 12 
British East Africa 2% 128 f 17 1,231 
UnionofSouth Africa 524 930 #25 57 1X8 7 1 307 
Egypt 25 1A 618 608 De 74 
Algeria 340) 41 
Morocco 12 36 101 
Other Port. Africa 27 108 
Total 97,222 $34,718 58.709 $39,688 11,310 $29,372 $55,577 
Shipments to 
Hawail 46,979 $18,019 1,493 $ 723 201 $ 728 $ 1,743 
Puerto Rico . 11,524 1,928 1,782 Liga 212 583 1,258 
+. 
(EXPORTS-Continued from page 159) 
Adding and Computing Machires 
United Kingdon 20 3.501 215 10,695 
Canada 2... 16,115 39 7,948 
Germany 6.0 4X¢ 15,95 
Swedet ee ‘ 6,156 129 B.26 
Switzerland tt 2.076 0 1,852 
Japan 7 
United States 528 94,249 3.733 126,398 
Total... 1.5 128,280 1.944 170,201 


_—~ 


Persian Law Requires Iranic in Bookkeeping and 
Correspondence 
Papier Zeitung (Berlin) reports that a new law of Persia requires 
that native and foreign firms use the Tranic language in their book- 
keeping and correspondence 
a 
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< 
A New Idea in 


fire protection for 
business records 


SCHWAB SAFE 


No. 1853C 














The modern’ correspondence file 
offers easiest and speediest refer- 
ence and at the same time accom- 
modates as large or larger amount 
of records in the space as any other 
cabinet. 

Built to house a four drawer file, 


SCHWAB No. 1853C is the most 


modern, most compact and largest 











capacity safe of its size and weight 





available. With file installed, it 
weighs 1200 Ibs. and its outside 
measurements require only a trifle 


over six feet of floor space. It wil 





house 17,000 letters and its fire 
resistance is definitely established: 
protection against temperatures 
reaching 1600 degrees for one 


hour. 


The Schwab sales plan and the 
Schwab line which includes this 
new safe, offers the dealer a propo- 


sition very much worth while. 


THE SCHWAB SAFE COMPANY 


Lafayette, Indiana 


WOODSTOCK 
TYPEWRITERS 


BRANCHES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 























“KREILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 





All parts machined from bar stock and _ heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 
107 North Franklin Street Syracuse, New York 





























70 Ib. by oz. 


Heavy Duty Parcel] Post 
self-computing, 
all zones 


No. 1577 $17.50 

















EASY to use 
and to read 


100 Ib. by '/2 Ib. 


HeavyDutyExpress 
No. 1585 $15.00 HA N SO N 
| 


250 Ib. by Ib. 
HeavyDuty Freight 
No. 1500 $12.50 
(indicate weight 
only) 
Better service for shipping and mailing departments. No 


beams nor weights to manipulate, no mechanical attention 
nor ouing needed, no time lost—just put the package on and 
read the answer. 
Construction: Case of heavy sheet steel, mechanism extra 
heavy, accurately machined parts with springs of specially 
tempered Swedish steel. Tested with official weights for ac- 
curacy and provided with indicator adjusting screw. 
Dimensions: 6 inches high, 10 inches wide, 16% inches long 
platform 14% by 10 inches—weight 19 Ibs. 
More Sales for Hanson Dealers: It’s worth while to replace 
old equipment when you consider the saving in time, con- 
venience in use and assurance of accuracy now offered. Full 
details of the new scales and the Hanson merchandising plan 
on request. 


Hanson Scale Company 
574 N. Ada Street Chicago, Illinois 























OFFICE APPLIANCES 





Standard Steel 
B E N T S O N Office Desks 


Good quality and moderate price recommend this line 
of desks and tables to your consideration. In it, you 
can offer your trade good service, long life and economy 
both of first and after cost. Made in three sizes flat top, 
55, 60 and 66 inches long by 34 inches wide, also 
double face flat top, single pedestal flat top and type- 
writer, drop front and pedestal typewriter desks, and 
five sizes of tables. Stain proof linoleum top—easy, 
noiseless operation. Full details in the Bentson Desk 


catalog. 


4ll Bentson 
Steel Files 
and Desks 
carry the 
Steel Furni- 
Gture Insti- 






BENTSON MFG. CO. 
AURORA ILLINOIS 














Announcing Iodel 100 


NEW “‘COMMUNI-CALL’ 


FOR ONLY $21.75 List Price 


Now everyone's a prospect for Loud Speaking Communica- 
tion—no more resistance because of price. This new two 
station unit opens a new market. 

The newest addition to the Communi-Call line has the 
same good workmanship and high quality construction 
as other models—clear reproduction, extra power for per- 
fect reception, talk back feature without turning switch, 
works on all currents—attractive cabinets. All of the 
good features of the higher priced sets. 


Write or wire for particulars 


CHICAGO SOUND SYSTEMS CO. 


160 E. Illinois St. Chicago, IIl. 











Card-eases, any size; loese-ieat envelopes, punched 
menu covers, factory record protectors; ag holders; 
bill-fold envelopes; stamp containers, ete. Made of 
acetate (slow-burning) transparen‘ cellulose. We 
build to fit your particular need. Write us for details 


MARKILO COMPANY, Mfrs. 
y 3633c S. Recine Ave ‘ Chicago. U S A. 












A PROFITABLE 
_ REPEAT ITEM 


Nationally advertised. At- 
tractively packaged. 
Supplied in six _ sizes. 
Brush-in-cap can, Hal f 
Pint, Pint, Quart, Gallon 
cans and handy tube. 


Preferred for over a dec- 
ade for every paper-join- 
ing need in the Home, 


Office, School and Studio. 
Stocked by leading jobbers 


Write for Sample and Dealer’s List 8B 





UNION RUBBER & ASBESTOS CO. 


TRENTON, N. J. 














Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 








NEW PRICES 
adding + billing + 
bookkeeping + 


calculating machines 
TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 





Rough and Rebuilt Write for Latest Price List 
Reliable TYPEWRITER & ADDING MACHINE CORP. 
303 W. MONROE ST. CHICAGO, ILL. 








WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE -MOISTEN and APDPLY- 


CEL-U-DEX CORP., srooxtyn, n. v. 











rr 
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THERE'S NEVER AN ARMISTICE . * 
u “u 
in the battle against COMPETITION * 
You must continue to advance! ae ee = * 
Let us supply the proper ammunition—our sturdy + 
"U.S. Line” of ribbons and carbon papers. 

They will make a big hit with your customers, building up the strong defense of ''Satisfaction,” which tr 

competitors will find mighty difficult to penetrate. 
You fire the first shot, Mr. Dealer, and write for particulars. We't ir side, as you shall see. * 
U. S. TYPEWRITER RIBBON MFG.CO. * 
Sansom at Tenth Street Philadelphia, Penna. » 








PNIOM)y 
MORE THAN EVER : 






SUPER moistener 


FOR EXTRA LARGE 
ENVELOPES 


LABELS, STAMPS . . 
No. 3— $3.50 


Large 3 inch brush 
applies just enough Mois- 
ture for quick, perma- 
nent adhesion without 
soiling fingers or envel- 
ope. Rustproof. No mov- 
ing parts to wear out. 


BY-Yol (Tame lilelti (em iiela 4 


KOH-I-NOOR DRAWING PENCILS 





Sole distributor 


A. W. KELLOGG SALES CO., WALTHAM, MASS. 
Mfd. by Better Packages, Inc., Shelton, Conn. 


~@ For OFFICE and SECRETARIAL USE 


MEPHISTO COPYING PENCILS 














and 
other members of L. & C. Hardtmuth’s quality line 








LOOSE LEAF 





ALL ODATE ER 
J DATING MACHINE 


® 8 
TWO TYPE SIZES Bind sheets orderly and se- 
curely. Fit any width of 
STANDARD sheets or distance between 
’ punch centers, capacity regu- 
NOV [8 42 lated by _ interchangeable HOLDER 
TINY TYPE posts. $3.50 per dozen sets, 
TRE LTE f. o. b. N. Y. Request on 
VOW 1842 your letterhead brings sam- 





le and ils. 
Write For Discounts pie details 


1228 Intervale Ave. 
AMERICAN NUMBERING MACHINE co. | F- B. Mfg. Co., New York, N. ¥. 
BROOKLYN, NEW YORK 


25252 

















[om | ames IC 
OOOO 3C IC IC 


The Rieenlnaan’” Pocket Seal 
and other MARKING DEVICES 





Your Profit 
$5.00 to $15.00 


on average order of 


x3 
. a om te ae at 
_— = — os ae 


Wedding Announcements 
No Investment—All Profit 





LiL eee Ye Ye Ye Ye 
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POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


oiop is Cc 2 ee) ae ae ee | : = ee ee ae ae 
SOococoC oe SOOOmcc SOOOICICICIC ICI OOo ce 3c SOO OCC IC ICI Ie 





LETTERHEAD SAMPLE BOOK FREE 


Social Engravir ~ Boag yy ok m “1 for deposit of $1.00 which is refunded 
after receiving $25.00 net of engraving or return of sample book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 
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Sleps out ah ead ad 


ae me BRILLIANT 
Z “ a MODEL, § 







Backed by past 
Public @Pprova 
greatly improve 
Print brings to 
dealers the kin 
tor they want. 


history of the 
field h 


enthusiastic 
I, the new 
d Speed-o. 
users and 
d of duplica. 
Never in the 
duplicating 
as any product ere. 


uch tremendous ac- 
Ceptance in such 


Period of time. 
Product offers suc 


@ short 
No other 


ha great 
for dealers to 
S 


HAND FEED ? a 


WIRE OR write FOR 
FURTHER DETaIis 


tts 
PETES O87 Liters 

A 4 

p 





UAL \ 
OMBINATION WITHOUT EO Lg 
AC 


CABINET 
$18.75 
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Our 
First 
thought 
was for 
DEPEND- 
ABILITY 

and 





because M ET A L ST A N D is positively 


DEPENDABLE it offers positive value at 8 & 


Built to give good service for a 
lifetime, METALSTAND offers 
the dealer a profitable and pres- 
tige-building opportunity. Our 
interlocking device locks the top 
legs and bracket in a solid frame 
—a steady platform, moved 
easily from place to place on 
large, quiet rubber casters. 

Top of the $5.00 METALSTAND 
measures 17',x14 inches and 
the larger size (24x17) is but 
slightly higher. Side leaves and 


(side leaves additional cost) 


tops are selected first grade 5-ply 
veneer, hand rubbed and _fin- 
ished. Side leaves can be at- 
tached to either or both sides of 
either size at small additional 
cost. 

METALSTAND is shipped K.D. 
and subject to dealer’s approval. 
Send your order now for a few of 
these useful, fast selling stands. 


METALSTAND COMPANY 


135 N. 22d St., Philadelphia, Pa. 




















SELL 


MASTER SPEED hEYS 


They will bring you nice 


PROFITS 


RIGHT NOW 


Their superior and exclusive features arouse in- 
terest, which makes for more sales. 


WRITE FOR SAMPLES AND PRICES 


SPEED KEY MANUFACTURING COMPANY 


28 Columbus Place 


Brooklyn, 


conditions. 


N.Y. 
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The Outstanding Paper Fastener i in @ 


the Stationery Business 


"> 


Most converient for all office paper fasten- 


ing uses. Sparkling brass or nickel finish & 


—3 sizes—100 in a box, 10 boxes in a car- 


ton. Write for prices and samples. 


CLIP-ON CORPORATION 


Oswego, N. Y. 











To DOMESTIC and 
FOREIGN DEALERS 


We present the opportunity for real profits when 
in the market for 


Select rough and rebuilt 


TYPEWRITERS @ ADDING, CALCULATING 
and BOOKKEEPING MACHINES 


Our stocks include thousands of machines. 
present scale of prices meets all competitive market 


Our 


Write for November price list. 


J. S. MORSE TYPEWRITER CO. 


529 BROADWAY, NEW YORK, U. S. A. 


CABLE: TYPEMORSE, N. Y. 





34, inch. Made in . 


TECHNYGRAPH LETTERING GUIDES 


-Al3C BEFGHJ<LMN@/°2STUV 


6¢/2/S@@%eLlYSIZECIBZAXM 





Over 40 different guides from '% to and including 
AMBER COLOR and packaged in 
GREEN KRAFT THUMB-CUT JACKETS WITH A 
CELLOPHANE WINDOW. 


Are you selling these— 


@ if not, why not? Sell the best—they cost no more. 








Write us for circulars and prices. 


THE TECHNYGRAPH 


Techny, Illinois 

















NATIONAL SPONGE RUBBER CUSHIONS 








The complete 


quality | 


at popular 


prices 
€ 





ine 


Every map needs dozens of | 
MOORE Maptacks 


For that is the modern way to keep 
a visible geographic record of sales 
activities. And the modern way to 


Every business needs a, 0) 
SALES f 
ner 








circular. 
2 











110 Grand St. 


NATIONAL OFFICE CUSHION CO. jew York, N.Y. 


All colors—all sizes 


Write for descriptive 


Attractive Discounts 





Compact Revolving 
All_metal Holds com- 
plete assortment 





sell MOORE Maptacks ... also the 
easiest way ... is to display this at- 
tractive cabinet which will be sent 
FREE when your jobber gets 
your order for Maptacks. 


MOORE PUSH-PIN CO. 


Manufacturers of MOORE Push-Pins 
and MOORE Pushless Hangers 


113-125 Berkley St., Phila. 
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 CLOYES | THE PERFECT 
g @ 2 Convertible 
: OFFICE 

Replacement Parts for Adding, Book- ¢ CUSHION 


keeping, and Caleulating Machines 


Many New Items added for 19338 and 
Service Improved 


Fine Quality 
Popular Priced 


STATIONERS—Compare the “Perfect” line of sponge 
rubber office chair cushions. We'll be glad to send you full 
detai's and prices on request. Once you try it, you'll agree 
it’s profitable to keep ‘‘Convertible” always in stock and 


$ Write for our new revised catalog. 


? CLOYES GEAR WORKS 


09O0OOOOO60OO4 











display. 
% 17214 Roseland Rd, N. E., Cleveland, Ohio & ’ . 
able addvees. “CLOYESGEAR’: 3 | _fePerfectRubber Seat Cushion Co. 
3 Cable Address, . on g 1412 Unity Street Philadelphia, Pa. 
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Flash! 


A Size For Every User 


DR. SCAT 


Typewriter Refinisher and Cleaner 
is manufactured in 4 sizes: 





All large 
users should 


buy in bulk 


1 


2 oz. & 7 oz. with Dauber—Quart, Gallon 
Sold nation-wide to the best deal- 
ers selling stationery, office sup- 4% 
plies and typewriters. 


cans, Grippit’s economy invites you 


to use it wherever you require adhesive that never wrinkles 





paper . . . that keeps work and workers unsoiled . . that 





Manufactured by holds permanently, yet can be peeled off without damage. Write 


DR SCAT CHEMICAL CO “REFINISHER” for Free Tube and Profit Story to Harriman-Welts Products Co., 
a " Reg. U.S. Pat. Off. 200 Summer Street, Boston, Massachusetts 


178 N. Franklin St. “i+ Chicago, Ill. 














Ideal BOOK RING 


THAT FLATTENED JOINT is there 

fo for a purpose—to keep the ring al- 

PATENTED ways right side up. No need to hunt 

PER. 17,1920 JAN. 11, 1928 and fumble to find the place where 

MOV. 6, 1923 the ring opens, if it’s an Adams ring. 

Here is the simplest, quickest-operat- 

ing and most satisfactory ring ever 

Seven Sizes ey og for perforated — or 

. inders of all sorts. Allows binder or 

Inside Diameters: sheets to lie flat when open at any 

No. 000, %a’’ No. t, 1%” point. The enlarged joint, nicely 

No. 00, %’” No. 2, 1%” rounded and smoothed, keeps ring 

4 es cine mp right side up in position to be in- 
Ne. 6. % No. 4, 2% stantly unlocked. 

No. 6, 3’ Order through your wholesaler. We also 

manufacture tnexpensive loose leaf metals 


Henry T. Adams Mig. Co. 3%), 8° fiiesee A 


ADDING MACHINE 
CORPORATION 


515 Madison Ave. NEW YORK CITY 

















SPEED-MO 


The unique 






Sponge Rubber 


STAMP PAD 


Tops the field in effi- 





ROFITS from taking orders 
for business cards might 


not be huge—but they are 





consistent. 
For this isn’t a speculation. 
All you need do is insist that your 


ntatan ail ane ok than printer or engraver uses Wiggins 

paper merchants for sam- Book Form Cards in the orders 
0 Be Re Hoary Cases. ~~ you send him. 

Then watch the profits roll in! 

New York City If satisfied customers are assets, 





ciency and durability. 








By the same mak- 
the 

No. 400 
FOUNTAIN 
BRUSH and 
CLEANER 






@Crs . ce « 














Richard C. Loesch Co “ 
Pittsburgh you'll have plenty. 
Chatfield & Woods C¢ - 


Cincinnati ‘ 
The Chatfield Paper C« The John B. 


Detroit 


Seaman-Patrick Paper ( 
cia  WIGGINS 
Carpenter Paper ( Company 
Houston 


L. S. Bosworth Co., Ir 1162 Fullerton Avenue, Chicago 


St. Louis ? : ss 
Tobey Fine Papers, Ir Book Form Cards Compact Binders 







Cleans type. 
Removes spots. 














Write us. 


RIVET-O MFG. CO. 


59 Jason St. ORANGE, MASS. 
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FINEST OF SPRING len 
POSTAL SCALES os SS 
| POUND CAPACITY ici’! 

LIST $1.50 op 1 ait) Sas 


Sizes 


Flat Heads 





Pu . \ vherica eads 
os pw . acy acho aa ee 
or < jor C vt’ asl 1000 combinations Plain or printec 
A ~( 
\y\> 9 jor 9 For ® GC Sf 
rajjco 
Ae ate Yr 6 
we gh | MAPTACKS 
ow Manufactured Sell your trade the best. Unequalled for visualizing 
by maps and charts. Packed in boxes of 100 or in spe- 
MARVEL SCALE CO.. INC cial display cartons, 20 tacks to block, 25 blocks to 
. yi the carton. 
3010 W. Wells St., Milwaukee, Wis. Write for sample display box and price list 
IF YOUR JOBBER CANNOT SUPPLY YOU, GEORGE B. GRAFF CoO. 





ORDER DIRECT AND SEND US HIS NAME. 








64 Washburn Ave. Cambridge, Mass. 


Only with @ | SELL MEILICKE CALCULATORS 
: j L The Modern Method of Figuring 











a | 
WEBSTER ELECTRIC PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
1] t AND MANY OTHER CALCULATIONS 
le e a No levers to pull. No Ke — pf 
NU keysto punch. Notedi- \y\ °* ‘ %) 
. Can you meet all I MN ous figuring. No errors. \ 
intercommunication requirements Just copy the answers 
Wels Winciste Monel @ ‘ at tabulated in convenient 
ebster Electric Sound Systems are licensed by agree- fom. Seldon 10 doy 
ment with Electric Research Products, Inc., under pat- hen tte eaile Setien- 
ents owned by Western Electric Company, Inc., and Scoel ; 
; ally advertisedl Write Simply tip 
American Telephone and Telegraph Company, Inc. ‘ the card 
for details nowl ase naan 


WEBSTER ELECTRIC COMPANY 
3468 N. Clark St. 


RACINE, WISCONSIN, U.S.A. ¢ Established 1909 Meilicke. Aystems, Inc. Chicago, il. 


Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y 


‘Dipe-No-More” 


The vial style ink eradicator 




















Have You 


a Friend—«: business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 







Quick—a tap re- 
leases a drop. 


Economical — 
bent neck pre- 
vents overflow. 
The first aid kit 
for removing ink 
from paper or 
white clothing. 
Sold by Leading 


ii} Stationers. 
al A INK ERADICATOR COMPANY THE OFFICE APPLIANCE COMPANY 
Cable "ERADICATOR" 1707 Zerega Avenue 20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 


New York City, N. Y. 


biti ttttt itt htt ttt Lit iiiiiiiiilititili tf 





SEPRA-FILE [__. 4 ROLLING UP PROFITS FOR YOU 


‘ . ~ : 2 ie No. Youble Ball Bearing Caster is 
A Fast Seller at Le - - a: S090 Se ee ee 
ie es ; ; " : use in most of the country’s leading indus- 
SEPRA-FILE is a new type spindle—it makes trial and professional offices and institutions. 

























i sti file obsolete forever. 4, - 
_ aoe vem ween eee reed me ; ig Aw It is a leader to sales of other Faultless floor 
CHECK THESE FEATURES: [oe protection equipment shown. Write for Cata- 
@ Separates and saves time—permits removal - — y log and facts about this profit-earning line. 
of any paper without tearing or taking off | FAULTLESS CASTER CORPORATION 


Evansville, Indiana 


> 


other items on spindle. SQ 


@ Rounded Ball Ends—no sharp point dan- 


ger. . Z 
@ Reversible—Papers can be withdrawn in e = 
same rotation placed on spindle. SEPRA-FILE 











@ Brightly plated finish—modernistic in de- 
sign—steel base. 








Attractive display card attached to each SEPRA-FILE. Put them 
on your counter—and they will sell themselves. Write for discounts. 


(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
ef) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 






Territories available for representatives. 


SEPRA-FILE SPINDLES 


100 N. LA SALLE ST. CHICAGO 


ee ee ee 
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THE STATIONER’S 


SCRAP 
BOOK 


ID E A S 
PRICE $490 POST FREE 


The most valuable money- 
making volume ever placed 
before the Stationer Trade 
—Contains nearly 200 hints 
in connection with every de- 
partment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equip- 
ment. It ts conventently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
lions on the particular phase of his business that he may be 
interested in at the time. The subjects run all the way from 
account books to window dressing and are writien in such a 
way that the volume ts an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 

It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome 

—The British Printer. 


A good idea in ttself and admtrably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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“STEEL-STRONG”* PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY. 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable .. . 
secure . . . with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL STRONG PRODUCTS 









4) MANUAL 
COIN 
COUNTER 





BILL STRAPS 


THE C.L.IDOWNEY CO. cincinnatio. 


(Pens 


exclusivelf 
SINCE 1876 














te COMMERCIAL LINES, .n Steel, Silver Alloy and Gold Plate 
%& EXCELLENT NEW SCHOOL SERIES 
%& IMPRINTS A SPECIALTY 


TURNER & HARRISON 


PEN MANUFACTURING CO. 
1215 SPRING GARDEN STREET PHILADELPHIA. PA. 





You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%” ) 


with the New 


ACME No. 1 


Heavy Duty 
\ Hand Stapler 












COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 



























LAMONT WOOD, Mid-West Typewriter Company, 
Kansas City, Kansas, one of the country’s outstanding 
typewriter dealers, says, 

“I'm for Royal and Royal's ‘Dealer FIRST’ policy 
100°;. Royals are RIGHT—they sell and they stay sold. 


CTIONS speak louder than words! Royal’s 
policy of dealer promotion and protection 

was instituted with the introduction of the first 
Royal Portable . . . it has never been changed! 

The Royal Portable is promoted exclu- 
sively through local dealers... Royal's mer- 
chandising is local dealer merchandising. 

Royal’s advertising features the dealer. . 
all leads are turned over to him. 

Royal’s representatives work for and with 
the dealer... they help him increase his 
sales and profits. 


HROYAL...1T 
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RST! 


TODAY — Royal's Original Policy 
Still Protects the Dealer! 





The Royal Portable is a natural for the dealer 

. its beauty, its ease of use, and its durability 
make selling easier; its price includes a generous 
profit margin. 

Royal believes in the dealer—knows that what 
is good for him is good for Royal. During 1938... 
LOOK TO ROYAL more than ever before! 


World’s. argest company devoted exclusivery to the manufacture of typewriters 


ROYAL TYPEWRITER COMPANY, INC. 


2 PARK AVE., NEW YORK CITY e FACTORY: HARTFORD, CONN. 





and they’re all Heyer Quality Products 


First there are the stencils. Royal Blue, Royal 
Purple and Royal White—made in three qual- 
ities in order to have one that'll suit each user. 
Then there’s the Wax Stencil that’s made for 
economical production of small runs—it’s much 
cheaper but serves a definite purpose. 

The Correction Fluids are there because mis- 
takes will always be made. And the Inks are 
there too. Inks that have been tried, tested 





FOR THE S LE Ney 
DUPLICATS 


L 
BR 






and found true for each machine. Besides sev- 
eral intense Blacks there are eight vivid colors 
that help dress any job. 

They're all there; Stencils, Inks, Correction 
Fluids, Lettering Guides, Styli, Cartoon Book, 
Clearoscope, Ink Pads, Typecleaner, Lettergraph 
Bond Paper—so why spend a lot of time looking 
elsewhere? » ”» » » » » » ‘Yyooks to the 
Heyer Line to fill ALL your duplicator needs. 


THE HEYER CORPORATION e Chicago, U.S. A. 

















Tohn Duvieilh 
Senior pariner 
Camille Duvieilh 
»Juni 
es Videau 


Underu 


or pariner 


d Portable 


Representative 








“A BIG 
IMPROVEMENT 
IN THE FIELD 
OF PORTABLE 
TYPEWRITERS,” 
... says John Duvieilh & Bro. of New Orleans, La. 





John Duvieilh & Bro., progressive 
dealers of New Orleans, with more 
than twenty years’ experience back of 
them, know typewriters. And when 
they place their knowledge back of 





SEVEN BIG 














Underwood Typemaster Portable 


Champion Model, retailing at $64.50 


OD 


Underwood Typemaster Portable 
Universal Model, retailing at $54.50 





TALKING POINTS the new Underwood Typemaster 
Portables, you can depend upon their 
1 New Sealed Action Frame pro- judgment. 


The Typemasters have struck an entirely 
new note in Portable history. They not only 
are outstanding in sheer typewriting per- 
formance but they loom high in eye appeal 
as W ell. 

Check their features point by point with 
any other Portables you have ever known. 
Keep in mind the fact that year by year 
more Underwoods are produced and sold 
than any other typewriter in the world. 
And if you are not already stocking the new 
Underwood Typemasters, write us at once. 
It is good business to push the machine the 


viding quieter operation and 
maximum protection against 
dust and injury. 

2 The Champion Keyboard .. . 
kinder to typing fingertips .. . 
saves broken fingernails. 

3 “Tuned to the Fingertips” 
two adjustment features assure 
supreme ease of touch. 


4 100% Typing Visibility. 


5 Complete accessibility to type- 
bars and ribbon spools. 








DEALERS FIRST... 


In the Underwood Portable sales 
policy the Dealer always comes 
first. Underwood Portables are 
sold 
Authorized Underwood Portable 


Dealers. All Underwood promo- 


” 


“over the counter” through 


tional activity is designed to send 


customers into the Dealer’s store. 





world is buying. 
Keyboard Controlled Ribbon 
Shifting Device. 

7 Back spacer on left hand side 


—normal typing position. 


Underwood 


TYPEMASTER PORTABLES 











Portable Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 


Typewriters, Accounting Machines, Add- 
ing Machines, Carbon Paper, Ribbons 
and other Supplies 
New York, N. Y. caw 


Sales and Service Everywhere 


One Park Avenue 


[ nderwood 





d Eiliott Fisher Speeds the World's Business 





